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There’s LESS WEAR 


—less need for repair 




















in BRODIE BiRotor METERS 


Maintained accuracy and low maintenance are two 


No metal-to-metal contact 


important factors in selecting a meter. In Brodie ; : 
No reciprocating mechanisms 


BiRotor Meters, the measuring chamber is the key 


' ; Just two moving parts 
to long trouble-free accurate service. Exclusive 


BiRotor design is proved for low maintenance and Static and dynamic balance 


high sustained accuracy in hundreds of installations. 


Equalized fluid pressure 





Be 
RALPH N. BRODIE CO., INC. » ALVARADO & WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S.A. : a 
MT. VERNON, N. Y. CHICAGO 5, ILL. DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, > 4 
550 So. Columbus Ave. 59 E. Van Buren 167 Parkhouse St. 221 9th Ave. N. 5401 E. Sheila Stre ' 
REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL ciTle 170 







FEBRUARY 





































VOLUME 13 NUMBER 2 | 
Cc & 3% FF & Br 
SUBJECT PAGE AUTHOR 
Profits in Cooling 68 J. R. LEWIS 


Steam Heat 200% Modern 70 
Are Families People? 75 

Selling more in ’54 77 

Much Ado about Something 80 
Northwest fueloil Profits down 82 
Liberalized Pensions 84 


J. W. SCHULZ 

BARBARA J. THOMPSON 
C. $. STACKPOLE 

JAMES R. ENMAN 


RAY HORAN 


COMMERCIAL - INDUSTRIAL SECTION 


Industrial Burner Sales Techniques 98 


NEWS DEPARTMENTS 


6 Names in the News 
Institute adds 9 Members, 6 Chapters 24 
10 = Editorial Leaks 
Washington Dealers object to Requirements 34 
12 Oilheating Trends 
Branch becomes Manager of Williams 36 
42 Industry Groups 
Standard using fueloil Additive 36 
56 Manufacturers’ Activities 





\1ED, Pipeline to link Philadelphia, New York 36 YEARLY: 
87 Oilheating Patents $3.00 
Missouri Farm heating surveyed 40 
111. Readers’ Problems 
Housing Exhibition scheduled 40 CANADIAN: 
115. Everyday Snags $4.00 





School has oilheating Course 81 
MEMBER 129 
@ om A OHI Commercial Division approved 107 

160 Degree Days 
al OHI offers Aid on Smoke Rules 109 


New Products SINGLE COPY: 


$1.00 














COPYRIGHT 1954, HEATING PUBLISHERS, INC. 
ALL RIGHTS RESERVED. 
NO PART MAY BE REPRINTED WITHOUT WRITTEN PERMISSION. 


PUBLISHED MONTHLY 


Among other things . . 


Feature material for this issue has been selected with 


BY HEATING PUBLISHERS, INC., PUBLICATION OFFICE: 109 MARKET PLACE, 


BALTIMORE 2, MD, ADDRESS CORRESPONDENCE TO EDITORIAL AND ADVER- 
TISING OFFICES: 2 WEST 45TH ST., NEW YORK 36, N. Y. ESTABLISHED 1922 


NEW YORK TELEPHONE: MURRAY HILL 2-4786 
ENTERED AS SECOND CLASS MATTER AT THE POST OFFICE AT 
BALTIMORE, MD. 





ROBERT GRAY, Editor 
Bert Dunphy, Managing Editor John W. Schulz, Technical Editor 
A. C. Esser, Circulation Director 





A. G. WINKLER, Advertising Manager 
Lee Steedle, Assistant Advertising Manager 





Mid-West Manager: Frank E. Cooney 


the idea of covering a variety of topical subjects, The first 
article begins a series on the principles of summer aircon- 
ditioning. It will be a valuable introduction for the oil- 
heating dealer who is adding cooling equipment to his line, 
can serve as a refresher for dealers already doing cooling 
work and should be helpful as background material for 
employee training. 


Then there are the male and female viewpoints on oil- 
burner service, the first rather forcefully setting forth his 
views on how servicemen should be managed and charges 
made, the second equally forcefully telling how it feels 
to be the wife of an oilburner serviceman. 


92, CAllf 624 South Michigan Ave., Chicago 5 Phone: Wabash 2-9548 A look at profits of Northwestern fueloil dealers and a 
, Street Pacific Coast Representative: Don Harway description of a unique pension plan set up by a New Eng- 
1Tes 1709 West 8th St., Los Angeles 17, Cal. Phone: Dunkirk 2-8576 land fueloil dealer are informative and thought-provoking. 
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HYDRAULIC POWER 
your Bike Buy fer 
FASTER, SAFER DELIVERIES 
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Hydraulic pump driven 
by the P.1.0, drives 
motors 


¢ on 
hose reel, 


OPERATE PRODUCT PUMPS. ..HOSE REELS 


Equip your fleet with new Roper Pump-Motors — the hydraulic power units 
designed especially for fuel transfer applications. Compact and rugged, these 
pump-motors offer greater flexibility and convenience of hook-up... operate 
at slow speeds... increase product pump life... are Jess costly to operate in 
the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts 
--. today! 


COST-SAVING FEATURES 


@ Operates one or more pumps or reels @ Offers greater flexibility and convenience 


@ Eliminates auxiliary engines @ Power input is smooth, shockless 
@ System increases product pump life @ Drives other-makes of pumps 


@ Explosion-proof at no extra cost @ Convenient dual system for split loads 


Write for Bulletin or see your 
Roper Distributor a 


GEO. D. ROPER CORPORATION 


762 Blackhawk Park Avenue 
Rockford, Illinois 
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Names in the News 


Philip B. Hoppin is manager of ad- 
vertising and sales promotion for the 
General Electric 
Air Conditioning 
Div., Bloomfield, 
N. J. Hoppin has 
been with GE 
since 1950 as su- 
pervisor of adver- 
tising and sales 
promotion for the 
Home Heating 
and Cooling and Commercial Products 
Depts. He has had wide experience 
in advertising and sales promotion 
with other manufacturers in the heat- 
ing and cooling field. During World 
War II he was chief of priorities for 
plumbing and heating for the War 
Production Board, later joined the 
Navy and was discharged with the 
rank of lieutenant in 1946. 


Harold H. Wilkinson has been ap- 
pointed a manufacturer's representa 
tive for the general division, York- 
Shipley, Inc., York, Pa. As such he 
will handle private label sales in Penn- 
sylvania, Delaware, Maryland and 
New Jersey. Before joining York, 
Wilkinson had been vice-president and 
general manager of Herco Oil Burner 
Corp., Lancaster, Pa., from 1945 to 
1948 and president until last April. 
From 1947 until 1953 he was a director 
of Oil-Heat Institute of America. 


Robert Von Rotz has been appoint 
ed chief engineer for the Tuthill Pump 
Co., Chicago. Prior to joining Tut 
hill, Von Rotz had served as chief en’ 
gineer with Applied Research and De 
velopment Corp., New York city and 
Berne, Switzerland, 
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New Factory-Built Tandem Axle BiG JOB—the Ford 
T-800. 40,000 Ibs. GVW! New 170-h.p. Cargo 
King V-8! New Power Steering standard. 








New FORD TRUCKS.:..54 
ott | featuring 7 TRIPLE ECONOMY 


Big new savings in 
the 3 most important 


. truck saving areas 
ld 
or NEW Gas-Saving, Low- NEW Driverized Cabs! NEW Money-Saving Capac- 
ar FRICTION, Overhead-Valve, NEW Power Steering! NEW ities! Over 220 Models! 
he High-Compression, Deep- Power Brakes! Fully Auto- © New 6-wheelers! The one 
he Block Engines in all Models! matic Fordomatic Drive! right truck for your job! 
Now, you get a gas-saving Low- Ford’s 3-man Driverized Cabs cut Ford’s expanded new truck lines in- 
FRICTION engine in any Ford Truck fatigue! New Master-Guide Power clude brand-new Ford Tandem- 

p you choose—from 115- to 170-h.p.! Steering standard on T-800 Series, Axle BiG Joss, up to 60,000 Ibs. 
bas New short-stroke design cuts inter- optional on most other Bic Joss, G.C.W., and two more giant new 
a nal friction loss up to 33%, liberates | Power Braking* for Y-ton, Ford- —_ Ford Cab Forward Bic Joss rated 
ne up to 23% more usable power. omatic* for all light duty models! _yp to 55,000-lbs. G.C.W.! 
- Wo il att aad of 

d eee oe *Available at extra cost. 
in 152-h.p. Cargo King V-8 
rk, 138-h.p. Power King V-8 now! Mi htie t t ti of wer 
ind 130-h.p. Power King V-8 q “ concen ra ion po 
ner -h.p. Cost Clipper Six >. 2 ° e 

Z —_. per cubic inch ever built into any 

il. ° ° ° 
pe truck engine line! Only FORD has it! 

V-8 For the power they develop, Ford’s new truck 
and SIX! engines have less cubic inch displacement 

yint- 5 GREAT than any other truck engine line. The Ford 
ump TRUCK ENGINES! 317 cu. in. Cargo King V-8 develops its 
Tut 170-h.p. from as much as 96 cubic inches less 
en All Low-Friction! displacement. Smaller-displacement engines 
De All High-Compression! normally need less gas! That’s why Ford 

ain All Overhead Valves! 














All Deep-Block design! 
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concentrated power is a big factor in 
new Ford Truck TRIPLE ECONOMY! 








14" PLATE — 14” wall, TUBES 


Qualified for A.S.M.E. Marking 


V&E 


COMPLETE 


PACKAGE UNIT 


(for Hot Water Heating) 


ALL CONTROLS MOUNTED and 
WIRED 


Fully PROTECTED for shipment 
and delivery into basement 


A UNIT that stands up under rough 
handling 


BUILT-IN, FLOOD-PROOF EX- 
PANSION TANK 


INTERNAL BY-PASS for SLAB 
HEATING 


Includes ALL necessary Controls 
and accessories 


3 G.P.M. Tankless D.H.W.—Provi- 
sion for additional coil if needed 


Priced right: 


This UNIT, designed and built by men with 
long experience, has every part co-ordi- 
nated to insure HEATING SATISFACTION, 
to REDUCE SERVICE TO A MINIMUM, 
and to make what little cleaning and 
service necessary, as easy as possible. 
















WRITE or PHONE, to-day for Literature 
and Prices 


V&E 
PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 


Warehouses: 








STEEL 


Water Jute 


BOILERS 


FOR STEAM OR HOT WATER 


| 
LAST A LIFETIME | 
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BUILT TO 
UNDER ANY CONDITIONS 
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MAKERS OF THE FAMOUS 


BOILER 


FOR ROTARY BURNERS 
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. . - « Names in the News 


R. B. Snyder has been appointed 
manager of the Residential Division 
of York-Shipley, 
inc., Tork, Pa. 
He will direct the 
distributor and 
dealer 
tion. During the 
eleven years he 
has been with the 


company he has 


organiza- 





sales manager, wholesale sales man- 
ager for Shipley Cooling & Heating 
Division, regional sales manager for 
the Middle Atlantic region and spe- 
cial assistant to S. H. Shipley, presi- 
dent. 


served as retail 


Robert M. Gordon has been made 
sales manager, Air Impeller Division, 
Torrington Mfg. Co., Torrington, 
Conn. He was formerly assistant sales 
manager. 


Robert E. Sullivan has been placed 
in complete charge of the Heating Di 
vision of Mt. Hawley Manufacturing 
Co., Peoria, Ill. His new title will be 
general manager; he formerly was sales 
manager. 


William H., Baker, Jr., has become 
vice president of the Sunbeam Air 
Conditioner Division of American 
Radiator & Standard Sanitary Corp., 
Pittsburgh, Pa. He will be active in 
the development, production and sales 
of warm air heating and air cooling 
equipment. He has been with Ameri- 
can-Standard since 1936 in various 
sales capacities, 


Leonard C. Kroes has been appoint 
ed sales manager of the Brundage Co., 
Kalamazoo, Mich. Before joining 
Brundage, Kroes had been associated 
with the Kalamazoo Stove & Furnace 
Co., Holland Furnace Co. and Detrex 


Corp. 


Edwin H. Collins has been ap 
pointed acting contact director for the 
marketing department of Esso Stand 
ard Oil Co. Bronce L. Ray will suc 
ceed him as general manager of the 


BALTIMORE ¢ BUFFALO © PHILADELPHIA ¢ SCHUYLKILL HAVEN © WORCESTER ' 
Phones: department. Both men have been with 
SAR. 2387 GAR. 7300 WAYNE 1625 S.H. 122 WOR. 4-4421 the company for many years. 
8 February 
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B & G MONOFLO FITTINGS 
ASSURE CORRECT AND EFFICIENT 
CIRCULATION IN ONE-PIPE 
FORCED HOT WATER SYSTEMS 


The B & G Monoflo Fitting is not just a 
“scoop” or “choke”! It is an engineered 
device—designed to handle definite radi- 
ator sizes, maintain proper temperature 
drops and permit use of economical riser 
sizes. 


This Fitting induces flow into the heat- 
ing units without penalizing the pump 
with excessive resistance. It assures the 
correct distribution of warm water, either 
above or below the main. 














STANDARD TEE 


ONLY ONE MONOFLO FITTING 
NEEDED IN MOST CASES 
Under average conditions, a single 
Monoflo Fitting per heating unit pro- 
vides ample diversion capacity. Special 
down-feed Fittings are not required— 
simply revolving the Fitting changes it 

from up-feed to down-feed. 
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TEST PIPE 





—— MONOFLO 
- FITTING 
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PRECISION TAPPED AND TESTED 


B & G Monoflo Fittings are made by 
machines especially designed for the pur- 
pose, which tap the threads with extreme 
Precision. Fittings are tested for accuracy 
in the sensitive gauge illustrated above. 
Hence installation is always easy, with 
no “cranking” of pipes. 
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MONOFLO 








In the pottery plant drying room illustrated above, a B & G Monoflo 
Forced Hot Water System is overcoming many former operating 
difficulties. 


The previous method of drying the pottery was a rather compli- 
cated system of ducts carrying heat under the racks. The process was 
difficult to control, expensive to operate and caused a large number 
of rejects. 

In the new method, a down-feed Monoflo System supplies heat to 
pipe coils under the pottery. After a year’s operation, the manage- 
ment reports that the system is doing everything expected of it and 
more. The number of rejects has been drastically reduced, operating 
cost is lower and the process control greatly improved. 

The simplicity of Monoflo piping and the desirable control quali- 
ties of the system are amply demonstrated in this novel installation. 


Send for complete story of B&G Monoflo Fittings 


Contains simplified design instructions for Monoflo Forced Hot 
Water Heating Systems in smaller installations. 


BELL & GOSSETT 


¢ 8h FF 2 ee FF 
Dept. DH-7, Morton Grove, Ill. 
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto, Canada 
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Editorial Leaks 


DURING THE COURSE of any year quite 
a number of the readers of the maga- 
zine give us suggestions on things they 
would like to have us tackle editorially. 
These of course are very valuable to 
any publisher. Some of the suggestions 
are models for brevity and yet very 
salty in their concept. 

One of our dealer friends wrote, 
“Why don’t you educate the industry 
on how to lose customers gracefully 
without calling his competitor a crook, 
or without trying to prove that every 
company but his has forgotten how to 
count the gallons they deliver?” 

Don’t try to guess which city this 
came from . . . it might be yours. 

It is always interesting to sit in an 
association meeting or a convention 
and look over the industry men assem- 
bled there and take note of the heaven- 
ly atmosphere of sweetness and light. 
It’s contagious; first thing you know 
you feel that way yourself. 

But back in the office with a re- 
minder from the bank that the note 
will be due on the 11th and collections 
slower than they ought to be, you’re 
just ripe for your salesmanager to 
burst in and squawk that the Peerless 
crowd has just taken a couple of your 
best commercial accounts at tank car 
prices. 

That morning you hate all competi- 
tors on general principles, and why 
not? In similar circumstances they will 
be very unhappy about you. 

It will always be thus so as long as 
we actually have, and not just talk 
about, the American system of free 
trading. And in his right mind, who 
would want to change it? 


o, 
“~~ 


IT HAS OFTEN been said that this is the 
day of the specialist, the era in which 
many individuals are being highly de- 
veloped through years of special train- 
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ing down one particular channel. 

That concept is fine, and factual, 
but a lot of the boys coming along just 
don’t believe in it. What we have in 
mind of course is the hopelessly short 
supply of graduate engineers in the 
country and the shrinking numbers 
coming out of the schools. 

We reached a peak in 1950 with 
something over 50,000 graduated. The 
next year it was 38,000 and by now 
it’s running under 20,000 annually. 
By the very lowest estimates of high 
authorities we need a fresh crop of 
around 45,000 a year. For the rest of 
this decade we will hardly hit half of 
that figure, as is well known by pres- 
ent enrollments of boys starting into 
schools. 

What that means to American in- 
dustry, including our own, is hard to 
forecast. Obviously, development will 
be slower than any industry would 
choose. 

But why are the boys staying away 
from these professions in growing 
numbers? Your guess is as good as any- 
body’s. Modern industry practices are 
definitely placing a premium on un- 
skilled effort through high wages for 
the man in a simple mass operation. 

Six to eight years in hard-working 
classes and long night vigils lose their 
attraction for many boys, when life 
without skills can be so rewarding. 

A prediction: before many years we 
will see a Government subsidy for en- 
gineering colleges and students . . . for 
purposes of national security. 


\/ 
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WRITING IN “Gas Age,” Dr. Jerome 
Morgan suspects that the era of boom 
in natural gas pipelines is fading out 
and will be replaced by a period of 
fast expansion of plants to manufac- 
ture gas in the cities. These new plants 
will not displace the use of the existing 
natural gas lines, but rather supple- 
ment them. 

Morgan thinks it’s unsound to de- 
pend on pipelines for such highly sea- 
sonal demands as house heating, be- 
lieving rather that the lines should 
carry the low months and the manu- 





Morgan’s arguments appear sound. 
To the oilheating industry their real- 
ization would bring tougher gas com- 
petition from the angle of availability 
of the fuel, but at higher prices. 


ae 

WE HAVE NOTICED an inclination, par- 
ticularly in some Midwestern markets, 
for fueloil distributors to abandon oil. 
burner service. Fortunately this has 
not reached too serious proportions, 
but every time it’s done that company 
is hurting the general cause of oilheat- 
ing and helping gas competition. 

Who is it that has, or should have, 
a deep-dyed interest in public accept- 
ance of oilheating? The specialized oil- 
heating dealer naturally has this inter- 
est but Midwestern cities don’t have 
so many of these as you'd find in the 
East. Much oilheating in Detroit, Chi- 
cago or Minneapolis is sold by a dealer 
who has other lines to fall back on, 
often as not gas equipment. 

Oilburner service, with its midnight 
calls occasionally, is not too popular 
with this dealer, unless he can get a 
real profit out of it. 

And most of this difficulty occurs in 
those large cities where gas is cheap 
and its service free or slight in cost. 

Keeping the public happy with oil- 
heating means economic life or death 
to a lot of fueloil distributors, Oil 
burner service with or without profit 
may seem like monkey business, but oil 
trucks and storage tanks without cus 
tomers would be plain assinine. The oil 
man must shoulder all of the responsi 
bility for his own economic future. 


o, 
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IT WAS ON January 21 that the Asso 
ciated Press carried to its member 
papers over the country an item about 
Kansas City and surrounding towns 
being short of gas for heating. The 
Gas Service Company made a public 
appeal to all customers in Oklahoma, 
Nebraska, Missouri and Kansas to 
take it easy in burning gas until the 
big cold spell was over. 

Gas is something like bank credit 

. . very plentiful when you dont 


factured gas the heating load. need it. 
Moreover, he reasons that local utili- 4 ‘ 
ties need plants for protection in emer- 
gencies such as pipeline breaks. 
February 
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In fuel oil delivery there are three 


basie objectives to strive for daily: 


























© MAXIMUM GALLONS DELIVERED 
© MINIMUM MILES TRAVELLED 


© MINIMUM WASTE OF TRUCK 
AND DRIVER TIME 


VENTALARM Signals make it possible for you to attain 
these objectives to the ultimate degree. If you have not 
already done so, there is no sounder profit-building 


decision you can make than to equip ALL your old 
customers’ tanks with VENTALARM Signals. 


If you are already one of the several thousand fuel oil 


- dealers who are using VENTALARM Signals on both new and 


old tanks, there is probably no point to your reading this. 
If, however, you are one of the many remaining fuel oil 


dealers who perhaps are only partially using VENTALARM 


———. Signals or not using them at all, your decision to take action 


- in the next few minutes may prove to be the best-paying 


minutes you will enjoy in the next twelve months! 


Perhaps you have been hesitating about installing 
VENTALARM Signals on all your old customers’ tanks because 
you felt that the initial purchase and installation cost would 
be burdensome. Let us show you how for every dollar you 
spend, you will receive ten-fold return. Write to us for litera- 
ture so that you will have the COMPLETE story. Then we’ll 
be glad to trust your good judgment. Every benefit that the 
use of VENTALARM Signals offers will stand up under hard 
common sense business analysis. 


At our NEW ADDRESS. 


SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 


Available at your a 


regular Supply House. 


Scully Products are manufactured : 
under U.S. and Foreign patents 


and patents pending. 


porwr Canadian ee errr ts et MFG, CO.. 
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_ © 1954 SCULLY SIGNAL Co. J WHISTLING TANK FILL SIGNAL 


LTD., London, _ Ontario 
























sal MODEL LC 
FOR OLD TANKS 


1. Saves driver and truck time. 
2. Eliminates run-outs. 


3. Eliminates repeat calls. 


4. Assures properly filled tanks. 


5. Makes oil delivery truly 
automatic. 


6. Provides better means of 
meeting gas competition. 
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1948 1949 1950 1951 1952 1953 
Shipments of Oilburners and Units 
(Including Exports) 

Adjusted to include manufacturers other than the 145 reporting to 

Census Bureau, FUELoIL & Or~ Heat's estimates of shipments are: 
—OCTOBER TEN MONTHS : 
Percent Percent 
1953 1952 Change 1953 1952 Change 
Conversion 74,240 84,929 - 12.6 502,376 447,956 T oboe 
Boiler Units 9,529 9,608 - 0.8 60,591 55,397 + 9.4 
Furnace Units 20,988 26,549 — 20.9 162,190 154,244 Ste eae 
All Domestic 104,757 121,086 ee & Fp) T25 457 657,597 + 10:3 
Commercial 4,255 4,565 — 6.8 35,925 30,081 + 19:4 
Total 109,012 125,651 2 13.2 761,082 687,678 +1077 
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1948 1949 «= 1950-Ss1951—s«d19852 1953 
December Minimum Prices: Key Dealers 
BOILER-BURNERS 


CONVERSION BURNERS FURNACE-BURNERS 


December $321 $713 $633 
November 320 703 626 
Price Index: Conversion Burners: January 1940 is 100% 


WHOLESALE RETAIL 
December 142.7 Six monthsago 140.8 December 130.6 Six monthsago 1395.3 
November 136.8 Yearago 146.3. November 132.4 Yearago 136.6 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES- RETAIL CONVERSION BURNER- JAN /940=1/00 
INDIVIDUAL INCOMES '—- BUREAU OF LABOR STATISTICS -— 1939 = 100 --~------------ 
CONSTRUCTION COSTS - RESIDENTIAL- DEPT OF COMMERCE- 1939 = /00 ———-—___ - —— 
CosT OF LIVING - BUREAU OF LABOR STATISTICS — 1935-39=100 cxcancc0oc0n200000900000 
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THE OLD YEAR ended in fine style in 
terms of oilheating installations, The 
December estimate for domestic oil- 
burners and units installed is 61,158, 
which compares with only 45,471 on 
the same date the previous year. This 
carries further the trend that had been 
developing throughout 1953. Retail 
installations started the year weak and 
gained strength as the months pro- 
gressed. Factory shipments reversed 
the pattern. The result promises well 
for the start of 1954, with inventories 
low and retail sales carrying good 
momentum. 

The December installations were 
divided: New Homes, 36,474; Re- 
placements of old oilburners, 8,216; 
Conversions from other fuels, 16,468, 
Thus we see that the new home seg: 
ment of the business is what has held 
it up, during the late fall months. 

The total installations for the year 
based on our twelve monthly estimates 
were 794,256. As a coincidence our 
preliminary estimate for the year as 4 
whole which was published in the De- 
cember 18th issue of Merchandising 
News and in the January issue of 
FuELOIL & Om HEAT was 794,723. 
That annual estimate is determined 
largely by the overall industry survey 
that we make in December each yeat. 
In the April issue we will publish our 
final estimate based on official year 
end figures on some of the principal 
items, adjusted for inventory changes 
and exports. 


BURNER STOCKS: The level of stocks 
of domestic oilburners and units if 
dealer hands continued to fall during 
December. They ended the month at 
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Nos. 720 and 721, high quality Loading Assemblies for 
small bulk plant operations having gravity flow or pres- 
sure up to 30 psi on 2” size, and up to 25 psi on 3” size. 


YOU CAN NOW AFFORD TO DISCARD YOUR MAKESHIFT 

LOADING DEVICES. INSTALL ONE OF THESE LONG-LIVED, 

TOP QUALITY, COMPLETE ASSEMBLIES, DESIGNED TO KEEP 
LOADING COSTS DOWN, DELIVERIES HIGH. 


* PRICES SLIGHTLY HIGHER IN WESTERN 
STATES. WRITE TODAY, NP-9-F FOR 
DETAILS. 


OPW CORPORATION 


2737 Colerain Ave., Cincinnati 25, O. 


eloil 


No. 720 
Counter-Balanced unit for eas 
fast service in general installa- 
tions. 

*2” _.. $110.00*3”_ $168.00 


F.O.B. CINCINNATI, OHIO 


No. 721 

For bulk plants where arm is 
supported in hanger when not 
in use. 


*2” $85.00 *3”.... $135.00 


F.O.B. CINCINNATI, OHIO 
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69,207 which compares with 77,075 
the previous month and with 94,497 
the previous year. The January 1 
stocks were divided: Conversion oil- 
burners, 30,238; Boiler-burner units, 
14,121; Furnace-burner units, 24,848. 
The stock drop during the month was 
principally in conversion burners, 
while the units stayed about the same, 

Factory stocks on October 31 were 
75,414 compared with 36,577 on the 
same date of 1952. This shows that 
while factory shipments were down 
somewhat in the final quarter of the 
year the companies had _ sufficient 
courage to go ahead building some in- 
ventory because they knew that field 
stocks were dropping. 

TANK STOCKS: On January 1 dealers 
had on hand approximately 38,592 
consumer oil tanks. This is an im- 
portant drop from 46,978 the previous 
month and from 72,304 on January 1 
the previous year. 

The current stocks were divided by 
sizes: 220-275 gallon: 32,286; 550-675 
gallon: 4,312; 1,000 gallons or larger: 
1,994. 

The average price paid by dealers 
in December for 275 gallon tanks was 
$33, or $1 below the November aver- 
age. By sections of the country the 
December average was: New England, 
$28; Mid-Atlantic, $34; Midwest, 
$32; Pacific Northwest, $40. 

The Mid-Atlantic price runs above 
the country average because some 
cities require 10 gauge tanks. The 
Pacific Northwest price averages high, 
first because they use a 293 gallon 
tank, and second, because the steel is 
from warehouse stocks rather than 
from mills. 


Gas Competition 


FACING GAS COMPETITION: All of 
the special questions this month were 
related to this single topic, primarily 
because it is of almost universal con- 
cern. In the first question we asked 
the reporting group how many of their 
own customers they believe are pres- 
ently dissatisfied with oilheating to the 
extent that they might be persuaded 
to switch to gas. The answer, nation- 
wide, is 3%, which in itself is not very 
alarming. But when we asked them 
to make an estimate on this point hav- 
ing to do with their entire market . . . 
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Oilburner* and Building Permits 








— -OILBURNERS- DWELLINGS — 
December 12 MONTHS December 12 MONTHS 
1953 1952 1953 1952 1953 1952 1953 1952 
16 20 307 504 Albany, N. Y. wn - vs Pe 
88 152 1395 2184 Baltimore, Md. 118 236 3820 3606 
He Aes ae ee Binghamton, N. Y. 9 6 37 103 
Bloomfield, N. J. 14 1 317 96 
- Ns Sis és Boston, Mass. 37 35 391 596 
113 111 1471 1173 Bridgeport, Conn. ae oe oe ae 
- ei es - Buffalo, N. Y. 21 10 510 540 
61 53 590 532 Columbus, O. ne rr ae ais 
im 3 nn es Des Moines, Ia. 404 177 4942 1325 
og 5 a ar Detroit, Mich. 1 166 3001 3901 
48 74 588 685 Elizabeth, N. J. 0 1 Se 68 
41 30 405 397 Freeport, N. Y. ae 7 aie a 
- me oh as Greenwich, Conn. 18 35 320 43] 
> Se ie ms Hackensack, N. J. 5 5 68 148 
239 179 Ss 1308 Hartford, Conn. : “x roe 
jo ee és a Hudson County, N. J... cr te Ae 
10 15 447 489 Irvington, N. J. 1 0 29 29 
mS sie Ae ia Lynn, Mass. , 14 174 215 
27 79 ai 505 Meriden, Conn. Ee, a a By 
438 410 yh 92 4715 Milwaukee, Wisc. 260 176 3684 2941 
26 54 408 1041 Minneapolis, Minn. 60 62 1049 1510 
13 13 256 273 Montclair, N. J. “Ae Sa ae e 
is ss sis a Morristown, N. J. 0 1 85 65 
3 35 364 388 Mt. Vernon, N. Y. : a a 
68 87 1906 2122 Newark, N. J. 
69 64 eh | 1154 New Bedford, Mass. 
37 28 502 647 New Haven, Conn. 
ay ae x. New Orleans, La. - ve = a 
24 she 430 New Rochelle, N. Y. 23 35 453 337 
ey ; .. New York City (Total) ; ~ 4 4 
1844 hg oh a Brooklyn-Queens 
I2 697 7183 7468 Manhattan, Bronx, Rchd .. ate Ae a 
134 31 805 820 Norfolk, Va. 19 46 604 1162 
= me ed Be Oakland, Calif. as via si “fs 
21 87 449 1203 Omaha, Neb. 39 on | ie 9A 1082 
9 8 207 235 Orange, N. J. 0 0 24 20 
7 223 281 Passaic, N. J. at Ae sia - 
1] ZS: 628 844 Paterson, N. J. 9 Be 152 229 
- ae y Philadelphia, Pa. “a i pia “ 
- F ie os Plainfield, N. J. 6 6 130 170 
53 70 720 670 Portland, Me. 18 12. 198 137 
204 396 3874 4669 Portland, Oreg. 105 EDS 1926 1596 
6 9 229 218 Poughkeepsie, N. Y. - ws é ie 
87 89 .. 1204 Providence, R. I. 12 7 185 
6 " ss oe Reading, Pa. 2 4 400 74 
66 43 403 442 Richmond, Va. 32 32 a2 568 
32 26 oe 588 Roanoke, Va. ee ne a ee 
243 146 3131 3433 Rochester, N. Y. es me es a 
22 10 207 165 Rockville Center, N. Y. 8 11 92 81 
= 47 re 500 Salem, Mass. 5 4 79 57 
176 135 1995 1732 St. Louis, Mo. 20 11 341 492 
Ms 42 = 582 St. Paul, Minn. 57 52 1106 1197 
8 16 180 329 Schenectady, N. Y. i als ia es 
* we ny = Seattle, Wash. 105 155 1632 1878 
547 oo 2 Spokane, Wash. i - iia ae 
oat a Springfield, Mass. 115 61 1035 846 
42 36 AS at Stamford, Conn. Shs =: ve ad 
5 7 97 Syracuse, N. Y. - 20 ie 481 
‘ es Trenton, N. J. 3 2 155 125 
.. os oe eis Utica, N. Y. 9 62 128 234 
89 116 871 1385 Washington, D. C. i bia a rr 
is Ke i West Orange, N. J. 8 10 280 392 
19 iia 331 Me White Plains, N. Y. 19 16 ae 150 
35 65 894 785 Wilmington, Del. 0 2 151 193 
7 140 1549 1939 Worcester, Mass. oe ue 7 
76 31 908 817 Yonkers, N. Y. — a = a 
3133 3273 39579 41997 Totals 1724 1612 29361 26376 
—3.7 wx —5.8 Percent Change + 6.9 +H 


_ *Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu’ 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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in other words the attitude of all oil- 
heating users in their community .. . 
the overall answer was 10%, 

There was considerable variation on 
this by sections of the country in that 
in New England the dealers believe 
that 5% of all customers are unhappy 


oO SPCR OF CO ODE ee Be 8 ee ee 8 eS we ee 


enough to consider gas; in the Mid 
Atlantic states they estimate 7%. In 
the Pacific Northwest the unhappy 
oilheating users are also estimated at 
7%, while in the Midwest the situa 
tion gets serious with the dealers es’ 
timating that 21% of those who burn 
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: to Sell 
15 etl? 
41 
10 
65 WEBSTER Delaytrol is a 
“ combination delayed opening 
% and instantaneous cutoff\valve 
which is magnetically operated 
37 by the regular oil burner|controls. 
es When the thermostat calls for heat, 
4 Delaytrol delays the flow of oil 
162 to the nozzle to assure adequate pressure { 
082 and air for clean starts. WO 
20 When the motor current is shut off, 
239 the magnetic valve in Delaytrol 
a shuts instantly, 
- There is no after burning, 
596 no soot, no smoke, no odor 
185 and no pulsation. 
<a Here is a device which saves 
i money for the user. Almost every 
a oil-burner owner is a prospect. 
57 With~ retail price under $10, 
aa you can sell them, and 
. make two profits: your discount 
1878 and your installation charge. 
846 
pf WEBSTER Delaytrol 
be is a good item 
134 ...& profitable item 
i : ‘Or you to stock 
9 We're Telling the Wortd! nee sell right now. 
193 Consistent ads in SMALL HOMES Write for literature 
z GUIDE and BETTER HOMES & GARDENS and prices, | 
16376 will tell millions of users what Delay- 
Mr trol will do for them. 
areas, 
1 accu’ 
index. 
sé WEBSTER [gg ELECTRIC 
%. In vv “Where Qualit 
og RACINE, WISCONSIN [= ce 
ESTABLISHED and Fair Dealing 
ted ° re an Obligation” 
situa’ 
ers es’ 





9 burn MANUFACTURERS OF FUEL-UNITS, IGNITION TRANSFORMERS AND DELAYTROLS 
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DUAL 
ECONOMY 


Installation economy for you 
because the Dual 8 is easy to in- 
stall and service: the cabinet is 
installed after all piping is com- 
pleted; all controls are on the 
front of the boiler; the intensi- 
fier tubes are readily accessible. 
Economy for homeowners be- 
cause they get faster heat with 
less fuel: the intensifier tubes 
see to that by cutting chimney 
heatloss and speeding heat trans- 
fer. Then add A.S.M.E. Code 
Construction and contagious cus- 
tomer satisfaction ...that’s a 
recipe for more sales and more 


profit. 


STAINLESS STEEL 
INTENSIFIER TUBES 





Write for new fold- 
er: 1033 New Britain 
Ave., West Hartford, 
Conn. 
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fueloil are not fully satisfied with it. 
The Midwest defection from first love 
for oilheating is partly due to gas be- 
ing cheaper in the large cities, Then 
the Midwest has much less of the 
Eastern industry pattern where new 
burners and oil and service are all sold 
by the same company. 

Where you find this undivided re- 
sponsibility for oilheating satisfaction 
you usually find a happy lot of cus- 
tomers. At the same time we have 
often pointed out that the growth rate 
for oilheating in the Midwest has been 
greater than the rest of the country 
in each year since the war. Thus it 
seems we have a very fluid market in 
the agricultural states. 

The third approach to the gas com- 
petitive situation was in asking how 
1953 gas heating sales were applied 
in the respective markets of the re- 
porting companies. The returns on this 
question are shown in the following 
table: 


Gas Heating Applications 


Replace _Re- 

New Oil- place 

Homes burners Coal 

New England 82% 6% 12% 
Mid-Atlantic 81 3 16 
Midwest 63 21 16 
Pacific N. W. 95 Berd 5 

All Sections 19% 8% 13% 


It’s an interesting coincidence that 
in the Midwest where the dealers esti- 
mate 21% of oilheating users unhappy 
they also estimate that 21% of gas in- 
stallations in that section are replacing 
oilburners. 

It is important to know that these 
estimates are not based on figures 
taken from the dealers’ own personal 
business. Rather each dealer estimated 
what was happening in his market as 
a whole. On this basis the 8% of gas 
installations that they believe replaced 
oilburners would amount to approxi- 
mately 63,000 of our customers lost to 
gas during the year. 

In our large annual study made in 
December for the January issue we 
asked the fueloil distributors how 
many customers they had individually 
lost to gas during the year. Based on 
their experience the number that the 
industry lost was around 43,000, We 
incline to the belief that this latter 
figure is a little nearer to the actual 










situation because it was based on what 
the individual companies knew from 
their own experience, Certainly the 
answer lies somewhere between the 
two figures, and apparently nearer to 
the low one. 

The dealers were next asked their 
impression of how the oilheating in- 
dustry in their market was keeping 
up a clean appearance. Consumer sur- 
veys always show that where folks 
have a preference for gas it is pri- 
marily because they think it is cleaner 
than oil, One of our industry’s major 
undertakings must be to dispel this 
erroneous impression. 

We asked the dealers to rate the 
fueloil trucks that drove in the streets 
of their communities. Nationally they 
score the trucks as 68% clean and 
32% dirty. By sections of the country 
there is some variation. New England 
says that 66% are clean, Mid-Atlantic 
dealers estimate 67% as clean looking, 
the Midwest votes 71% clean and the 
Far West 71% clean. 

Next they were asked about the ap- 
pearance of oilburner service men in 
their communities, whether they were 
well-dressed and clean looking or 
whether they looked like typical oily 
mechanics. Nationally, they vote that 
59% of servicemen look clean. By 
sections the vote was for clean looking 
men: New England, 52%; Mid-At- 
lantic, 58%; Midwest 66%; Pacific 
Northwest, 63%. It is interesting to 
notice that on both trucks and men 
you get the cleaner impression as you 
move toward the West, with New 
England scoring lowest on both 
counts. This is a serious situation and 
calls for aggressive correction methods. 


Oil Heat is clean 


Next the dealers were asked wheth- 
er the oil heat advertising in their 
markets was emphasizing cleanliness. 
We find that 62% of the advertising 
does carry this emphasis, That is all to 
the good and it would even help to 
have it go much higher. We often 
think that some folks prefer gas be- 
cause it is cheaper or it’s more auto 
matic or a host of other reasons but 
in any consumer survey its reputed 
cleanliness outweighs all of the other 
reasons combined. 

Going further into the subject of 
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install llindmaster and see for yourself 


Installation Features—You can mount Windmaster on 
a sloping, horizontal or vertical pipe—thanks to the 
thrust bearing effect of the nylon bearings. The variable 
size E-Z ’Dapter pipe stub is already blanked and 
flanged—an optional accessory that guarantees full size 
opening. Calibrated weight makes the use of draft gauge 
easier— speeds up accurate adjustment without trial 
and error. 


Performance Features Large square vane provides 
bigger relief opening for faster action — more sensitive 
control of draft the instant it is needed. Vane is mounted 
on 45° angle, eliminating half the travel distance —no 
quivering to encourage pulsation nor Jag-time to keep 
burner nervous. 





Mr. Charles Borkon of the Silent Flame Heating 
Company in Philadelphia, Pa. says: “Sticking bear- 
ings on draft controls and poor settings have for years 
caused me many service calls. Windmaster’s nylon bear- 
ings and large vane are a MUST on all of our jobs now. 
The easy, positive setting saves the time of sending a 





special mechanic to calibrate it. My thanks to you.” 
a 
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Construction Features — Permanently silent bearings 
of molded DuPont nylon never rust, corrode or need 
oiling —and they outwear steel. Projections on bear- 
. *,° ? 

ings are permanent, positive stops that can’t get bent — 
the vane can’t go too far. Heavy gauge steel construction 
—attractive appearance. Three control sizes fit six dif- 
ferent pipe sizes. 


Put a Windmaster Draft Control on your next heating 
job and see how these features help you make the in- 
stallation easier and quicker. Then check up on the 
burner performance and see how Windmaster helps 
assure peak efficiency and reduces service call-backs. 


Stop in at your jobber’s and pick up a Windmaster 
Draft Control for your next heating job. 


Windmaster 
orporalisy 


Post Office Box 776 © Columbus 16, Ohio 
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RENICK & MAHONEY, inc. 








FULFLO FILTERS INSURE 
-YOU AGAINST TROUBLE 


Fulflo Filters remove all suspended impurities 
down to microscopic size at extreme ranges 
of viscosity and temperature. 

} Size for size, they will handle several times 
the volume handled by ordinary filters — with 
almost incredibly high flow rate. 

Let us show you how a Fulflo Filter installa- 
tion can protect your oil and guard you 
against troubles: 


@ No screens, plates, cakes, filter-aids 
or added chemicals are necessary 


@ No maintenance attention is needed 


@ Filtration costs are amazingly low 















THE R&M 
MAN WiLL 
HELP YOU 


keep your plant and 


XN trucking operating costs 
down — because all our men 


uvip- 
e trained to know the acothe Pp 
nc for every marketing nop 
can always rely on an 





SEAVICE 


Send for the R&M complete catalog 


RENICK & MAHONEY, inc. 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 


Complete Equipment for the Oil Trade 
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'_ competitive fuel advertising the deal- 


ers report that local gas utilities are 
aggressively advertising gas heat in 
62% of the markets nationally. The 
important variations from this pattern 
are Mid-Atlantic states where 76% 
of the gas utilities are advertising 
heating, and the Pacific Northwest 
where none of the dealers report this 
activity. 

Not only are these gas companies 
advertising heating but we find 42% 
of the reporting dealers saying that 
the gas utility is canvassing house to 
house in their markets to interest folks 
in heating. 

The strongest activity on this score 
is reported from New England where 
70% of the marketers are aware of gas 
solicitation by doorbell pushing. That 
is just the way we got our industry 
going in its first 20 years. In those 
years the coal industry was doing no 
more aggressive selling than most of 
us are doing today. 


Cooperative Advertising 


The oilheating industry is getting 
well started on cooperative advertis- 
ing promotion in individual markets. 
Our questions on this point were not 
clearly stated because some of the re- 
porting fueloil distributors understood 
the term “cooperative advertising” to 
mean programs in which they were 
cooperating with their suppliers on an 


| individual account basis. Thus while 


the tally shows 53% of the companies 
engaged in cooperative advertising 
this doesn’t mean much because we 
don’t know how to separate the in- 
dividual from the group effort. 

One interesting point that came out 
of this question was the realization 
that not all the cooperative advertis- 
ing campaigns are limited to large 
cities. It was pleasant to learn that a 
number of small places have modest 
campaigns going on. 

For example, here are some typical 
amounts being spent in 1954 by local 
copperative campaigns to glorify oil- 
heating: Worcester, Massachusetts— 
$3,500; Portland, Maine—$12,000; 
Lawrence, Massachusetts — $2,500: 
Salem, Massachusetts—$3,000; Balti- 
more, Maryland — $32,000: West- 
chester County, New York—$15,000; 


Little Ferry, New Jersey—$4,000: 


Rochester, New York—$3,000; Scotts. 
bluff, Nebraska — $3,000; Duluth, 
Minnesota—$10,000; Lansing, Mich- 
igan — $4,000; Tacoma, Washing. 
ton—$15,000. These are not nearly all 
of the campaigns in progress. 

Those dealers who cooperate in 
these community advertising cam- 
paigns were asked what is the basis 
of their contributions. Two-thirds of 
them work on a gallonage basis and 
the amount is usually one-twentieth 
of one cent per gallon. A few cities 
report an assessment for this purpose 
of one-tenth of a cent. 

The other principal basis of con- 
tribution is a stated amount for each 
truck, and this seems to run in the 
range of $25 to $50 per unit. In other 
words a typical dealer with five fueloil 
trucks will contribute between $125 
and $250 to’ such a campaign, The 
higher figure here would represent 
only about 1/100 of a cent a gallon 
for the average fueloil truck that de- 
livers a half million gallons. So we see 
that the gallonage basis brings in far 
more money than the unit truck basis. 

FUELOIL STOCKS: Stocks of distillate 
fueloil at refineries, terminals and in 
transit east of the Rockies on January 
2 were 97,852,000 bbls. This compares 
with 87,614,000 bbls. on the cor: 
responding date last year. 

Secondary stocks of distillate fuels 
on November 30, the latest available 
data, were 21,300,000 bbls. or vir: 
tually the same as the 21,818,000 bbls. 
on the same date the previous year. 

DEALER COMMENTS: Typical opin- 
ions on the general subject of gas 
“We 


notice customers talk about putting 


competition were these 


in gas where the oilburner is old and 
in need of heavy repairs or should be 
replaced” .. . “Why doesn’t someone 
design a new oilburner that is trouble 
free’ . . . “Our publicly owned gas 
utility can easily sell all the gas it 
can get but its supply is definitely 
limited” . . 
competition but it may be during the 
summer of 1954. Many people are 
waiting to convert to gas but only 
old, hand-fired jobs. Personally I am 


not taking it too seriously because the 


. “Gas is not now serious 


utility is not extending service to new 
developments and they will take only 
dual-fuel jobs (St. Louis).” 
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Every gallon 


Every gallon lost by inaccurate measurement . 
or servicing your meters . . . loses the profits on many gallons sold. With con- 
stantly shrinking margins, you no longer can make up these losses simply by 
boosting volume. Best way to hold the profit line is to select the meters with the 
finest record for sustained accuracy and low maintenance. Red Seals stand head 
. . for tank trucks and bulk plants alike. 
Want proof? Keep your own accuracy and maintenance records. Ask the men 
who have worked with Red Seal meters . . . in your own company or your 


and shoulders above all other meters . 


neighbors. 










saved by 
SUSTAINED METER ACCURACY 


saves the profit on several gallons sold 


Here’s more proof of sustained accuracy ... 
things you can see with your eyes: 





Measuring chamber has 
only one moving ele- 
ment. No complicated 
mechanism to get out 
of adjustment. Occa- 
sional dirt won't dam- 
oge a Red Seal . 
chamber is easy to re- 
move, easy to clean. 


ccceracoy You. Can Bamk On 


. . every dollar spent adjusting 





“Capillary” seal... 
a thin film of liquid 
+.» prevents wear be- 
tween piston and cham- 
ber. Seal is rigidly 
controlled by precision 
machining 
constant 

accurate 


through 
life. 


Double-case design 
eliminates distortion of 
measuring chamber 
caused by pressure or 


piping stresses. Pre- 
vents binding and un- 
even wear. 


This patented ‘’Gear 
Shifter’ firmly locks 
calibration. Cannot 
drift or slip between 
tests, Easy to adjust 
when required, but it’s 
seldom required. 















































NEPTUNE METER COMPANY 


50 WEST SOth STREET 


95D 


NEW YORK 20, 


N. Y. 







Branch Offices: 


ATLANTA * BOSTON + CHICAGO + DALLAS « DENVER 
NO. KANSAS CITY, MO. » LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. » SAN FRANCISCO 

IN CANADA: wepTtuNE METERS LTD., 
1430 LAKESHORE RD., TORONTO 14, ONT. 





Government Influences on Fuels 


by 
Milburn Petty 


WASHINGTON — Top military plan- 
ners just won't give up on their idea 
of building a huge pipeline to the East 
Coast, capable of delivering a million 
barrels of oil daily in case of war. 

The National Security Council 
headed by President Eisenhower—is 
still pressing the Petroleum Adminis- 
tration for Defense to come up with 
some “feasible” way of getting this 
“Giant Inch” built during peacetime. 

Originally, the proposal took the 
form of an oil line that would tap the 
Middle West and the Gulf Coast as 
sources. 

When this was tried out on the Na- 
tional Petroleum Council, informally, 
it met with vigorous opposition, al- 
though the NPC indicated a willing- 
ness to make a comprehensive study 
if requested. 

Instead, the PAD called in six ex- 
ecutives of gas pipeline companies 
serving the East and asked them to 
study the feasibility of a huge gas line 
which would be readily convertible to 
crude oil service in an emergency. 

This combination line would be 
built and used for gas service in peace- 
time, subject to being interrupted if 
it should become necessary to switch 
it to oil. 

PAD’s gas consultants are to report 
soon on reserves available, materials 
needed and potential customers for 
this line in peacetime. 


Giant Inch Meets Objections 


Aside from the objections that the 
use of the Giant Inch as an oil carrier 
in peacetime would disrupt the indus- 
try’s whole economy, it was argued 
this line would defeat its purpose. 

Objective of building this oil line, 
according to the military, would be 
to release tankers for overseas service 
immediately with the outbreak of war. 

However, peacetime use of this proj- 
ect for oil might destroy the American- 
flag tanker fleet which could not com- 
pete—on a cost basis—with a million- 
barrel pipeline. 

On the gas side, it may be difficult 
to line up enough gas reserves for such 
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a huge project. And customers may 
shy away from a gas supply that might 
be cut off in wartime—unless they got 
it very cheap (and cheap gas is a thing 
of the past now—and in the future). 

Meanwhile, the coal interests are 
much concerned over the very idea of 
the government pressing for the con- 
struction of a huge gas-and-oil line 
which would traverse the mid-western 
and eastern coal regions. But they are 
holding their fire until the proposal 
becomes more definite. 


“Big Inch” Use Instead Urged 


There is still another alternative to 
be explored, if the PAD recommends 
against the present “Giant Inch” pro- 
posals. 

Texas-Eastern Transmission Corp., 
which bought the Big Inch and Little 
Big Inch pipelines from the govern- 
ment after World War II and con- 
verted them to gas service, has offered 
to convert either or both lines to oil 
again, if additional gas pipeline capac- 
ity can be provided. 

Oil pumping equipment on the Big 
Inch lines has been kept in standby. 
So, the only problem would be to shake 
loose from present gas commitments. 


Court Eyes Gas Pipeline Tax 


The Supreme Court has taken un- 
der advisement the gas companies’ at- 
tacks upon the constitutionality of the 
Texas “gathering tax” as applied to 
pipelines. 

Pipeline attorneys argued that the 
tax had to be passed along to gas con- 
sumers in distant states. 

Texas contended that this tax was 
the only way of “reaching” the pipe- 
lines for their share of the state gov- 
ernment’s costs. 

Questioning of the Justices indicated 
more interest in the effect upon gas 
consumers than in revenue for Texas. 


Court to Hear Phillips Case 


Reversing its previous position, the 
Supreme Court has decided to hear 
appeals in the Phillips Case in which 
the lower court ordered the Federal 
Power Commission to regulate the gas 
prices charged interstate pipeline by 
Phillips Petroleum Co. 
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It will be late spring, at the earliest, 
before the high court hands down its 
decision, thus killing any chance of 
any legislation this session to setttle 
the jurisdictional dispute over field 
sales of natural gas. 

The court’s action was welcome 
news to President Eisenhower’s politi- 
cal advisers who feared “another Kerr 
Gas Bill fight” to bar the FPC from 
controlling field sales. 

In fact, they were planning to duck 
the issue this session by having some 
government agency—such as the Fed- 
eral Trade Commission—undertake a 
comprehensive study of all angles of 
the gas price situation. 

However, this idea of a gas price 
study may not have been abandoned. 
It is not likely that the final decision 
in the Phillips Case will satisfy every. 
body. So, another attempt at remedial 
legislation is probable. And Ike’s politi- 
cal advisers will want to be well armed. 


Randall Ducks on Oil Issue 


The foreign trade policy report by 
the Randall Commission recommended 
a three-year extension of the Recipro- 
cal Trade Agreements Act with an- 
other 15% cut on tariffs. 

It made a good argument for in 
creasing foreign trade, generally. But 
it did not mention the word “oil,” 
much less deal with the oil imports 
issue. 

Senator Millikin (R., Colo.) and 
Rep. Dan Reed (R., N. Y.), chair: 
man of the committees handling ex: 
tension of the trade law, were mem: 
bers of the Randall Commission. They 
were infuriated at the “one-sided” re 
port. 


Iranian Oil Settlement Near 


Agreement is near on a program 
for the return of Iranian oil to world 
markets. 

It is not expected that either crude 
or residual from this source will come 
to the U. S, But it may take over other 
markets now supplied with residual 
from Caribbean refineries which, it 
turn, may have more to ship to the 
U.S. 

State Department is ram-rodding 
this program, determined to fulfill 
promises to “make room” for Iran's 
oil. 
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ie —KENNETH L. KINSETH 
ole Kinseth Plumbing & Heating Co., Belmond, Iowa 
ery: Dealers in Green Colonial Heating Equipment 
dial 
iti Six years ago Kenneth L. Kinseth, enterprising young World War II vet- 
ned. eran, set up his own plumbing and heating business in Belmond, Iowa 
' (population 2,700). Today he employs four to five men serving an area 
pis within a 25-mile radius, installing burners which run about 30% new home 
aided and 70% home modernization. In addition he services more than 400 
ipro- heating installations in his area. Three-fourths of his business comes from 
| an referrals by satisfied customers! 
“Winter weather conditions in Northern Iowa demand heating equip- 
Jial ment that operates continuously—without interruptions caused by mechan- 
Ay ical failure,” says Mr. Kinseth. “A big factor in the success of this business 
vs has been the selection and installation of dependable equipment that re- 
quires a minimum of service—and that means WEBSTER Fuel-units, Ignition 
and Transformers, and Delaytrols. 
chair’ “All our men prefer WEBSTER equipment because it is extremely easy to 
dict service,” continued Mr. Kinseth. ““WEBSTER equipment seldom causes trou- 
eo ble of any kind. I carry only a minimum service inventory. Anything else I 
d” re need I can get quickly from the WEBSTER wholesaler or authorized service 
station. 
» “Our men like to replace other makes with WEBSTER equipment when 
a possible, because of the dependability and service-free angles,” 
‘ogram 
world § If you would like to know how 
; WEBSTER equipment can save service calls for you, write for details .i 
> crude 
| come 
r other SIMILAR FUEL-UNITS ARE MADE FOR SALE IN CANADA BY CANADIAN ACME SCREW & GEAR, LTD., OF TORONTO 
esidual UNDER LICENSE BY WEBSTER ELECTRIC COMPANY 
ich, in 
“9 WEBSTER jw ELECTRIC 
odd Pu - RACINE, WISCONSIN “isa Responsibility 
ESTABLISHED gnd Fair Dealing 
r [rans 1909 
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IGNITION TRANSFORMERS AND DELAYTROLS 
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draft 
controls 


© World's 
Barometric Draft Controls 


most widely used 


© The controls preferred by man- 
ufacturers, jobbers and dealers 


© Publishers of the first draft con- 
trol guide for installing dealers 


Field Control Division 
of H. D. Conkey & Company 
Mendota, Illinois 
& 
AFFILIATES: 


Conco Building Products, Inc.— 
Brick, Tile, Stone 


Conco Materials Handling Division— 


Cranes, Hoists 
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Institute adds nine Members and 


six Chapters at board Meeting 


a equipment and accessory 
manufacturers were accepted 
for membership and six local groups 
were accepted as Chapters in the Dis- 
tribution Division during the January 
22 meeting of the board of directors, 
Oil Heat Institute of America in Chi- 
cago. The board of directors luncheon 
meeting had been preceded on January 
21 by meetings of other Divisions and 
committees and in the morning by a 
meeting of the Executive Committee. 
at the 
meeting held in the Edgewater Beach 
Hotel, Chicago, are: Ace Engineering 
Co., Chicago; Morrison Steel Prod- 
ucts Co., Buffalo; American Tube 
Products, Providence; Boston Machine 
Works, Lynn; Davis Eng. Co., Eliza- 
beth, N. J.; Liquidepth Indicators, 
Inc., Long Island City, N. Y.; Purola- 
tor Products, Rahway, N. J.; Union 
Electric & Mfg. Co., Newark, N. J. 
and Wheelco Div., Rockford, III. 

The new chapters are: Oil Heat As- 
sociation of Northern Nassau, Mid- 
Island Oil Heat Association, Oil Heat 
Association of South Nassau, all three 
on Long Island, N. Y.; Oil Heat As- 
sociation of Staten Island, N. Y.; Al- 
lemance Oil Dealers Association, Bur- 
lington, N. C.; New York Oil Heat- 
ing Association, New York City. 


The Need for Selling 


Paul K. Addams, president of the 
Institute and Fitzgibbons Boiler Co., 
presided at the board meeting with 78 
in attendance. Opening the meeting he 
emphasized the necessity for vigorous 
sales efforts to make 1954 a successful 


New members announced 


| year, “The Oil Heat Institute and the 
_ oilheating industry,” he said, “depend 


upon a sales philosophy of door-to- 
door legwork and selling.” 

In referring to a business recession 
and some of the current predictions on 
that score, Addams pointed out that, 
“Fear feeds on a famine of facts.” 
Thus, “if we put enough enthusiasm 
into our efforts to dispel any fear of a 
recession and concentrate on selling, 
1954 should be every bit as good a year 
for oilheating as last year. This is the 


year when we can separate the men 
from the boys, the buyers from the 
browsers, the sellers from the stallers.” 

Ralph Becker, managing director 
and secretary-treasurer of the Insti- 
tute, reported the group had a net 
worth of better than $49,000 but that 
it had operated at a deficit because 
there was no show income during 1953. 
He, too, foresaw some “shakedown” in 
the industry this year, but expressed 
the belief that “1954 can be a real 
opportunity for all of us.” 

The first formal action taken was 
the approval to continue subscribing to 
the Plumbing and Heating Industries 
Bureau, Chicago, at a cost this year of 
$1,500. The Bureau is a news agency 
which has been successful in securing 
publicity for oilheating in newspapers 
and magazines. 

Further on membership, the Board 
voted to suspend the memberships of 
Over Head Heaters for non-payment 
of dues and the Atlantic Steel Boiler 
Co., now being liquidated. 

Becker reported that the Executive 
Committee had recommended accept- 
ance of the National Association of 
Oilheating Service Managers as a 
Chapter of the Distribution Division. 
The association is made up of a num 
ber of local groups composed of oil: 
burner service managers whose aim is 
to interchange information and ideas 
which will improve oilburner service 
techniques. The recommendation of 
the Executive Committee is contingent 
upon the service managers group com- 
pleting its incorporation and providing 
its Constitution and By-Laws are ap 
proved by the Institute. An affirmative 
vote was recorded for this recommen’ 
dation. 


Report on oilburner Show 


M. J. Donahue, Fluid Heat, and 
chairman of the Convention and Ex: 
position Committee, told how sales of 
exhibit space were proceeding satisfac 
torily and explained that a convention 
program is being arranged. The expos 
tion opens at 1:00 P.M. on Sunday, 
May 16, in Commercial Museum, 
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a brand new 
warm air 


furnace line 





Oil Counter-Flo 
3 Models 
100-145,000 BTU 
Oil Hi-Boy 

3 Models 
100-145,000 BTU 





= new WILLIAMSON Assembled Warm Air 
Furnaces are designed to meet dealer demands for a quality 
low-cost unit, easily and quickly installed in limited space. 


Hi-Boy, Lo-Boy, Counter-Flo and Horizontal units 
Pre-wired and pre-assembled . . . 10 minute installation 
Gas or Oil convertible—just change burner package 
Units occupying less than two feet square 

Capacities from 60,000 to 145,000 BTU 

Competitively priced—Nationally advertised 


This is a THIRD line . . . additional to the famous FLO-WARM and GASAVER- 
OILSAVER lines 


@ 2, 3, and 5 ton companion cooling units also available 

Make your next furnace sale . . . and many others to follow 
... easier and faster with the new WILLIAMSON 
Assembled Line Furnaces! 
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THE WILLIAMSON HEATER CO., 3512 Madison Road, Cincinnati 9, Ohio 
Gen tlemen: Yes, rush me details on the complete WILLIAMSON Line. 


Name____ Title 





Firm 





Address 
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NEW! 


thee MEV Cpunterflow 





Model CFG 
Gas-Fired 


Model CF 
Oil-Fired 








mORE THAN EVER—HEIL'S THE 






This new HEIL unit for 
basementless homes occu- 
pies hardly more than a 
two-foot square... can be 
installed almost anywhere 
...is easier to install than 
most comparable models. 


You can use this new 
HEIL Counterflow within 
one inch of combustible 
walls. To simplify instal- 
lation, the base is designed 
to automatically provide 
proper clearance between 
plenum and combustible 
flooring material. 


New “‘tapered-top” weld- 
ed jalloy Quin-Rad heat 
exchanger, and five two- 
direction flue passages 
give you big-unit efficiency 
in a closet-size unit. Fil- 
ters, fan, controls, and 
burner are easily access- 
ible for quick servicing. 


Gas-fired HEIL Model 
CFG is AGA approved, 
and Oil-fired HEIL Model 
CF bears the Under- 
writers’ label. Both new 
models are designed and 
built entirely by HEIL— 
your assurance of the engi- 
neering and construction 
that have made HEIL 
famous. 


LINE FOR YOU 


With the addition of the new Counterflows, the HEIL line 
provides an oil-fired or gas-fired unit or conversion burner 
for every warm air or ‘“‘wet” heat job. You'll find that 
you can sell HEIL easier, install HEIL faster, service HEIL 
at less cost. And you'll find that HEIL’s exclusive ‘‘Dealer 
First” merchandising program gives you the importance 
you deserve. See your wholesaler, or write us for details 


about a HEIL franchise. 


THe HEIL co. 


MILWAUKEE 1, WISCONSIN 


SALES OFFICES: Union, N. J.; 


HILLSIDE, NEW JERSEY 


Atlanta, Ga.; Washington, D. C.; Cleveland, Ohio; Chicago, Ill.; Detroit, Mich.; 


Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Tex.; Los Angeles, Calif.; Seattle, Wash.; New York, N.Y. 





The Heil Co. is a member of OHI, GAMA and an associate member of NHWA. 
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Philadelphia, continues on May 17, 18 
and 19 from 1:00 to 10:00 P.M. each 
day and from 1:00 to 6:00 P.M. on 
May 20. Convention sessions also are 
to be held at the Commercial Mu 
seum. 

Donahue said the preparation of a 
convention program was in charge of 
Hollis Albert, Operators Heat and Oil 
Heat Association of Maryland. The 
topics and speakers are being selected 
so as to have a particular appeal for 
oilheating dealers. In this regard, 
Donahue asked cooperation of manu 
facturers and others in building up at- 
tendance and suggested that local 
Chapters consider “On to Philadel- 
phia” committees and similar devices 
to stimulate interest. 

During Convention week the Old 
Timers’ Club has its annual blowout, 
this one scheduled for Tuesday eve- 
ning, May 18, at the Rifle Club. Also, 
the Accessory Division will have its 
annual luncheon on May 19. 

Reclassification of dues has been vir. 
tually completed, according to George 
Hochstein, Heil Co., and chairman of 
the Dues Reclassification Committee. 
He explained the project was under 
taken to make the cost of membership 
more equitable and to increase mem- 
bership by having a less complicated 
dues structure, A proposed schedule 
will be mailed shortly to the Executive 
Committee and Board members for ap- 
proval so that the new classifications 
can be used for the next fiscal year. 


Market Research Report 


Reporting on the work of the Mar: 
ket Research Committee, William 
Smith, Jr. (Toridheet) explained the 
committee was in the process of work- 
ing out with the Census Bureau a pro 
cedure under which OHI’s figures on 
factory shipments would be used in 
the monthly Census report. Budget 
cuts will prevent Census from doing 
any more than making an independent 
survey each year to double check the 
figures. The Institute’s report, Smith 
said, now covers commercial-industrial 
oilburning equipment almost 100%, 
boiler and furnace unit coverage # 
good, but conversion burner shipment 
reports are weak, The committee i 
working to improve this condition. 

The Market Research Committee 
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WINKLER TRAINING 


Winkler backs-up this 
program with a compre- 
hensive Training Course 
covering every phase of 
successful selling, install- 
ing and servicing of 
Winkler Products. Free 
to dealers and their per- 
sonnel. 


WRITE TODAY! 


GET COMPLETE DETAILS OF WINKLER DIRECT FACTORY FRANCHISE 


| OFFERS MORE FOR 


WHERE CAN YOU MATCH THE 








SENSATIONAL SEVEN! 


Sensational line of equipment. 
Conceded to be America’s most 
complete array of home comfort 
products. 


New stocking plan. Easy to finance 
a full stock—no sales lost for lack 
of equipment. 


New warehouse locations. Strate- 
gically located for speedy delivery. 


Complete year ‘round line. Offers 
extra profits to live dealers. 


INSTITUTE 


5 
6 


In 1953, Winkler dealers set a new high in sales. 


In 1954, Winkler dealers are given seven new and solid supports 
to keep the sales curve zooming...the hardest-hitting, most compre- 
hensive sales promotion program in Winkler history! 

Check the seven business boosters listed below—compare the line of 
products shown here! Can you match this set-up anywhere? 


Better join up now—it’s going to be a great year for Winkler dealers! 


New merchandising tools. Every- 
thing a dealer needs to uncover 
prospects and get the order! 


Bigger national advertising and 
sales promotion program. An in- 
creased advertising schedule— 
monthly sales promotion pro- 
grams—dealer cooperative adver- 
tising plan. 


Bermuda Cruise. Winkler dealers— 
new as well as old—can win this 
glamorous vacation cruise. 





Winkler District Sales Managers, located coast to coast, help build your business. 


This is your opportunity to join a successful organization with an amazing growth 


record. Don’t delay in getting the facts—a Winkler dealership today offers more than 


ever before. 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION ¢ Dept. H-24 + LEBANON, IND. 


ol 








* AUTOMATIC « 


WINKLER 


HEATING EQUIPMENT 
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LET QUALITY BE 
YOUR GUIDE... 


specify couplings by 





Molded Nylon 
Jaw 






FLEXI8SLE 
COUPLING 


Set Screw T 
PLEXIBLE COUPLING 





“SILENT TENSION 
Splined Sleeve FLEXIBLE COUPLING 


Only Guardian makes all three types* of couplings 
used in the Oil Burner Industry . . . fo fit any 
blower wheel! 


Only Guardian offers all these features: 


® Dynaline Fabrication—elements stay in 
line because they’re spun together 


while running true. 


e One-piece Construction—easier to as- 
semble and remove—saves time. 


“Silent Tension’’—for snug fit, quie 
ie operation and longer service life. . 


= Molded Nylon Jaws—DuPont Nylon for 
longer wear... alternate locations 
for faster, easier location. 


Send for Guardian Catalogs C101 and C104. 


HANDY SERVICEMEN'S KITS—Four sizes— 
Standard and Economy assortments, Steel case. 
Meet 99% of service needs. 


GUARDIAN QUALITY 
OIL VALVES 


Four styles to meet 
Underwriters’ Labora- 
tories under - tank 
opening requirements 
— effective Jan. 15, 
1954. Send for Bul- 
V-101 = and 










letins 
V-I0IA. 






PRODUCTS CORP. 


COUPLING DIVISION 
Dept. F-24, 1231 E. Second Street 


City, indiens 


Michigan 
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surveyed reporting members on their 
attitudes and outlook for 1954 and 
found that they felt domestic burner 
equipment sales should total about the 
same as 1953. Commercial-industrial 
equipment manufacturers are much 
more optimistic, with every indication 
pointing to a definite trend for higher 
sales of this type of burner. 


See keener Competition 


Practically everyone who replied to 
the survey expects there will more 
and keener competition, with increased 
advertising and sales promotion budg- 
ets indicated as a necessity. Next, 
about half of the reporting companies 
plan to offer cooling equipment this 
year. 

Finally, no company plans any radi- 
cally new types of equipment, but a 
universal need was voiced for more 
efficient equipment that will be easier 
and cheaper to install. 

Alfred Hegeman, Oil Heat Associa- 
tion of Wisconsin and chairman of the 
Distribution- Division, in his report re- 
vealed there now are 49 Chapters 
affliated with the Division. Moreover, 
the insurance trust fund, which has 
$11 million worth of contracts in 
force, will begin to pay its own way 
this year. 

The Division’s Treasury of Adver- 
tising, continued Hegeman, is being re- 
designed with some items dropped and 
others added. Also, the Distribution 
Division has prepared an idea book of 
advertising to promote oilheating. 

A DD proposal to establish an “Ig- 
niter’s Award” was referred to the 
Executive Committee, This would be 
similar to, but entirely separate from, 
the Alladin Lamp awards now made 
by the Institute to past presidents and 
others. The Distribution Division pro- 
posal would entail selection by a com- 
mittee of an individual whose work or 
services had contributed materially to 
the Division, The proposal called for 
presentation of a scroll and a tie-pin or 
similar piece of jewelry to be made at 
each annual meeting. 

Charles Lang, Sundstrand Machine, 
reported on the success of the Labora- 
tories Committee in having Under- 
writers’ Laboratories 
changes in its Boiler and Furnace Unit 
Standards. These are to be acted upon 


incorporate 


February 
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on February 17, Also the committee 
has recommended to the Canadian 
Standards Association certain changes 
governing approval of oilburning 
equipment in Canada and these are 
under consideration. 

The csa, Lang pointed out, issues 
full approvals and electrical approvals 
for oilburning equipment. CSA has ad- 
vised that domestic oilburners must be 
fully approved before labeling. Com- 
mercial burners, on the other hand, 
presently are tested only electrically 
and may be installed with a label cer- 
tifying tests for electrical equipment 
only. Also, if one model of a domestic 
burner is approved, other sizes of that 
same model do not have to be fully 
tested. 

The csa had requested the Institute 
to appoint two members to its commit: 
tee which draws up standards, as a re- 
sult of which Ed Haugen, Timken, 
and J. Verne Resek, Cleaver-Brooks, 


were named. 
C-I Division proposed 


Chairman Russell C. Westover, Jr. 
(Ray Oil Burner) presented the Com 
mercial-Industrial Committee’s request 
for establishment of a full-fledged 
Commercial-Industrial Division, a de- 
cision which had been reached at the 
committee’s meeting on January 21. 
(This and other details of that meet: 
ing are reported separately in the Com 
mercial-Industria] Oilburning Section 
of this issue.) 

The request was referred to the 
Constitution Committee, with West 
over, Ralph Becker and the Institute's 
general counsel named to serve on the 
committee for the purpose of working 
out ways and means to set up a Com 
mercial-Industrial Division. The pro 
posal was approved in principle by the 
Board. 

The next meeting, the annual meet 
ing, takes place during Show Week, 
May 16 to 20 in Philadelphia. The 
Fall meeting, it was decided after 4 
vote, will be held at a resort, timed 
preferably over a week-end. 


\ 
“9° 


William E. Galland has beet 
named district engineer for northem 
California by Marlow Pumps, Ridge 
wood, N., J. 
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EIL- McLAIN 


BASEBOARD PANELS 


“EXTRA VALUE” RADIANT BASEBOARD UNITS 
FOR TAPPING TODAY’S LIVEST MARKET 


Baseboard heating today is getting the nod in ever-growing volume! Why not concentrate on 
the “extra value” line which offers genuine radiant heating ...more eye appeal...easier selling 
... Satisfied customers. 

In Weil-McLain Snug Baseboards, you'll find comfort, beauty, efficiency and rugged durabil- 
ity all combined to provide radiant heating at its best. The simple, clean-cut lines of these units 
blend in smoothly with any room decoration—win approval of the most critical home planners. 

Weil-McLain Snug Baseboards are cast iron...mar and dent-proof...noiseless in operation. 
Easy to clean...no sheet metal front to put on and off. The front panel is water-backed to 
provide a high percentage of radiant warmth...finned surface behind the front delivers an 
ample flow of convected heat. 


PROFITS WAITING IN MODERNIZING WORK! 


























ute 
nit- Homes with old-fashioned, large tube radiators are ripe for 
conversion to modern baseboard heating. The amazing 
rer transformation possible in a home’s appearance is well 
cen, illustrated by the ‘‘before”’ and “‘after’’ photographs below. 
be Only with cast iron baseboards can you modernize part of ne 
™ the system and still maintain balanced heating throughout WEIL: Th Laiy 
the house. Kaen Sci 
Weil-McLain is offering a booklet giving a complete pic- 
torial record of the attractive changes made in an older 
home with Snug Baseboards. It’s a convincing selling help 
Se. —send for your copy. Send also for a copy of Weil-McLain’s Adedern Hot Weer Hectinge a 
om new four-color booklet on modern hot water heating. ‘Modernizing with Baseboards”’ 
uest WEIL-McLAIN COMPANY - Dept. £-24, Michigan City, Ind. 
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AVAILABLE IN 6 INCH INCREMENTS AIR SEAL PROVIDED SHIPPED ASSEMBLED 
An 18” left end section makes it possible to supply As an “extra value’’ service, an Air Seal UP TO SIX FEET 
panel lengths in 6” increments. This section permits _ is provided at no extra charge with Weil- _ Pre-assembly of Snug Baseboards 
beef More accurate fulfillment of the heating requirements McLain Snug Baseboards. When tacked _at the factory simplifies installa- 
thern Y using all of the available outside wall. against the wall before installing the _ tion and reduces labor costs. Six 
7 : baseboards, the Seal effectively prevents foot lengths are easily handled. 
Ridge smudging of the wall. 











Washington Dealers object to 
Requirement for curb Fills 


| MANY YEARS Section 14 of Arti- 
cle 12 of the District of Columbia 
Police Regulations has prohibited 
fueloil dealer from running hose lines 
over a sidewalk, but it was never en- 
forced. During January A. Graham 
Shields, managing director, Oil Heat 
Institute of Greater Washington, Inc., 
on behalf of his organization wrote 
the Board of Commissioners in the 
District and petitioned for repeal of 
the regulation. 

Shields reported that the 23 dealer 
members of the Institute reported their 
accident experience for the three-year 
period ending last May 31. This 
showed that during that time there 
had been 38 accidents involving fill 
lines running across sidewalks, Total 
individual 
during these three years were estimated 
at 1,300,000, 
eries where sidewalks were not in- 


number of oil deliveries 


excluding those deliv- 


volved. The accident rate then became 
one in 34,190 deliveries, with six in- 
jury claims or one claim in 216,700 
deliveries—an average of two injury 
claims per year for the industry, 

Further, 57% of the dealers have 
never had an accident of this kind, 
with this group making more than 
500,000 fueloil deliveries. 


“From the above information,” said 
Shields, ““we believe that the actual 
number of accidents compared to the 
total number of exposures or oppor- 
tunities for accidents is so extremely 
small that the cost to the dealer, the 
homeowner and the expense to the 
District of Columbia government in 
enforcement is unnecessary and un- 
warranted.” 

Because the regulation has been in 
effect for many years but never en- 
forced, Shields maintained in his let- 
ter that enforcement now would be 
discriminatory “in that a homeowner 
making an oilburner installation might 
be required to run his fill line to the 
curb in spite of the fact that his neigh- 
bor was not required to do so at the 
time he made his installation.” 

Since 1947, when natural gas en- 
tered the Washington, D. C., market, 
Shields declared, the oilheating indus- 
try has faced serious competition. 
Adding the additional cost of curb fill 
lines to an oilburner installation, he 
continued, not only would penalize the 
homeowner but would put the Dis- 
trict of Columbia in the position of 
influencing his choice of fuel. The 
dealer, too, would lose more prospec- 
tive business in contrast to the cities 





Youll sell more with H.C Little. “— 


-because you have more to sell ! di 


ELECTRIC IGNITION LEADERSHIP — First, 
best known, most successful in entire 
vaporizing field! 

AIR-JET IGNITOR — New H. C. Little de- 
velopment! Years ahead of competition! 
Ignitor failure and service trouble largely 
eliminated! 

NO MOVING PARTS — No motors, no 
blowers! 







Warehouses in key cities 
offer fast service on burners, 

furnaces and parts. Check 
Phone Book for Distributor 
or write Factory direct. 
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QUIET OPERATION — No hum, no vibra- 
tion, no “blow torch roar”! 


HEAT EVEN IF ELECTRIC POWER FAILS! 


BURN LOW-COST OIL—The ONLY vapor- 
izing burner U.L. listed to burn No. 2 
furnace oil! 


Send coupon for facts on high-profit 
H. C. Little Dealer Franchise! 


= TUT al -) et Orolaal ot- tak Am lalon 


San Rafael, California 


February 
1954 


of Philadelphia and Baltimore, where 
“it has been determined that neither 
of these cities has felt the need for 
such a regulation.” 

Finally, Shields contended that curb 
fill lines instead of contributing to 
safety probably would create other 
more undesitable hazards. He ex. 
plained that industry practice has 
found it best to locate the vent and 
fill pipes close together. Separating the 
two would prevent a driver from hear. 
ing Ventalarm signals due to normal 
trafic noises, for one thing, so that 
it would be difficult to prevent base- 
ment spills, overflows on lawns or 
shrubbery and “oil spills on sidewalks 
at the point of fill making a slippery 
surface and thereby creating a new 
hazard and an extremely dangerous 
one to pedestrians.” 

Technical problems would be cre- 
ated also, Shields pointed out, particu. 
larly in sizing vent pipes properly to 
compensate for oil accumulating in the 
fill pipe. 

Until a recent interpretation by the 
Undeground Construction Section of 
the Highway Department, the regula’ 
tion has been regarded as applying 
only to fueloil deliveries made in con- 
gested downtown areas. 

Acknowledging that the oilheating 
industry was conscious of its responsi 
bilities to the public and the necessity 
to encourage safe practices, Shields 
concluded by stating: “We are trying 
to convince reasonable people that this 
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H. C. Little Burner Co., 
Send facts on Dealer Franchise to: 
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No driver time lost... 


THE PRODUCT DOES THE SELLING 


Oil dealers now cashing in are enthusiastic about this 
highly profitable way of turning oil deliveries into sales 
calls. Left on a trial basis, the A-P 240 MT-YS Ther- 
momatic Comfort Control sells itself, because it assures 
round-the-clock automatic space heating comfort and 
convenience. This not only clinches the sale, but builds 
better customer relations for steady, future oil business. 





And look at the advantages 
you give your customer: 
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helps you get Automatic Comfort 


: very drop of oil!” 


MOST SPACE HEATER 
USERS ARE PROSPECTS 


ALLEN’S 
BEYER 
COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CREST-AIRE(Canada) 
CUSTOM AIRE 
DOMESTIC 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE HEATROLA 
EVEN-TEMP 
FAWCETT TORRID- 
OIL (Canada 
FESS (Canada) 
FINDLAY (Canada) 
FLORENCE 
H. C. LITTLE 
HERCO HEAT FLOR (Canada) 
KEMAC (Canada) 
LACO 
LONERGAN 
MAGIC CHEF 
MARCHAND (Canada) 
MONARCH 
MONARCH (Canada) 
MONOGRAM 
NESCO 
NORGE HEAT 
PERFECTION 
PREWAY 
QUAKER 
QUAKER (Canada) 
SAFEWAY 
SCOTSMAN 
SILENT FLAME 
SUPERFLAME 
THARRINGTON 
TORRIDAIRE 
VIKIMATIC 
WASHINGTON FRUGAL 
WIZARD 





















































Healthful comfort of even 
heat (eliminates ‘‘too 
high”’ or ‘‘too low” 
temperatures) 


Operates automatically at 
any selected temperature 


Three-minute installation (two 
screws, no wires) 


Your customer installs it 
in only 3 minutes - 


Trouble-free operation, no service 







More efficient heating 
For Aire Oil © Gases e Refrigeration 
Low price — lists at $12.95* 


*In Canada: : P “4, 
$14.50 including For complete details, write: 


Canadian tax. 


A-P CONTROLS CORPORATION 


2458 N. 32nd Street, Milwaukee 45, Wisconsin 
In Canada: A-P Controls Corp., Ltd., Cooksville, Ontario 
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BELLOWS WRENCH 
Every serviceman 
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needs a Deter for 


turning he ee 

i which a! 

veal in loosening 
orn retainer 


BENDING TOOLS 
ial for accurate 
een and sottne 
of 3/32 and /8 
“xpensive 
eakage -.-- 
f rate treated, 


of steel. 
rustpro pair 


See your jobber or write direct! 
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1319 Utica Ave.*B'klyn 3, N.Y. 
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| regulation just will not work if en- 

forced and that it should be removed 

from the books, While it has not been 
| enforced in the past and may not be in 
| the future, still, now that we under- 

stand its requirements we believe we 
| should make every attempt to prove 
that it should be rescinded so that it 
does not continue to hang over the 
heads of the industry.” 


o, 
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Branch becomes Manager 
of Williams Division 


| C. G. BRANCH has been named man- 
| ager of the Williams Div., Eureka 
Williams Co., Bloomington, _ IIL. 
| Branch, who has been with the com- 
| pany since 1953, had been area sales 
| manager in the Midwest for a number 
_ of years, He started in the heating in- 


| dustry in the early 1920’s. 
| His appointment was announced by 
B.C. Milner, Jr., representing C. Rus- 
| sell Feldman, president, Henney Motor 
| Co., Inc., recent purchasers of the 
| Eureka Williams assets. Milner in a 
| bulletin to the Williams organization 
| emphasized that the present lines of 
| Oil-O-Matic and Gas-O-Matic heating 
equipment and Air-O-Matic cooling 
| equipment will be continued and ex- 
| panded, Management, he continued, 


| considers “the Williams equipment, its 
| dealers, distributors, sales and service- 
| 


men one of our greatest assets.” 


\/ 
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Standard of Indiana using 


| Sta-Clean fueloil Additive 


STANDARD furnace oil now contains 
| Sta-Clean, a patented additive, accord- 
| ing to an announcement made _ by 
| Dwight F. Benton, sales vice-president, 
| Standard Oil Co. (Indiana). Sta-Clean 

was developed by scientists at the com- 
| pany’s Whiting, Ind., research labora- 

tories. After months of testing in the 
| burner laboratories, the additive was 
| tried out in controlled field tests from 
| the fall of 1952 until last May, 
_ Fueloil with Sta-Clean is offered at 
| the same price and retains the same 
| burning qualities as Stanolex, trade 
| mark under which Standard previous- 
| ly sold furnace oil. Benton asserted 
| that Sta-Clean reduces oilburner serv- 


ice problems, because “Its anti-oxidant, 
or preservative, action will prevent 
damage to pumps and clogging of fil- 
ters or nozzle screens. Its anti-rust ac- 
tion will protect customers’ storage 
tanks and lines and prevent rust de- 
posits in the oil. And its detergent. 
dispersant action will clean filters and 
screens partially clogged previously.” 
The new fueloil had been distrib. 
uted to the company’s lake, river and 
pipeline terminals and main distribu- 
tion stations in December and current 
deliveries contain Sta-Clean additive 
blended in at the company’s refineries. 
Wesley I. Nunn, advertising man- 
ager, is conducting a mammoth an- 
nouncement campaign on Sta-Clean, 
including newspaper advertising in 
major dailies and weeklies in 65 cities 
and 11 midwest farm papers, news and 
sports programs on 29 radio stations 
in 38 key midwest cities and nine tele- 
vision stations. Coupled with this will 
be outdoor advertising, direct mail, 
booklets and technical bulletins. 
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Products Pipeline to link 
Philadelphia and New York 


ON JANUARY 8 work began on the job 
of laying two feeder lines under the 
Delaware River for the Harbor Prod. 
ucts System, a defense project petrole- 
um pipeline, to run across New Jer: 
sey and link Philadelphia-area re: 
fineries with the New York Harbor. 
The System is owned on an undivided 
interest basis by Gulf Refining Co., 
Sinclair Pipe Line Co. and Texas Pipe 
Line Co. 

The underwater lines will connect 
to the refineries of Gulf Oil at Girard 
Point and Sinclair Refining at Marcus 
Hook, Pa, A third refiner, Texas 
Company’s at Eagle Point on the Jer 
sey side of the river will soon be con 
nected to the Harbor System’s origi 
nating pump station at Woodbury. 
The 12” feeder line from the Gulf 
refinery and the 8” line from Sinclair 
are owned by the respective compa’ 
nies. 

Planned as an all-weather mover of 
petroleum products, including kero 
sene and home heating oils, the Sys 
tem is expected to go into operation 
this spring. It will’be a common cat’ 
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IN BOILER REFERENCE BOOK 


fo 3000 sq .ft. Steam and Equivalent Hot Water. All the New, 
than 500 Trade Names, Including Many Among These Makes: 





























































































































! You will use it daily to settle questions of 
) Nason Raritan Thatcher ‘ ; j S 
| ff National Fuel Reif-Rexoil Thompson ratings, specifications, sizes, and other data 
National Products Republic Timken 
The National Radiator Ret-Rac Titusville 
National Steel Richardson & Boynton Toridheet Div. 
N. O. Nelson Richardson & Morgan XXth Century 
New York Central Richmond Union 
New Yorker R. W. Rutledge United States 
Niagara Rutledge Boiler U. S. Machine 
Norge Heat Saunders Universal 
Norse Schwab Utica 
Novelty Schwitzer-Cummins Utica Radiator 
, Oil Eqpt. Scott-Newcomb Utica Structural 
- Orr & Sembower Sears, Roebuck Vv. & E. Products 
Pacific Seevers Viking 
S Page Boiler Seidelhuber Walker & Pratt 
d Wm. H. Page Boiler Selectrol Waltham 
Paragon Seltzer Waterfiim 
1S Peck-Williamson Sharp & Van Weatherall 
4 Peerless Shephard Weil 
Penn Boiler Shirley Weil-McLain 
i Pennsylvania Silent Glow Weir 
i Perco A. O. Smith Westcott-Alexander 
: Persiro H. B. Smith Westinghouse 
Persson & Kellison Smith & Anthony Wholey 
Petro Smith & Thayer Wickes 
Phoenix Smith Twin Tubular Wigert 
Pierce Spencer Williams Oil-O-Matic 
Porcupine Standard Arcoil Williamson Fdry. 
Prizer Standard Boiler Williamsport 
k Prox Standard-Yne Wise 
Prudential Stokol York-Shipley 
Putnam Syncro-Flame Young 
ob Quiet Automatic Temp-Rite Zambelli 
he Quiet May Terre Haute 
yd 
Je- . 
7 NEW THIRD EDITION—Beacon Boiler Reference Book 
re’ 
or. It has been expanded in features and usefulness. The size is 81/,” x 111/,”, bound so it always 
led opens flat. It can be easily used on desk, bench, drawing board, shelves, or can be carried in 
40., ° ° ° . . 
ios a brief case. It has rates and specifications on every heating boiler we could find, up to 3,000. 
sq. ft. steam and equivalent hot water made in the U.S.A., since the boiler industry began—old, 
" new, obsolete and current. All ratings and specifications are the manufacturer's own, supplied 
ar ‘ cd 
od by him or his literature. 
Cus 
XaS 
Jer’ Heating Contractors and all persons engaged 
a Sample Page Heading in the sale and installation of Boilers, including 
aa Dealers, Salesmen, Estimators and Service men, 
<a ; MAME OF BOILER MANUPACTORER ° . . . 
sulf titer] eating Pininiesaltoating]| Ficeber [Floor we | aun, Jem} Will endorse the accuracy of the information in 
-Jair Hote! ~|Serface te _ Fleer aree eight ws — P 
a  Famafooe] tie [enn forole| (ws) [ee Pea this 3rd edition Beacon Boiler Reference Book 
uss von a ELTENTpD Jackets {sv001 aN ons as they did the two previous editions. BETTER 
of SEND YOUR ORDER TODAY! 
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CRAFTSMAN 


and SIDE BOXES 
... SAVE YOU MONEY! 


Whether you buy Craftsman 
bodies built-up (ready to 
mount on chassis) or partially 
knocked-down (to save on 
freight costs) you get all-steel, 
precision welded bodies built 


to give you l-o-n-g service! 


YET YOU 
PAY LESS 





MAIL COUPON NOW 
for complete details 


NAME 





ADDRESS 





CITY. STATE 





tam interested in a service body for 
the following chassis: 


[_] % ton ["] % TON 
* 1 TON [ | 1% TON 


fam interested in Side Boxes to con- 
vert my "Pick Up" to a Service Body. 


O 





| 








rier, transporting products for all oil 
shippers desiring to use its facilities. 
The Harbor line has been certified as a 
national defense facility by the PAD. 

The feeder lines under the Delaware 
River will run 5,750 ft. from the 
Philadelphia Municipal Airport prop- 
erty to Woodbury on the New Jersey 
side. At the same time work is being 
completed on the rest of the System. 
The new carrier will be 16” in diam- 
eter and is to run from Woodbury to 
Tremley, N. J. From there separate 
connections will run to Gulf, Sinclair 
and Texas distribution terminals in 
New York Harbor. The line also will 
connect near its terminus with the 
Buckeye Pipeline, carrying products 
into northeastern Pennsylvania and 
upper New York State. 

The Harbor line is being built and 
will be operated by Sinclair Pipe Line 
Co., New York, N. Y., as agent un- 


der contract agreement with the 
owners. 

) 
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Checks Heating and Fuel 


used on Missouri Farms 


A SURVEY made by Capper Publica- 
tions, Inc., Topeka, Kans., among a 
representative cross section of sub- 
scribers to the Missouri Ruralist re- 
veals that more than 93,200 of these 
families are without central heating. 
Further, more than 1,800 bought new 
central heating equipment during 
1953 and 5,550 say that they plan 
heating and airconditioning equip- 
ment as their next major purchase. 

Returns from the survey were 
projected in terms of the 129,000 sub- 
scribers to the Missouri Ruralist. On 
this basis nearly 91,500 subscribers are 
using circulating heaters and stoves, 
the most common heating method in 
these Missouri homes. Better than two- 
thirds of the 3,350 subscribers who 
bought new heaters and stoves last year 
preferred gas or oil as fuel. 


A little more than a quarter of the 
families live in farm houses equipped 
with central heating. Of these, 18.5% 
have furnaces, 9.7% of them forced 
air, 8.8% are gravity furnaces; 4.1% 
use floor furnaces; 2.5% have steam 
or hot water heating systems. Also, 
3.1%have installed coal stokers. 





Answers to the question about type 
of fuel used developed that 13.7%, 
17,670 families use coal or wood: 
7.1% or 9,160 use oil; 3.6% or 4,640 
use LPG; 3.2% or 4,130 heat with 
other types of gas. 

Circulating heaters and stoves re- 
ported in the survey use these fuels: 
51,600, coal or wood; 28,250 oil; 
5,940 LPG; 2,190 other types of gas; 
balance of 11,090 heaters did not state 
the type of fuel used. 

There were 58,180 water heaters 
reported in use: 30,960 electric; 14,320 
LPG; 5,800 other gas; 4,260 coal or 
wood; 3,350 oil and 520 other fuel. 
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Exhibition to show 
Progress in Housing 


A PUBLIC EXHIBITION, to be held in 
New York for one week beginning 
May 22 under the auspices of the 
Architectural League of New York, 
will demonstrate the great progress 
that has been made in housing and resi- 
dential architecture. The decision to 
sponsor the exhibition resulted from 
the conviction that the public has 
scanty knowledge of the strides made 
by manufacturers of building mate- 
rials, heating equipment and other basic 
elements so that today’s shelter can be 
described as the best the world has ever 
known. 

The Architectural League is ap- 
pointing an Advisory Committee, as 
well as a Design Exhibits, Public Re- 
lations and Sales Committee. S$. Rob- 
ert Elton, manager of National Home 
Furnishings Show, will act as director 
of the exhibition, which has been 
named “Building Your Home 1954.” 

The League will maintain a large 
educational exhibit in a central area 
of the 42d Infantry Division Armory 
where the show will be staged, em: 
bracing the works of its members, inv 
cluding community planning, solutions 
of typical problems in residential archt- 
tecture, landscaping and related activi 
ties. 

Daniel Schwartzman, architect and 
president of the Architectura] League, 
explains that “It is planned to keep the 
exhibition on a high cultural plane. 
We feel strongly that this show can 
render a genuine service to the public.” 
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YOU ARE 
INVITED TO THE 





AND 


NATIONAL 


Indoor Comfort. 


EXPOSITION 


», HEATING COOLING 


Tg ny ag LT 42% 


see what’s NEW 


New products, new systems, new methods in 
AUTOMATIC OIL HEATING and YEAR 
g "ROUND AIR CONDITIONING! 
€ New equipment never shown before! 





CHOICE EXHIBIT SPACE AVAILABLE 

... for manufacturers, distributors and job- 
bers selling to the oil heating equipment 
industry and to the fuel oil jobber. 7,500 to 
10,000 of these will attend this show. They’re 
interested in “‘what’s new”’ in heating, cooling 
and fuel oil sales and distribution. 











id 
e, Phone, write or wire for booth space... 
he Some choice locations still available. 
1e. 
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90" NATIONAL 
- OILHEAT SHOW 


May 16 thru 20, 1954 


COMMERCIAL MUSEUM 
Philadelphia, Pa. 


You are also invited 

to the General sessions of the 

32nd ANNUAL OHI CONVENTION, 

held on the above dates in the Commercial 
Museum ballroom. You need not be a member 
to come. NO CHARGE! 


MAKE YOUR 
HOTEL RESERVATION NOW ! 


Address Sales Department, Benjamin 
Franklin, Philadelphia, for reservation at 
the following hotels: Adelphia, John Bartram, 
Benjamin Franklin, Penn-Sherwood, War- 
wick ...or any hotel you may specify. 


OIL-HEAT 
INSTITUTE 

OF 

AMERICA, Inc. 


500 Fifth Ave., New York 36, N.Y. * Phone LOngacre 4-3755 
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Industry, Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 18th. 


Two New Jersey Associations 
sponsor joint gas Clinics 

A GAS CLINIC repeated on successive 

days has been sponsored by the Fuel 





“24” & “48” Nozzle Boxes 


Don’t jumble your nozzles 
loosely in your tool box 
like ‘‘nuts and bolts’ if 
you expect them to be 
usable. Carry them se- 
curely in these sturdy, 
compact steel boxes. 


FLAME MIRRORS 


Until you can see the 
flame you can’t tell 
whether or not a 
burner is _ firing 
properly! With a 
Monarch Flame 
Mirror you can 
see to check that 
the flame is bal- 
anced, the elec- 
trodes prop- 
erly located, 
and that 
there is no 
flame im- 
pingement 

on the 


om 
Pie lin firebox or 
ae air cone. 












Merchants Association and the Fuel 
Oil Distributors Association, both of 
New Jersey. The meeting on Feb- 
ruary 9 was held at the Essex Hotel 
in Newark, on February 10 at Paul’s 
Edgewater, Asbury Park and on Feb- 
ruary 11 at the Walt Whitman Ho- 
tel in Camden, N. J. 

The presidents of the organizations, 
Donald Lawes and Willard Hedden, 
alternated as chairmen of the morn- 
ing and afternoon meetings. 

Among the speakers were Allen 








1. Every Tip individually tested for Spray Angle 
and Capacity—your guarantee of uniformity. 


2. Self-Centering internal assembly always pro- 
duces a balanced spray—No lopsided fires. 


3. Micro-Finish of Tip and Disc seats plus ex- 


tremely close manufacturing tolerances insure 
accurate capacity control. 


4. Will handle any domestic oils currently being 
supplied in the United States or Canada. 


5. Tip, Dise and Locknut are made of a High 
Chrome Stainless Steel for maximum heat and 
wear resistance. 


6. Five different series available for producing 
various spray characteristics — all developed 
through hundreds of fire tests in both Laboratory 
and Field work. 


WRITE FOR CATALOG "'O"' 
DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters Ltd., 
2679 Danforth Ave., Toronto 13, Canada 
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Johnson, Consulting Engineer, Lans- 
downe, Pa.; Norman Curtin, Public 
Relations Management Corp., New 
York; J. N. Williams, Atlantic Re- 
fining Co.; and John Sibarium. 


Purdue Warm Air Heating 
Course scheduled for March 3 


MERLE M. MCCLURE, assistant director, 
Division of Adult Education, Purdue 
University, will be in charge of the 
4-day warm air heating short course 
beginning March 3. 

Advance registration is well over 
100 heating and cooling men from In- 
diana and Illinois. Instruction will be 
given by members of the National 
Warm Air Heating and Air Condi- 
tioning Association, Cleveland, O., 
and by the staff of Purdue University. 

Among the lectures scheduled are: 
Lorin G, Miller, “School House Heat- 
ing with Warm Air”; Frederick B. 
Morse, “Theory of Heat Loss”; Clar- 
ence L. Grandstaff, ‘““How to Design a 
Small Pipe Heating System”; William 
C. DeRoo, “Advantages of Register 
Location to Meet the Need of the Air 
Distribution for a Specific Job.” 

Others include: William T. Miller, 
“Combustion and How to Increase Its 
Efficiency”; H. G. Veneman, “The Re- 
frigeration Cycle”; Robert J. Waalkes, 
“Space Heating with Unit Heaters”; 
and Joe Livi, “Analyze Your Profit and 
Loss Statement.” 

Working with the students on class- 
room problems will be Ward Brund- 
age, Charles Buck, William Garber, 
Al Marble, Walter Martin, Walter 
Stiles and Ross Wallis. Classroom 
problems will cover: “Heating a Small 
Residence with a Basement,” “Heating 
and Cooling a Residence,” and “Heat- 
ing and Cooling a Commercial Type 
Building Having a Heat Loss Exceed. 
ing 250,000 Btu per hour.” 

Manuals and plans will be supplied 
by the Short Course Committee and 
will be included in the registration fee. 


Roy MacBean speaks at Union 
County Meeting in New Jersey 


ON JANUARY 21, the Union County 
Oil-Heat Association met at Moun: 
tainside, N. J., with Roy MacBean 
speaking on insurance problems. 
Mr. MacBean is associated with the 
Hedenberg-MacBean Co., and was 


February 





1954 








vas 






















ANNOUNCES 


EW... SMALLER. 0 


GUN TYPE OIL FIRED UNITS 


for the SMALL HOME ~< 











COMPACT BASEMENT 
AIR CONDITIONING UNITS 


71,000 B.T.U. Register Output 
2 


COMPACT COUNTERFLOW UNITS 


84,000 B.T.U. at Discharge Outlet 


ONLY 20 INCHES SQUARE 


COMPACT UTILITY UNITS 


84,000 B.T.U. at Bonnet 


ONLY 20 INCHES SQUARE 












Basement A. C. Unit with 
attractive ‘’Add-On” 
Vestibule 





Utility Unit No. 0-85-E 
20 inches wide—20 inches deep. 


designed to please the builder 


who insists on a heating unit which requires less floor space. 





... efficient operation 
equipped with a_ specially designed, non-clogging 
burner nozzle that provides clean efficient combustion 





Basement A. C. Unit with 








Burner exposed. No. 0-71-E with heavy, domestic heating oils including catalytic 
inches wide — ‘« 

36 inches deep. cracked oils. 

Counterflow Unit No. OHC-85-E : ° P 

56 inches widew- 4b teabuss Gee See your Luxaire jobber today — get the attractive low 











prices on these “space-saving” units for the small home. 


C. A. OLSEN MANUFACTURING COMPANY ©@ @ ELYRIA, OHIO 





HEATING & AIR CONDITIONING UNITS 
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ALL MAKES EXPERTLY REPAIRED 
AND VACUUM CLEANED 
Filty-Thoce Years of Expericace 
SERVING MORE THAN 15,000 








Why Moncrief Furnace Company 


advertises in the ‘yellow pages’ 


Moncrief Furnace Company of Atlanta is out to get sales. 
So naturally they advertise in the ‘yellow pages’ of the tele- 
phone directory . . . where 9 out of 10 shoppers look before 
they buy the products they need. 


Among the headings under which the Moncrief Furnace 
Co. runs display ads and listings are: Furnaces — Retail; Fur- 
nace Repairing; Filters—Air; Oil Furnaces. And Trade 
Mark Service listings help them cash in on national adver- 
tising done by the brands they carry. 

Your telephone directory representative 


will be glad to help you plan an appro- 
priate classified advertising program. 









| Gg GUIDE 
Fe cat, Buyin 
ae) N —— a 
i] 


_A 


Get in touch with the telephone directory f 
representative at your local telephone business office. \ 
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president of the New Jersey Insurance 
Association. He spoke specifically on 
the insurance problems facing fueloil 
resellers. 

The group is providing truck signs 
for all members to use on their trucks; 
this is the group’s first concerted move 
to combat the inroads of gas competi- 
tion. The aim is to get every oil truck 
in the county equipped with a sign. 
To achieve their goal, a very minimum 
charge is being made for the signs and 


holders. 


Refrigeration Association 


to hold Convention Feb. 26 


THE _ REFRIGERATION Association, 
Washington, D. C., will sponsor its 
second annual convention, February 
26, 27 and 28, at the John Marshall 
Hotel, Richmond, Va. 

Space for 24 exhibits has been ar- 
ranged. Educational meetings have 
been planned, and purchasing officers, 
architects, installation and design en- 
gineers, operating personnel and others 
from Camp Lejeune, Fort Monroe, 
Camp A. P. Hill, Camp Pickett, Nor- 
folk Naval Yard, Portsmouth Coast 
Guard Station, Marine Training 
Camp, Quantico, Va., have been in- 
vited to attend. 


Baltimore Fuel Tax explained 
at Maryland OHA meeting 


MEMBERS of the Baltimore Tax Bureau 
were guests of the Oil Heat Associa- 
tion of Maryland, Inc., on January 19 
in Baltimore. They explained the de- 
tails of the local industrial fueloil tax 
recently imposed. 

Claude W. Schaefer, new president 
of the organization presided, as the 
tax men explained the filing of regis 
tration for City account number and 
the reporting forms. They also an- 
swered questions on the application of 
the law. 


Oil Heating Association 
meets in New York, Feb. 8 


THE NEW YORK Oil Heating Associa’ 
tion met in New York City on Feb 
ruary 8. Robert Gray, editor of FUEL’ 
oi & Or Heat spoke on service re’ 
sponsibilities and their relation to 
profits. 
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A thermostat in 
every room is now practical 


for the first time. In actual use for 
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- three years, the SelecTemp Heating System sets 
8 an entirely new and better standard of indoor 
comfort for homes and for every type and size of 


residential, institutional and cominercial building. 





g 
i’ 
requirements. SelecTemp thus eliminates ordinary “‘on’’ and 
“off? cycling, with resulting “‘cold 70” stratification. It 
d constantly modulates from 1/20th of capacity to full capac- 
ig ity, to supply just the amount of heat needed. SelecTemp 
u quickly and automatically responds to changes in outdoor 
a temperature, wind direction or velocity, and to indoor heat 
19 gains due to sunlight, fireplaces, cooking ovens and body A O e 
e- radiation. n Pp ce ort uni ty 
aX 
Low installation and operating cost As an alert heating equipment dealer or contractor 
nt , ; . 
2 For usual runs up to about 40 ft., the 14’ ID. supply lines YOU = sense the importance of this announcement, 
is and the 14” I.D. gravity return lines are soft copper tubing, and realize what a large and valuable market SelecTemp 
nd easily bent by hand for streamlining around obstructions. | Pens up. The Iron Fireman line of heating equipment, 
in — Head room is not impaired, which often saves on building _ for all fuels, is complete. You are invited to write for 
of costs. Small size of tubing greatly reduces transmission heat information on our dealer franchise and for SelecTemp 
losses. Ideal both for modernization and new construction. literature. 
8 IRON FIREMAN MANUFACTURING CO. 
3088 W. 106th Street, Cleveland 11, Ohio. 
ja’ Please send literature on Iron Fireman SelecTemp heating and 
rs Send for full information on Iron Fireman dealer franchise. 
EL’ re 3 Ye ae ss a. aS 
to 7 in ormation Address__ ee oer 





City 





. . + Everyday Snags 


Providence works with Oil 
Men to alter Building Code 


WORK BEGUN last June and continued 
with committee meetings throughout 
the year between oil industry repre- 
sentatives and city officials has re- 
sulted in a proposed revised Building 
Code for Providence, R. I. 

The changes which are acceptable 
to both groups were worked out pri- 
marily by William White, Sr., Lam- 
son Oil Corp., Leo McPherson, Pe- 
troleum Heat & Power Co. of R. L, 
and Joseph Connell, executive secre- 


tary of the Rhode Island Petroleum 
Industries Committee. 

Oregon Heating Industries 
have statewide meeting in Salem 
A TOTAL of 79 people were registered 
for the statewide meeting of the Ore- 
gon Heating Industries held in Salem, 
Ore., on December 12. 

Chuck Holloway, Portland OHI 
president, told of the association’s 
plans for an expanded state program 
and of the plans of the Portland group 
for the establishment of a credit as- 
sociation. He introduced Dale Joseph- 





iw FULFLO FILTERS pro- 
vide 3-D filtration for to- 
day's oil burners! Modern as 
the minute, the HONEY- 
COMB Filter Tube cieans fuel- 
oil throughout its true depth 
—not merely a surface filtra- 
tion. All harmful fuel-oil im- 
purities are removed in this 


scientific three dimensional fil- 


tration by FULFLO FILTERS. 


COMMERCIAL FILTERS CORPORATION 


2 MAIN STREET, MELROSE 76,MASSACHUSETTS 
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son, new executive secretary of the 
association, who spoke briefly. 

Henry Auld, Jr., Automatic Heat 
Co., Eugene, Ore., spoke on “What 
Eugene is doing for its Dealers.” A 
skit explained Eugene’s method of 
handling credit problems. 

A panel on credit, deliveries, equip. 
ment, advertising and public relations 
featured the afternoon program. 


Field, Williamson V.P., speaks 
at Sheet Metal Convention 


J. P. FIELD, vice president of William- 
son Heater Co., Cincinnati, O., spoke 
before the 31st Annual Convention 
of the New York State Sheet Metal 
Roofing and Air Conditioning Con- 
tractors’ Association at Rochester, 
N. Y., on January 18. 


Mr. Field pointed out that there is 
no place in the new year for pessi- 
mism, and that the dealers who go out 
and dig will enjoy big volumes. He ad- 
vised dealers to find sales for warm 
air heating units in three ways; get 
into the home by offering 24 hour 
service; identify yourself by consistent 
local advertising and canvass potential 
customers through telephone and door 
to door calls. 


Essex County Fuel Oil Dealers 
Meet in Orange, N. J., Jan. 21 


AT A DINNER meeting on January 21 
the Essex County Fuel Oil Dealers 
met for a discussion of the dealer’s out- 
look for °54 in Orange, N. J. Robert 
Gray, editor of FUELoIL & Oi Heat, 
was the speaker. 

The list of lectures and names of 
cooperating companies for the re 
fresher and advanced oil heat training 
course were announced at the meet: 
ing. The classes which began February 
2, are being held at the Bloomfield 
Vocational and Technical High 
School, Bloomfield, N. J., on Tues’ 
days through May 25. 


Heating, Ventilating Engineers 

have Convention in Houston 
THE AMERICAN Society of Heating 
and Ventilating Engineers, New 
York 13, N. Y., met in Houston, Tex., 
for their 60th annual meeting, Jan. 
25-27. A research team from the Uni 
versity of Illinois presented a paper on 
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Help yourself to our helping hands 


In the heating oil business, most distributors are so 
busy selling product that they don’t have time to 
deal with all of the other details. Yet these details 
are mighty important. 


That’s why we make available to every Atlantic 
Heating Oil distributor the skill and experience of 
experts in each phase of sound operation. 


Our 84 years in the business have taught us a 
lot, and we keep a staff of specialists who are 
ready to pass on to our distributors the things 


TERMINALS AT: 


Providence, R. I. Akron, Ohio 
New Haven, Conn. Allentown, Pa. 
Albany, N. Y. Altoona, Pa. 
Binghamton, N. Y. : | Exton, Pa. 
Buffalo, N. Y. Greensburg, Pa. 
Elmira, N. Y. Johnstown, Pa. 
Rochester, N. Y. Lebanon, Pa. 





) Boston, Mass. 


Syracuse, N. Y. 
Wayland, N. Y. 
Newark, N. J. 
Trenton, N. J. 
Gloucester, N. J. 
Bridgeton, N. J. 





Mechanicsburg, Pa. 
Northumberland, Pa. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Reading, Pa. 
Williamsport, Pa. 
Wilmington, Del. 


we've learned along the way. The helping hands 
of our experts are always available to every 
Atlantic Heating Oil distributor. 

Atlantic Heating Oil is triple-refined by a special 
process that assures maximum conversion to heat 
and cleaner burning. That means lower customer 
service costs. And Atlantic Heating Oils are avail- 
able at conveniently located pipe line or water 
terminals. That means continuous, dependable 
supply. It’s worth looking into! 


Baltimore, Md. 
Salisbury, Md. 
Richmond, Va. 
Charlotte, N. C. 
Greensboro, N. C. 
Wilmington, N. C. 
Spartanburg, S. C. 
Albany, Ga. 
Atlanta, Ga. 


Savannah, Ga. 
dacksonville, Fis. 
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Model $-25 
Automatic 
Gas Fired 

“INCINOR” 
Mfd. by 

BOWSER, INC. 

finished 

in white 
SICON 


The sparkling white finish of 
this home incinerator stands 
flash temperatures of as 


pen es Badt.| 
<a 





Sicon 


Silicone Coating 


SICON withstands the shock of 
high heat combustibles without 
peeling or blistering. Retains 
luster and beauty over long pe- 
riods of time. Now used on all 
‘INCINOR models. SICON, the orig- 
inal silicone finish, has proved 
best for a long list of other na- 
tionally known products. 
WRITE FOR 
BULLETIN 531 








Sicon 


Silicone-Base Finish jis 


manufactured exclusively by 


‘'IDLAQ |=] 
IM} Pence 


Waukegan, Illinois 


ENAMELS 
LACQUERS 


SY MINETILECS 
* VARNISHES 
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“Heat Flow Characteristics of Hot 
Water Floor Panels.” 

In their paper E. L. Sartain, re- 
search associate in Mechanical Engi- 
neering, and W. S. Harris, research 
professor, explained their findings on 
heat exchanges between the panel and 
its surroundings. 


Wisconsin Oil-Heat Association 
meets in Milwaukee 


WISCONSIN Ojil-Heat Association had 
their first meeting of the year on Janu- 
ary 28 in Milwaukee. The advertising 
committee reported on the planned 








| SWITCHED TO 


AUTOMATIC 


DILAHEAY 


FOR COMPLETE HEATING SATISFACTION 


It’s the trend today—thousands are saying it— 
because experience proves that ONLY modern OIL- 
HEAT provides complete home heating satisfac- 
tion. Its dependability, security, cleanliness and 
safety are unquestioned. Do as th ds do each 
season—SWITCH TO OIL-HEAT, always “Num- 
ber One in the Heat Parade!” 





No other is “just as good”—ONLY OIL-HEAT 
satisfies those who demand the best coupled with 
truly long-lasting economy. And... THIS IS IM- 
PORTANT: Your fuel supply is right where you 
want it—under your control, ready to provide un- 
equalled comfort any time, all the time, at the touch 
of a finger. You can always depend on OIL 
HEAT... 


NOTHING COMPARES WITH OIL HEAT! 


LOOK FOR THESE EMBLEMS... 


Only Association Members are permitted to display them. 
These emblems are your protection . . . your assurance of 
proper installation of equipment, reliable and efficient 
service, and high quality {uel oil. 







CONSULT A MEMBER OF THE ~~ 


Wisconsin Oil-Heat Assn., Inc. a7 


622 W. Water © BR 65515 © Milwaukee 2 
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spring cooperative advertising cam- 
paign. 

In the illustrations (below) are sam- 
ples of the advertising planned by the 
group and used last fall. 


Pacific Coast OHI Meeting 
set for March 19, 20 and 21 


THE ELEVENTH annual meeting of the 
-acific Coast Oregon Heating Indus- 
tries, Portland, Ore., will be held 
March 19 through the 21st. 
mittees have been appointed by Chuck 
Holloway. 

The following members are chair- 


Com- 








You’re ridin’ high 
with 

Your Own 
Supply... 





when you heat your home with 
AUTOMATIC 


DILSHEAN 


The coldest days of winter hold no fears of “pressure drops” or 
“pipeline breaks” for users of modern OIL HEAT . . . with ample 
fuel oil in your home or on your property you are avsured of con 
stant, healthful, safe home comfort regardless of uwutdoor temper- 
atures. 





For complete home heating satisfaction SWITCH TO OIL HEAT 
NOW! Know the security and peace of mind that is yours with to- 
day's most dep safe and | automatic heat. No other 
18 “just as good.” Today—as always—OIL HEAT sets the pace— 
it is Number One in the Heat Parade! 





Prepare NOW—laugh at “Old Man Winter” by having an ample 
supply of FUEL OIL on hand 


NOTHING COMPARES WITH OIL HEAT 


LOOK FOR THESE EMBLEMS... 











COHSULT A MEMBER OF THE 


WISCONSIN OIL-HEAT ASSN. INC. 


622. W. Waier St. © BR GS5IS © Miltrausee 2 
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Two advertisements which ran in the Milwaukee Journal during October. They 
were prepared for the Wisconsin Oil-Heat Association, Inc., Milwaukee, by the 
Mottram Advertising Agency. Part of a continuing newspaper campaign which 
the Association has been conducting, the one ad stresses “dependability, security, 
cleanliness and safety” of automatic oil-heat, the other recounts the advantages 
of on-the-premises storage of fueloil to be used when desired or needed. Both 
display the emblems of the Wisconsin association and the seal of the Distribw 
tion Division, Oil-Heat Institute of America, of which it is a chapter. Under the 
statement, “Nothing compares with Oil Heat!,” the emblems are explained. 
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THE WINTERLINE 
Counterfllw WINTER AIR CONDITIONER 


l @ Available in 3 sizes—76,000, 90,000 and 100,000 Btu output per hour 
1e at bonnet. Approved for zero clearance. Furnished with flange type Arco- 
5° flame oil burner. Heavy gauge heating element with single pass radiator. 
id Large, readily accessible cleanout. Manual reset auxiliary limit control. 

Built-in, replaceable type filters. Easily removed. Factory assembled fur- 
- nace unit. Burner readily installed on the job. Converts from one fuel to 
k another—oil units easily converted to gas with no loss in capacity. Under- 

writers’ Laboratories listed for oil firing with Arcoflame. Full capacity 
. quiet balanced blower. Occupies minimum floor space—small size requires 


only 2334 x 2334 inches; the other sizes, only 263/, x 2614, inches of floor 
area. Completely accessible from front. 


aay to Soh 
New SUNBEAM Units 


FOR SMALL HOMES 









THE WINTERGLO 
Utility Type WINTER AIR CONDITIONER 


@ Available in 3 sizes—76,000, 90,000 and 100,000 Btu output per hour 
at bonnet. Approved for zero clearance and installation on combustible 
flooring. Furnished with famous Arcoflame oil burner. Heavy gauge heat- 
ing element with single pass radiator. Large, readily accessible cleanout. 
Factory assembled furnace unit. Burner readily attached at time of in- 
stallation. Converts from one fuel to another—oil units easily converted to 
ms gas with no loss in capacity. Full capacity, quiet, balanced blower. Under- 
, F writers’ Laboratories approved for oil firing with Arcoflame. Occupies 
minimum floor space—small size requires only 2334 x 2334 inches; the 
y other sizes, only 2634 x 2614, inches. Built-in bottom filter inlet is 
standard. Side filter frames are available. 


























FOR DETAILED INFORMATION on these and other American-Standard SUNBEAM 

; warm air heating and summer air conditioning products, contact your SUNBEAM dis- 

— 4 tributor. Sunbeam Air Conditioner Division, American Radiator & Standard Sanitary 
hey Corporation, Bessemer Building, Pittsburgh 22, Pa. 


i 1 ee American- Standard 


rity, 





th SUNBEAM AIR CONDITIONER DIVISION 
‘ibu- ELYRIA, OHIO 

. Executive Offices: Bessemer Building, Pittsburgh 22, Pa. 

ned. 


Serving home and industry: NMERICAN-STAMDARD + AMERICAN BLOWER - CHURCH SEATS & WALL TILE -| DETROIT CONTROLS - KEWANEE BOILERS + ROSS EXCHANGERS © SUNBEAM AIR CONDITIONERS 
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men: Denton Bacon, program com- 
Ross Ward, 


Ian Shaw, women’s activities; Walter 


mittee; arrangements; 
Anderson, hospitality; Roy Lindsay, 
entertainment; Andy Cook, cocktail 
party and Lloyd Miesen, finance. 


Robert Gray speaks at OHA 

meeting in Massachusetts 
MASSACHUSETTS Oi] Heating Associa- 
tion, Boston, opened their 1954 pro- 
gram on January 12 with a speech by 
Robert Gray, editor of FUEL OIL & 
Oit HEAT. 


This was the 199th meeting of the 
group and was also “New Member” 
night. 


Ellis speaks on Independence 


at New England Oil Men’s group 


OTIS ELLIS, general counsel for the Na- 
tional Oil Jobbers Council, spoke to 
the Independent Oil Men’s Associa- 
tion in Boston on January 21. Upon 
his experience with the oil industry 


and government agencies, Mr. Ellis 


based his talk: 


pendence.” 


“What Price Inde- 





[A WHOLE NEW MARKET FOR YOU! 

































NO EXPENSIVE DUCTWORK 


ON 
yPENSIVE \nst ALLAT! 


All KLEER-KLEEN Pressure Burners are listed and labeled by Underwriters’ Laboratories, 
Inc.—an added measure of safety and protection! 


Now dealers can take advantage of a 
new style heating for the American 
Home—the KLEER-KLEEN Perimeter 
Furnace with central heating—built in! 
This pressure burner equipped furnace 
looks like a floor furnace, but is ex- 
actly the opposite! The top grill is a 
cold air return while the bottom half 
of the furnace is the warm air heating 
chamber. 


KLEER-KLEEN's Perimeter Furnace — 
the most revolutionary, yet practical 
furnace made. For extra profit sell 
this KLEER-KLEEN engineering and 
sales triumph. 





Fits same opening as 
our present floor 
urnace. 


As many as 12 warm air 
runs connected to all 
parts of home. 


@ Burns inexpensive +2 
fuel oil. 

@ No down payment — up 

to 3 years to pay — 

completely installed for 

as little as $20 per 

month, 





@ Up to 100,000 
Btu/hr. 








typical 
installation 


Distributor- 
ships 
available 

in some 
areas! 








140 ORCHARD AVENUE 





KLEER-KLEEN MANUFACTURING CO. 


HAYWARD, CALIFORNIA 
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Besides serving the Oil Jobbers 
Council, Ellis is representative for the 
Venezuelan government on oi] mat- 
ters. This was the group’s annua! meet. 
ing dinner. 


Kansas Oil Men elect Six 
to Board of Directors 


SIX MEMBERS of the Kansas Oil Men’s 
Association were elected to the board 
of Directors at the group’s convention 
January 20, in Wichita, Kans. 

The Directors are: William B. Dal 
ton, Kansas Oil Co., Topeka; A, F. 
Geyer, Dixie Oil Co., Waterville: 
M. K. Griff, Scott City Oil Co., Scott 
City; William L. Kistler, Kistler (il 
Co., Coffeyville; William L. Oswald, 
O. K. Service Co., Hutchinson and R. 
V. Broman, Broman Oil Co., Salina. 


Gales Fhapointments 


W. Walton Woodroof has been 
appointed manager of cooling sales of 
the Sunbeam Air Conditioner Divi 
sion of American Radiator & Stand 
ard Sanitary Corp., Pittsburgh, Pa. 
Henry E. Rossell is now manager of 
dealer development for the same dir 
vision. 

Warren Barr Supply Co., Chicago, 
named Chicago distributors for Chrys. 
ler-Airtemp Heating Equipment and 
air and water-cooled airconditioning 
units for residential use. 

Ambassador Distributors, — Inc, 
Miami, Fla., named distributor for 
Remington Corp., Auburn, N. Y. in 
13. Florida counties; Hales-Mullaly 
Co., Oklahoma City, is Remington 
distributor in Oklahoma and Arkansas. 

Everett L. Dawkins, Salem, Mass, 
named Sales Representative for the 
Williams Division of Eureka Williams f 
Corp., Bloomington, III. 

James B. Clow & Sons, Chicago, 
appointed warehouse distributor of 
Chrysler Airtemp packaged commer’ 
cial, industrial and residential aircon 
ditioners for northern Illinois, includ 
ing Chicago. 

Patco Manufacturing Co., Phila’ 
delphia, Pa., has appointed the fol 
lowing manufacturers’ agents: Cle 
well Equipment Co., Montclair, N. J: 
Ray E. Landers, Cleveland, O.; and 
H. F. Clarke & Co., Calgary, Alberta, 
Canada. 
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It would be a cold day in many an industrial 
plant without modern unit heaters. These effi- 
cient units pour out warmth and comfort right 



















































atin where they are needed. 
At the heart of each unit is a quiet, dependable 

t4 fan that sends the heat on its way. On many of 
America’s best known unit heaters Emerson-Electric 

bY special fan-duty motors power the fans. 

es 0 

Divi 

tand. 

a 

er of Emerson-Electric specializes in building motors 

e di- for equipment with a reputation for dependa- 
bility. It has done so for 63 years, and offers 
efficient motors for a wide variety of applica- 

a tions, in ratings from 1/20 to 5 h.p., and her- 

— metic motors ¥% to 20 h.p. 

an 

a Look to Emerson-Electric if you are looking 
for the right motor to power your product effi- 

rv ciently, dependably. Your inquiry is invited. 

r for THE EMERSON ELECTRIC MFG. CO. 

Y, in St. Louis 21, Mo. 

ullaly 

ngton 

Ansas, 

Mass., 

r the Write for these 

lliams Emerson-Electric 

Motor Data Bulletins 

cage, Manufacturers requiring motors 

yr Of 1/20 to 5 h.p. can profitably use these reference 

amet’ guides. Specifications, construction and 






performance data are included for these motors: 
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C) 477-C Integral }] 477-G Blower 
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| the; Ce dean” Me ete é 


by 
Ray Reynolds 


HEN OUR GOOD FRIEND Ray 

White of the White Heating 
Company, and the Esquire of Mercer 
County, New Jersey, first told us about 
the heating dealer who makes a policy 
of selling “100 or nothing,” we were 
inclined to polite laughter. But, any- 
one who knows the suave, handsome, 
dignified and, above all, conservative 
Mr. White will support our contention 
that any reference to a matter of busi- 
ness made by him is not to be taken 
lightly. When it comes to the serious 
aspects of business, there is hardly a 
dealer now alive who can squeeze, ex- 
tract or extricate more juice from the 
gross pound sterling than Ray White, 
but that is another story. 

The fact is that there really is an 
oilheating dealer who does, as a matter 
of policy, seek at least a hundred in- 
stallations per customer, and asa result 
has become the first semi-naticnal do- 
mestic heating dealer in the country 
with business currently spread over 
several states. 

The company is the Superior Sheet 
Metal Co., of Orange, N. J., founded 
in 1946 for the express purpose of sell- 
ing and installing warm air heating 
equipment for the speculative building 
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A Hundred or Nothing 


Landwehr’s unique Organization installs mass warm air 
heating Projectsinalarge sales Area 


trade, The company is a wholly owned 
subsidiary of a parent wholesale com- 
pany, Van Sant-Willis Co., which was 
founded in 1927, The original owners 
of Van Sant-Willis have long since 
passed from the scene, the present man- 
agement headed by E. G. Landwehr, 
president, goes back to 1941. 

The development of these unique en- 
terprises, which now gross over a mil- 
lion and a half dollars worth of busi- 
ness annually, is the story of unbridled 
free enterprise so familiar in American 
business history. During the latter days 
of World War II when sheet metal 
was in extremely short supply and gov- 
ernment regulations controlled nearly 
all material on one hand and restricted 
domestic building to certain specified 
areas on the other, the heating indus- 
try was pretty much at a standstill as 
far as the local dealer was concerned. 
It was in these troubled and uncertain 
times that Van Sant-Willis formed 
Superior and took its first out of state 
job, a contract to install 200 warm air 
heating plants in a development at 
Cayuga Falls, Ohio. 

Taking this contract during those 
times was certainly a move of high ad- 
venture, as it would have been for any 
firm previously engaged in strictly local 
business. From the outset the job was 
hounded with one trouble after an- 
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other. Not the least of these was trying 
to rent storage space near the scene of 
activity but, as Landwehr philosophi 
cally explains, “Business is beset with 
troubles and the man who tackles them 
as a Challenge rather than a curse wil] 
have his share of luck and success,” 

While looking in vain for a place to 
store equipment and material near the 
job Landwehr remembered something 
that turned out to be his first piece of 
good luck. It seems that the Gods of 
heating had arranged to have one of 
Landwehr’s many brothers living with, 
in three miles of Cayuga Falls and, as 
more luck would have it, brother Land. 
wehr owned a three car garage that 
was promptly commandeered. It ke 
came the base of operations for the 
project and, with this building and ; 
few pieces of tarpaulin, all valuable 
equipment was kept under cover, 

There was many an axious day as 
the work went slowly forward, but at 
the end of seven months Superior had 
completed its first out of state job, 
planned and managed for the most part 
by remote control, picked up its tools, 
wrapped them up in the tarpaulin and 
came home with $15,000 profit. 

Landwehr says that from that time 
on that they were afraid of nothing 
and now seek sizable jobs anywhere 
east of the Mississippi. 

Currently, or within recent months, 
Superior Sheet Metal has had jobs in 
Utica, N. Y.; Groton, Conn.; Easton, 
Penna.; Middletown, Penna.; New 
burg, N. Y.; Newark, Del.; and New 
Castle, Del., all jobs ranging from 100 
to 400 installations. There are many 
more large and promising projects i 
the figuring and planning stage, too. 


In going over the long list of Su 4 
perior’s out of state jobs, one wonders F 
just what special knowledge and tech f 
niques have been developed between § 


Cayuga Falls and New Castle that en 
able this enterprising firm to continue 
to acquire these big contracts in com 
petition with the local bidders. When 


confronted with this question, Land f 


wehr answered simply, “Mass produc: 
tion,” and then quickly added that he 
also meant mass installation. 
Regarding mass production, 4 visit 
to one of Superior’s three sheet metal 
shops quickly supplies some of the a” 
swers, for here are modern shops 
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E. G. Landwehr 
manned by highly skilled workmen, 
trained to do one operation in the 
process of fabricating ducts and do it 
with speed and efficiency. Using high 
speed air hammers and “Doall” saws, 
they turn out work at an incredible 
rate. 

The “Doall’ saws are certainly fas- 
cinating pieces of mass production 
equipment. An operator piles as many 
as 30 sheets of heavy gauge sheet metal 
before the saw and then cuts all 30 
pieces to pattern in one operation tak- 
ing only a matter of seconds. In a sense 
it is the same method as used in large 
custom tailoring firms where 20 or 30 
layers of material are laid out on a cut- 
ting table and an electrically-operated 
saw knife cuts a like number of coats 
or pants simultaneously. 

Mass installations are something else 
again. Planning, timing and coordina- 
tion are brought into play to a high 
degree and it is in this particular 
branch of the business that the human 
element plays such a vital part. Princi- 
pally the whole job in the field revolves 
around the job superintendent who 
must hire, train and organize his own 
crew in the area, for it is policy to use 
only local union help, 

Furnaces, as well as all accessory and 
materials, are shipped direct from 
manufacturer or supplier to the job and 
Landwehr makes the point that when- 
ever you can do any job a hundred 
times, whether it be welding a duct or 
etting a furnace, your efficiency in- 
creases Over your first performance and 
with increased efficiency your costs go 
down, 

We might conclude from this that 
Mass production, meaning high volume 
and specialization is the key to a favor- 
able price for competing with the local 


firm, However, there seems to be more 
to it than just a favorable price. An 
architect friend who is well acquainted 
with Superior’s operations puts it this 
way, “When a builder or architect 
wants a heating contractor for a big 
job outside of 4 metropolitan area, they 
are looking for “know how’ in mass 
installations. Generally speaking the 
local heating dealers either show a defi- 
nite timidity towards tackling the big 
job or display so little talent or aptitude 
for handling a project that the builder 
and architect are inclined to look fur- 
ther for specialization.” 

While Superior has been building 
a reputation in several states for the 
smooth handling of large development 
work, they also have attracted the at- 
tention of many smaller builders in 
their own back yard and now are serv- 
ing more than 50 of these contractors 
in the North Jersey area through a 
third company known as the Merrit 
Sheet Metal Co. of Linden, N. J. How- 
ever, it is the big jobs that makes possi- 
ble the kind of volume buying and mass 
production of metal work to serve the 
local market so advantageously. 

In visiting Van Sant-Willis, Su- 
perior Sheet Metal and the Merrit 
Company one naturally becomes curi- 
ous about the people who are responsi- 
ble for this unique business. There are 
four principals who comprise the 
managerial staff: E. G, Landwehr, 
president; Roger Shottwell; Harry 
Shapiro, secretary and treasurer and 
Howard V. Guenther. Beyond these 
officers is, of course, a very capable staff 
of field superintendents. 


~ 


Mass Cutting—the Doall saw as used by the Superior Sheet Metal Co. cuts as 








E. G. Landwehr was the first sales- 
manager of the Holland Furnace Com- 
pany. With a title of manager of 
branches, a position he held for over 
20 years, he built the Holland distri- 
bution system to over 400 branches 
throughout the country, probably one 
of the greatest direct selling organiza- 
tions ever developed in the heating 
business. 

Landwehr, speaking of his present 
business with a modesty that is inher- 
ent in his whole personality, says that 
it was inevitable that some company 
such as his should have developed, for a 
need for it was created by the great 
growth of speculative building follow- 
ing the war. Inasmuch as America 
never seems to get caught up with new 
home building, he sees no immediate 
indication that the need for his compa- 
nies services will subside. In fact, the 
future looks brighter than ever and, if 
the volume of national building con- 
tinues at its present rate or increases, 
there is room for other firms such as 
his in this specialized field. 

It is significant that the company 
employs no salesmen as such. Most of 
the large contracts are acquired by ofh- 
cers of the firm keeping in close touch 
with the various building associations 
in the states that they wish to serve. 

Landwehr offers as a friendly sug- 
gestion to those tempted to enter his 
field that they take three or four jobs 
of not more than 25 homes as a starter 
because out of state contracting is 
fraught with many problems, such as, 
politics, odd regulations and union 
methods. 





many as 30 sheets of heavy gauge sheet metal to a master pattern in one operation. 


Manufacturers 
Activities 
U. S. Machine Corp. adds 


to Winkler sales Department 


U. $8. MACHINE Division of Stewart- 
Warner Corp., Lebanon, Ind., has 
added a regional sales supervisor and 
eight district sales managers to mer- 
chandise the expanded line of Winkler 
products. 


Walter R. Leander has been pro- 





moted to supervise regional sales in the 
East. New district salesmanagers are: 
Vernon J, Alt, Platteville, Wisc., Fred 
H. Bauer, Greenville, Ill., Henry S. 
Goldsmith, Atlanta, Ga., William P. 
Lorentz, Oak Park, IIl., Robert J. 
Skarda, Morristown, N. J., Willard 
Zehr, Norwich, N. Y., Arthur M. 
Guenther and Joseph B. Warshauer, 
both of Lebanon, Ind. 

Albert W. Green, Sumner, Wash., 
has replaced his late father, Albert E. 
Green, as Winkler district representa- 
tive in the Pacific Northwest. 





THE NEW FIROMATIC 


TANK GAUGE 


Here's the latest addition to the Firomatic line. 
The tank gauge is of simple but rugged construc- 
tion. The body is a one-piece die casting, elimi- 
nating the possibility of leakage. Easily installed 
in an empty, full or partially full tank. Fully re- 
liable operation and clear indicator vision on 
opposite sides are distinctive features. 


FIROMATIC TANK VALVE 


One of more than 80 different types available 
in a line that includes Globe, Check, Lever, 
Anti-hum, Tank and Range Burner Valves. The 
offset angle tank valve (illustrated) is designed 
for use on any oil tank or drum. Available in 


Fusible and Non-Fusible types. 


You Can Pay More, But You Can't Buy Better! 


SEND FOR NEW CATALOG ‘‘F” 
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Sweatt elected Vice Chairman; 
Honeywell Board of Directors 


CHARLES B, SWEATT has been elected 
to the newly created post of vice chair. 
man of the board of Minneapolis 
Honeywell Regulator Co., Minneap- 
olis, Minn: Tom McDonald and A, 
M. Wilson were both named executive 
vice presidents. 

Mr. Sweatt is the younger brother 
of board chairman Harold W. Sweatt, 
and has been an executive of Honey 
well since its inception. He had been 
treasurer of the Minneapolis Heat 
Regulator Co. before its merger with 
Honeywell Specialities Co, in 1927, 

Both McDonald and Wilson had 
the title of vice president before the 
election. McDonald has been head of 
the firm’s worldwide sales organiza 
tion; and Wilson had directed the 
Aeronautical 
formed during the early years of 
World War II. 


Division which was 


General Electric begins 1954 
Application & Service School 


THE HOME HEATING and cooling de 
partment of the General Electric Co, 
began its 1954 application and service 
school January 11. The school will bk 
held at Bloomfield, N. J., and 29 other 
cities throughout the nation. 

It will be open to all independent 
dealers and servicemen, all GE dig 
tributors and dealers, and members of 
F.H.A., V.A., or public utility organ 
izations. The student capacity has been 
expanded to 2,700. 

Trained factory personnel will act 
as instructors. The course which will 
end April 29, will cover small duct 
systems, conventional duct systems, hot 
water and steam systems, aircondition 
ing systems, cooling towers and oper 
ating costs. 

G-E distributors are handling regit 


tration for the course. 


A-P Controls offer Factory 
Service at local Stations 


A FACTORY TRAINING program has beef 
developed by A-P Controls CotPs 
Milwaukee, Wisc., to equip franchised 
A-P Service Stations with factofy 
service know-how. 

There are 55 such stations located 
in areas where pot-type heating equi’ 








COMPLETE NEW 
HEATING UNIT 


combines “kitchen appliance” 
beauty with “code boiler” 

dependability . . . offers easier 
installation and servicing 


Here’s a boiler that fits into modern 
—or remodeled— homes as easily as 
today’s kitchen appliances. It’s the 
Spencer Suburban, a ready-to-install 
unit for today’s basementless homes. 
It also makes boiler location in older 
homes much more flexible. 

Here’s why: The Suburban fits in 
anywhere. It’s compact. It can be set 
right on a wooden floor—requires no 
special base. It’s so beautiful there’s 
noneed to hide it. Completely enclosed 
in a gleaming white beauty jacket, it 
rivals kitchen appliances or modern 
laundry equipment in attractiveness. 
Connections easily concealed. 


Easier to install, just hook up 
electrical connections, oil and water 
lines and smoke pipe. That’s all. 


Easy to service, readily removed 
plate on top makes all fire tubes easily 


accessible. Noneed to disturb jacket or 
smoke pipe when cleaning. Controls 
and all working parts can be reached 
from the front for easier servicing. 


Conforms to ASME and SBI Code, 
the newest member of Spencer’s Com- 
plete Line, like all Spencer products; 
conforms to ASME and SBI codes. 


(H) 510-Sq.-Ft. Net SBI Water Rating —“——— 


Dimensions — Only 2114“ x 3244" x 56” 


i 
SPENCER 


HEATER 
% LYCOMING DIVISION Rd 


“eng 4 
“Seonr QULTGD) owns 


Spencer Heaters, Dept. FO-2-4 
Lycoming Division 

AVCO Manufacturing Corp. 
Williamsport, Pennsylvania 


Dear Sirs: 

N t W 4 U 3 4 U a BA N Please send additional information, includ- 
ing full specifications, on the new Spencer 
Suburban to: 

THE OIL-FIRED BOILER BURNER UNIT Name 

Position 

Company 

Address 

ee State. 


with the beauty and convenience of a kitchen appliance! 
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VISIBLE OPERATIO 


ONLY 3 ELECTRICAL CONTACTS 


MERCOID PYRATHERM’ 
SAFETY AND IGNITION CONTROL 


@ Protection against flame or ignition failure 


@ Built-in low voltage thermostat circuit 
@ Positive ignition circuit control 


















@ Low line voltage protection 
@ Power failure protection 


; 


® 


SAFETY 
Switch 


@ 


ej ibate). | 
Switch 


® 


MOTOR 
Switch 


The use of Mercoid sealed mercury contacts makes 
it simple to check the operating sequence of a 
Mercoid Pyratherm. Furthermore, these switches 
are immune to dust, dirt, grease or corrosion. There 
are no contacts to stick, chatter, arc or burn. 


WRITE FOR BULLETIN NO. 9 


THE MERCOID CORPORATION aon 


4201 BELMONT AVE,., CHICAGO 41, ILLINOIS USA 
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_ erations, and during his 31 years WH 









ment is concentrated. Specially byj 
A-P test racks and hand tools needed 
for proper calibration and test of th 
company’s oil controls are supplied ty 







the stations. Repair men attend , 
three-day school at the Milwaukee 
plant. On-the-job training is given tol 
operators. B. Kahrhoff, Service Station 
Manager, is shown at left explaining 
the precise calibration procedure used 
on all A-P oil control valves. 








Stations are set up at the jobber level SARE 
where space heater parts and acces 
sories are wholesaled, but not with dis 
tributors. 





Reading Tube transfers sales, 
executive offices to New York Des 


SEVERAL CHANGES in location are ke. 
ing made by the Reading Tube Corp ff Desic 
The sales and executive offices have these 
been moved from Long Island City, 


nomi 

N. Y. to the Empire State Building, - 
New York City. 

On February 1, the Eastern Distr ne 

easil 


bution Depot will move to Woodside, 
N. Y. Scheduled to open in the near the e 
future is a new depot in Cleveland, 0 
adding to the depots in operation in 
Reading, Pa., Houston, Tex. and At 
lanta, Ga. 





Division to replace American 


Standard’s Branch House Dept. 


A NEW ORGANIZATION, Amstan Supply 
Division, has been created by Ameri 
can Radiator and Standard Sanitaryg-—— 
Corp., Pittsburgh, Pa., to take over the 
functions of the branch house depart 
ment. 


Headquarters of the new Divisiol§ @ Th 
will be in Pittsburgh with branches inf agar 
22 states in the Midwest, Southwest re 
and Pacific Coast areas. Amstalj — 
branches supply materials for plum§ tions 
ing, heating and airconditioning ™§ Cool 
stallations as well as appliances and ink signe 


dustrial supplies. sin 


Robert F. Sells and Joseph Salamon heat 
are president and executive vice pre! Writ 
dent. Sells was general manager ° infor 
branches and has been with Americal 
Standard since 1921, Salamone W4 N } | 
formerly manager of branch house 








the company has worked with both th Mi 


manufacturing and sales departmel™ 
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— Designed for Easy Conversion 


i. from One Fuel to the Other 


»e Corp f Designed for operation with either oil or gas, 
ces haveli these Niagara “Convertibles” provide eco- 
id City, nomical, modern, automatic warm-air heat 
suilding Bt homes ANYWHERE — “Activated heat” 
(warm air in motion — LIVE heat!) ... and are 
easily changed from oil to gas or gas to oil in 
the event a change in fuel becomes desirable. 
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Every Series 60 Convert- 
ible furnace is equipped 
with the exclusive Niag- 
ara-made_ rectangular 
heat exchanger of steel, 
making possible excep- 
tionally compact units. 
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Model 60-75 VAC Model 60-75DFAC 
OlL GAS 


FOR HOMES EITHER WITH OR WITHOUT BASEMENTS 














Division Series 60 Convertible furnaces 


® The complete Ni- 
inches inf} agara lines include 
yuthwest 99S, Oil and coal 


are available to meet any type 


furnaces for all of installation . . . “high-boy” 


Amstary types of installa- 
r plump tions, and Niagara 
ning 9) Cooling Units de- 
sanding signed to use the 

blower, filter and 
| ducts of forced air 
jalamoms heating systems. 
ice presi’ Write for detailed 
nager 0 information. 


down-flow and conventional 
up-flow, both generally located 
in utility rooms, and gravity 


and conventional forced-air 











on 


oop 





types for basement installation. 








Model 60-70G =~" Model 60AC 
OlL OIL or GAS 


NIAGARA FURNACE DIVISION [205 Westin stacy POON RIS Sots onto 


Gas @ Oil © Coal Furnaces © Summer Cooling Units 
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NIAGARA is the word for MAXIMUM HEAT at MINIMUM COST 
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Dunham’s Products on Parade 
to show Line to local Outlets 


A SUPER-SIZED mobile demonstration 
unit will leave for a year-long nation- do ae 7 
wide tour starting in February to show “PARADE OF PRODUCTS 
the complete line of steam and hot 
A. Dunham Co., Chicago, Appropri- nS NORTE 
ately called “Products on Parade,” the 
red and black trailer will contain op- 
erating and cut-a-way models of all 
Dunham steam and their new hot 
water heating equipment. 


COMPLETE 













—_— a, 
CIRCULATOR 
REBUILDING 


Every Make 
Every Model 


fincluding Grease Filled Models) 


IMMEDIATE EXCHANGES 


BODIES 


Complete circulator, less mo- 
tor — B&G, Crane, Econo, 
Everite, G.E., Globe, M-H, 
Taco, Thrush, Trane, Triplex 










BEARING ASSEMBLIES 


Complete circulator less mo- 
tor, coupling and pump cast- 
ing same makes 


MOTORS 


Complete overhaul and re- 
winding — B&G, Crane, 
Everite, G.E., Globe, M-H, 
Mont. Ward, Sears, Quality, 
Taco, Thrush, Trane, Tri- 
plex, Yula 

















28 | 
oe SID HARVEY. 
Couplings, Impellers, Seals, STORES 


Motor Mounts, Unions, 
Grease 


Send for the Sid Harvey Q\) YARRN > | 


Catalog for details — 
9 VALLEN STREAM REW 


fo serve you | 








,GREAT NECK,H 
JTH PHILADELPHIA, ALLENT( 





2 ° y . iP tnt 
water heating equipment made by C. : HEATING 6 COOLING £Q0 
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Plans call for demonstration stops of 





from one day to two weeks wherever 4 
Dunham sales engineer or heating 
wholesaler wishes to bring in hig cus 
tomers to see the demonstration, Also, | 
local sales representatives will be in 
attendance and Dunham will have a 
representative from its Michigan City, 
Indiana accompany the trailer, 

Prominently displayed will be Dun. 
ham’s new hot water line of circula- 
tors, valves, fittings, specialties and 
controls, visually tied in with Dun 
ham’s radiation line. The company’s 
Vari-Vac differential steam heating 
control panel will be hooked up and 
there will be included cut-a-way 
models of unit heaters, Vari-Temp 
heating-cooling cabinets, vacuum 
pumps and condensate pumps. All are 
integrated to emphasize that Dur 
ham line contains complete equipment 
for all types of steam and hot water 
heating, with the exception of the boil 
er itself. 


Cities Service issues Small 
Business library Catalog 


A 24-PAGE illustrated booklet describ 
ing 87 pamphlets and books now avail 
able to Cities Service dealers and dis 
tributors has been issued by the com 
pany’s department of business reseafch 
and education. 

Called the Small Business Library 
Catalog, the booklet lists more than *! 
items free of charge. Designed to pu! 
management aids into the hands of the 
independent petroleum marketer, th 
library service culls materials from 


‘many sources and covers problem: 


ranging from employee training ' 
credit and collections. 
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DELCO 
MOTORS 


the best running mate 


your product can have 


There are millions of Delco motors 
—fractionals and integrals—now 
serving reliably to operate appli- 
ances, tools, machinery and equip- 
ment of every sort. 


Such universal approval suggests 
that a Delco motor gives a good 
account of itself, performance- 
wise. Such universal approval sug- 
gests, too, that a Delco motor 
would make the best running 
mate for your product! 


DELCO PRODUCTS 


DIVISION OF 
GENERAL MOTORS CORPORATION 
DAYTON 1, OHIO 


SALES OFFICES: 

Atlanta ¢ Chicago ¢ Cincinnati 
Cleveland ¢ Dallas © Detroit © Hartford 
Philadelphia ¢ St. Louis © San Francisco 
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“My Service-Master 
saves me up to one hour of lost time 
.. every day” 












THE IDEAL OIL HEATING INSTALLATION 
AND MAINTENANCE BODY 


Here’s the body that takes a completely 
equipped shop to the job, and saves up to 
75 minutes per day. Using the latest 
average service base rate of 6 cents a 
minute and an average saving of 30 min- 


MAKE YOUR PICK-UP TRUCK 
A SERVICE TRUCK, TOO! 


SERVICE-TWINS 


These easy-to-install tool and material 
compartments are finished in baked-on, 
medium-dark green enamel. Parts bins are 
built-in. Doors have slam-action catches, 
with locks keyed alike. Available with 
overhead rack. 





utes a day .. . Service-Master saves 
$478.00 worth of time a year. Available 
in sizes for 1/4, 34, 1, and 114 ton chassis 
— regardless of age or make. The coupon 
below will bring complete details. 


for Y2 and % ton 
pick-up trucks 








McCABE-POWERS AUTO BODY CO. 5900 NO. BROADWAY «~ ST. LOUIS 15, MO. 














a 

: Please send me complete details on SERVICE-MASTER [_] SERVICE-TWINS [_] 
4 Name 

g 

t Company 

| 

. Address 

' " 

‘ City Zone State 
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Delta premieres Oil-fired 
Unit Heater in Jersey Shoy 


DELTA HEATING CorRP., Trenton, N. J, 
introduced its oil-fired unit heater to 
the press and the trade in a private 
showing in Trenton, January 18, 

A few of the more than 160 people 
who were present to see the unit dem. 
onstrated by factory representatives 
are shown to the left. 

The show continued until January 
23 for the general public. 


A. O. Smith to bring out year. 
round Airconditioner in May 


THE A. O, SMITH CORP., Milwaukee, 
Wis. 


airconditioner at its Permaglass Divi. 


, will manufacture a year-round 
sion, Kankakee, IIl., and will market 
it in limited quantities in May. 

A packaged cooling unit for the 
conditioner will be manufactured for 
A. O. Smith by Worthington Corp, 
New York. It will be housed in a 
modification of Smith’s present warm 
air furnace line. 

The airconditioner-furnace combina 
tion will be available in  oil-fred 
models and with either two or three 
ton cooling capacities. A customer can 
start with the heating unit and add 
the airconditioner later. The self-con 
tained cooling unit slides into the bas 
of the furnace cabinet. 


Torrington builds Addition 
to manufacturing Facilities 


AN ADDITION, totaling 48,000 square 
feet, has been added to the Torrington 
Manufacturing Co. plant in Torring 
ton, Conn, The single story plant is 
airconditioned and equipped with 
flourescent lighting. 


Since 1940 plant employment haf 


increased from 300 to more than 1,200§ 
employees, In that length of time plant 
facilities have been enlarged seve 
times. 

Subsidiaries in Van Nuys, Calif. 
and Oakville, Ontario, have also & 
panded during this interval. 


G-E Dealers meet in Asbury 
for national sales Conventiol 


MORE THAN 300 General Electric di 
tributors attended a_ national sale 
meeting of the Home Heating a 
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2 West 45th St., New York 36, N. Y. 








MARCH 


into PROFITS for 1954. 


MARCH is a month during which the winds generally blow pretty strong. Spring begins 
during MARCH. It is also a month which sees those who MARCH steadily, with good 
sales and advertising efforts, profit over those who let the winds of sales resistance blow 
them backward or hold them to a halt. 


In the 3 months starting with MARCH, if you are a producer or national distributor of 
anything used in oilheating manufacture, sales, installation or service, or equipment used 
in the handling and distribution of fueloil, and if you are keeping up with the industry 
average, you will obtain 31.9% of your new 1954 customers. During these same three 
months starting with March, our oilheating and fueloil dealer readers sell, install and 
start delivering fuel to 15.5% of their year’s new oilheating and fueloil customers. 


Probably the lower last figure accounts for the high first percentage. For during this time, 
the dealers, in particular, have a little more time to read, to think and to investigate. One 
sure way to help get you into the 31.9%, if you are a producer or national distributor men- 
tioned above, is to advertise in FUELOIL & OIL HEAT. During this period it is impor- 
tant to remember that 43% of all dealer readers (4.1 persons per copy) take FUELOIL 
& OIL HEAT home to read; and exactly 50%, of our manufacturer readers (7 persons per 
copy) take it home to read. 


HOW MUCH SPACE SHOULD WE RESERVE FOR YOU 
IN THE MARCH ISSUE? FORMS CLOSE FEBRUARY 25. 


FUELOIL & OIL HEAT 


Mid-West: 624 South Michigan Blvd., Room 921, Chicago 5 (Wabash 2-9548) 
Pacific: Don Harway, 1709 W. 8th St., Los Angeles 14 (DUnkirk 2-8576) 





ia 


(Murray Hill 2-4786) 


. . . « Manufacturers’ Activities 


Cooling Department in Asbury Park, 
N. J., during December. 


Distributors were taken on a tour 
of the department’s new plant in 
Trenton, N. J. The department head- 
quarters is in Bloomfield, N. J. 

S. J. Levine, general manager of the 
department, made the keynote speech. 
Other speakers were: Ralph J. Cordi- 
ner, G-E president, Roy W. Johnson, 
executive vice-president, appliance and 
electronics group and F. J. Van Pop- 
pelen, general manager of the Air 
Conditioning Division. 





pre-wired and pre-assembled 
easy to install 

fully automatic 

low operating cost 

plenty of heat and hot water 
quiet operation 
compact—56" high, 22" wide 
quality made throughout 
unmatched in performance 
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Owners of 
Small Homes 
Asked For! 


OWNERS OF SMALL HOMES have played | 


an important part in making Beth-Pak a 
reality—for they asked for it—almost de- 
manded a self-contained, fully automatic oil 
heat plant that would be compact so as to 
occupy a small space . . . that would be 
quality made throughout .. . that would be 
in the low price bracket . . . that would 
save installation costs and that would give 


lifetime service at a low, low cost! Only 56” | 
high, yet it automatically supplies all the | 
Heat and Hot Water owners of small homes | 


want! 


heating plant builders are interested in be- 
cause of its low price! 


IT'S A BIG PROFIT-MAKER 
FOR YOU— MR. DEALER! 


Wire or write today for full facts about the Bethlehem Beth-Pak Franchise. 


BETHLEHEM FOUNDRY & MACHINE CO. 
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February 
1954 


64 


Beth-Pak is made by the manufac- 
turers of the famous Bethlehem 
Dynatherm and Crusade-a-therm 
package units. 


the Low Priced 


Today, more than ever, there is a big | 
demand for small homes. Beth-Pak is the | 





Coleman Slide Rule estimates 
Home Cooling operating Costs 


A SLIDE RULE for estimating operating 
costs of home cooling systems is being 
distributed free to builders and archi. 
tects by the Coleman Co., Wichita, 
Kans. 

The rule enables the users to com 
pute and compare season operating 
costs for any home in any part of the 
United States. It is adapted for use with 
waste-water condenser, cooling tower, 
evaporative condenser and air-cooled 
condenser systems. 

The user must supply the length 
and width of the house, the kind of 
insulation and shading, the amount of 
reduction desired and 
local electricity rates. A booklet which 


temperature 


lists utility rates in 98 cities is fur 
nished with the slide rule. The rule is 
printed with a small map showing 
months of cooling operation per year 
and humidity variations for the United 
States. 

The guide does not take the place 
of heat gain calculations, but can as 
sist contractors, builders, and archi 
tects to relate various methods of home 


airconditioning to local climatic con 


ditions. 


4 District Managers added 
to Timken sales Departmen! 


R. M. MARBERRY, national sales maf 


ager, Timken Silent Automatic Div 


sion, Jackson, Mich., announced the 
appointment of six men to sales post 
tions on the field staff. 

Four are district sales managers: R. 
M. Badger, central and northern I} 
linois; W. R, Seelbach, western New 
York state and western Pennsylvani@: 

(Please turn to page 148) 
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Profits in Cooling 


Or, is residential Airconditioning the hottest cooling Market? 


by 
J. R. Lewis 


Because quite a number of oilheating 


summer weather is too undesirable to 
be invited into the home, And as a 
greater percentage of the public be- 
come home owners who are spending 














appear that this type of aircondition- 
ing system now offers the best future 
market. In combination with heating 
equipment sales there seems to be little 






























































rs dealers sold cooling in 1953 and many more time in their residences, it is in- | doubt that volume and profit figures 
more would like to get into it, we have _— creasingly necessary that better air offer the well equipped oilheating 
erating asked Mr. Lewis to provide for you a comfort conditions be made available. dealer unlimited possibilities. 
s being series of articles, These are designed The sales volume figures on room Airconditioning equipment manu- 
archi # , bring you enough knowledge and type air cooling units are a very good facturers have for some time been 
Vichita, confidence to step into cooling before indication of the acceptance of the fact planning, designing, and building com- 
many months, Mr, Lewis has been ac- __ that there is a rapidly increasing in- pact sets of cooling and de-humidify- 
‘O com B tive in airconditioning for 20 years, terest in cooling equipment for real ing equipment in sizes which will 
erating BH most of the time as an engineer for summer comfort. Unit sales in 1946 match the warm air heating plant for 
- of the Carrier, and presently as an executive were about 30,000. In 1950 the figure the average residence, An interesting 
se with Hof Walton Laboratories. was 200,000. In 1953 it was close to number of residential developments 
"tower, 600,000. There is every indication have been completely equipped with 
--cooled VER A PERIOD of perhaps two years, | that more than one million homes now _ this type of complete airconditioning. 
O the trend in almost all sections of | have room airconditioners. Homes selling for less than $14,000 
length the country has indicated that for new Only about 15,000 residences were and homes two, three, and four times 
cind of residential work, a “heating” system | equipped with year-round aircondi- 
mal of : : . . GRAINS OF MOISTURE POUNDS OF MOISTURE 
may have to provide greater comfort —_ tioning units and systems during 1952. erring  Ouksk ingyen ta 
d and in summer as well as in winter. As Sales figures for 1953 are not yet a ee 
t which more commercial buildings, offices and _— fully compiled, but can be ex- = 
. fur factories install successful summer air- pected to approach 450,000 - 
7 rule “conditioning systems, the public is be- units, From the standpoint 80 a 
howing ing led to the conclusion that out-door of unit sales it would G 
er year 021 
United 020 
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e place “ 
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: a Figure |—This typical section of a psychometric 
chart covers normal air temperature conditions 01S 
if hom and at sea level. It graphically plots the rela- O14 
Hic CONE tion of important air conditions such as (1) B , 


dry bulb temperature, (2) wet bulb tempera- 
ture, (3) relative humidity, (4) dew-point 
A temperature and (5) amount of moisture 
, present in air for a given temperature 


O12 
Ol 
010 















t ar, : 
rimene and humidity. (Chart shown courtesy 
o< than Carrier Corp. ) 08 
ic Divi 007 
ced the 
les post’ A 
gers: R. teroaton 20 3 
rn New es 
ylvania: TewPenarune F mip 


et 
yor " 
3 oo 
woe - 


}) 





Figure 2—The instrument shown is a 
sling psychrometer. It consists of a dry 
bulb and a wet bulb thermometer ar- 
vanged in a bracket so that rapid air 
motion can be provided over both 
thermometer bulbs. The readings ob- 
tained in this manner will establish 
normal air temperature on the dry bulb 
thermometer and wet bulb tempera- 
ture on thermometer having its ele- 
ment covered with a moistened wick. 
A special slide rule or table can then 
be used to convert these readings to 
relative humidity. (Photo courtesy 
Frieze Instruments. ) 


this figure have used the aircondition- 
ing feature as a major advertising and 
selling point. Therefore it can be ex- 
pected that although there were a 
number of different makes of combi- 
nation heating and cooling systems on 
display at the ASH&VE exposition 
last year, there will be more units and 
some innovations this year. 

The extent of activity in this field 
right now means that fueloil distribu- 
tors and oilheating dealers must ana- 
lyze their position and take sights on 
the future. It is very likely that the 
following predictions will materialize 
in a short period of time: 1) The num- 
ber of manufacturers in this field will 
increase, but not excessively. 2) The 
pattern for distributing and installing 
this equipment will take more definite 
shape. 3) Those dealers who are prop- 
erly prepared will derive a fair share 
of the benefits. 4) Those oilheating 
dealers who are not prepared may ex- 
pect an increasingly smaller percent- 
age of total available business, 

As of now, only a few oilheating 
contractors have had experience with 
residential air cooling equipment. 
Many must soon face their customers 
and prospects with complete confi- 
dence that their recommendations are 
basically sound. Those dealers who al- 


68 


ready have given this matter some 
careful thought correctly recognize 
that the installation of heating and 
cooling in a residence is not the best 
place for a “cut and try” method. In 
fact the addition of cooling and de- 
humidifying to a heating system pre- 
sents the installer with a great oppor- 
tunity to make a costly mistake that 
cannot be easily rectified. Therefore 
the dealer who must protect his future 
customer relations should not antici- 
pate the glamour and the desirable op- 
portunity for higher unit sales volume 
without adequate preparation. This 
series of articles cannot possibly re- 
place field experience. It will accom- 
plish its intended purpose if it empha- 
sizes what must be acquired through 
hard work to gain complete under- 
standing of the numerous factors 
which influence the success of this type 
of project. 

It is an established fact that air- 
conditioning equipment manufacturers 
have increased production and low- 
ered unit costs to make residential air- 
conditioning practical for a much larg- 
er market than was the case only a 
few years ago. The important need 
now is to keep installation costs with- 
in reason. Manufacturers recognize 
that this can best be accomplished by 
providing the oilheating dealer with 
data that will enable him to efficiently 
estimate: 

a) Sizes of all components 

b) Price for all of the above 

c) Best installation methods 

d) Fair cost for this labor 


Before analyzing any one phase of 
this work in detail, it will be necessary 
to review some of the fundamentals of 
airconditioning as it applies to human 
comfort. We all know that comfort in- 
doors is affected by the temperature, 


February 
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humidity, air motion and air cleanlj. 
ness, It is important to understand the 
relationship that each has to the other. 
Probably the best way to do this ig to 
become familiar with the psychro 
metric chart. As far back as 1911 the 
late Dr. W. H. Carrier provided the 
formula which made possible the chart 
shown here as Figure #1. The under. 
standing and use of this chart enables 
the designer to bring air to a de 
sirable condition of temperature and 
humidity. 

Note that in order to arrive at a 
given point on the chart (to reach an 
established set of air conditions) two 
of the several factors must be meas- 
ured and plotted. Then all other fac. 
tors can be read from the chart. For 
a typical example, the dry bulb tem 
perature is the easiest to determine, 
using a dependable thermometer. 

Usually the second easiest to meas- 
ure factor is the wet bulb temperature. 
Refer to Figure #2 for a description 
of one type of sling psychrometer 
used to measure both dry and wet 
bulb temperatures simultaneously, To 
understand the use of this instrument 
it is only necessary to remember a few 
engineering fundamentals and basic 
definitions. 


Definition of relative Humidity 


As air temperature is increased, the 
ability to absorb and contain moisture 
as vapor increases rapidly. Relative 
humidity, by definition, is the amount 
of moisture present in air as vapor and 
at a given temperature, compared to 
the total amount which could be con 
tained at that same temperature. 
Therefore the sling and the chart estab 
lish relative humidity because by meas 
uring the rate of evaporation at 4 
noted temperature, a direct compari 
son can be made. 

If the air to be measured already has 
100% relative humidity there will be 
no evaporation on the wet bulb wick, 
and readings for both thermometers 
will be the same. When the relative 
humidity is lower, the wet bulb read’ 
ing is also lower because of the rate 
at which evaporation takes place. The 
drier the air may be, the more rapid 
the rate of evaporation will be, and the 
more the wet bulb will be cooled below 
the dry bulb. 
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For practice, here are some typical 
illustrations of readings that may be 
made on the chart, Figure #1: 

A) For 30° dry bulb and 28° wet 
bulb the relative humidity is 
80%. The moisture content of 
this air is about 20 grains per 
pound of dry air. (There are 
7000 grains in one pound.) The 
dew point temperature of this 
air is 25°. This means that if 
the air temperature should be 
dropped to 25° or less, there will 
be free moisture or condensa- 
tion, the amount being related to 
the amount which temperature 
is reduced. 

B) For 70° dry bulb, 57° wet bulb 
readings, the relative humidity 
is 45%. The moisture content 
is 50 grains per pound of dry 
air. The dew point is 48°. 

C) For 95° dry bulb and 75° wet 
bulb, the relative humidity is 
40%, Moisture content is 100 
grains and dew point is 67°. 

Taking “A” above as a likely nor- 
mal out-door condition in winter, and 
assuming that “B” is a desirable in- 
door condition for comfort and health 
the figures show the'amount of humid- 
ification that will be necessary. In this 
case 50 —30 = 20 grains of moisture 
for each pound of air lost due to in- 
fltration hourly. For a well con- 
structed modern house this could be 
calculated for this purpose at some- 
thing less than one air change hourly. 

While considering in-door winter 
conditions do not for a moment over- 
look the importance of humidification 
a an important part of the comfort 
and health picture for the occupants, 
and a life insurance factor for the 
building, the furniture and the fabric 
furnishings. Strictly from the comfort 
standpoint a person’s age, degree of 
activity, clothing and normal climate 
affect his personal sense of comfort 
at a given air condition. 

Relative humidity and air velocity 
contribute a great deal. Since heat 
must be provided while evaporation 
§ taking place, body temperature is 
automatically regulated by the rate at 
which the body perspires and evap- 
orates moisture on the skin surface. 
By allowing sub-normal humidity 
indoors in winter it becomes neces- 


sary to raise the temperature to reduce 
radiation and in this way offset the 
chilling effect of evaporation which is 
taking place because the humidity is 
lower than it should be. 

While considering complete aircon- 
ditioning for any residence which re- 
quires heating in winter, the need for 
humidification increases in the coldest 
climate and with the relative size of 
the heating plant. 

Figure #3 shows the Walton com- 
pletely self-contained humidifier which 
includes water flow regulating valve in 
reservoir, and 30 watt motor driven 
atomizer capable of handling more 
than 3 gallons in a 24 hour period. 
This unit is normally mounted outside 
the warm air plenum but can be in- 
stalled in other locations. The motor 
is usually wired in series with the 
blower but can be controlled with 
humidistat. 

On the other hand, in hot summer 
weather the human body attempts to 
dissipate uncomfortable heat by in- 
creasing the rate at which perspira- 
tion takes place, anticipating the cool- 
ing effect of evaporation from the skin 
surface. Unless the evaporation can 
occur there is no cooling sensation and 
we say that the heat is oppressive. But 
when airconditioning lowers the hu- 
midity as well as the temperature, and 
the evaporation rate then is more nor- 
mal, body comfort is restored. 





Figure 3—The “L” shaped mounting 
bracket has vertical side mounted over 
a small hole in the warm air furnace 
plenum. The air is fed to the atomizer 
fan suction through bottom tube. Air 
is returned with moisture through the 
top tube. The bottom of the mounting 
bracket supports the reservoir which 
in turn supports atomizer and cover- 
ing directional vapor dome. (Photo 
courtesy of Walton Laboratories, Inc.) 








Air motion will obviously increase 
the rate of evaporation during ‘any 
season, but excessive air circulation can 
be undesirable because of sound or 
because the body objects to drafts. 
Lack of sufficient air motion is respon- 
sible for stale air which may be equal- 
ly undesirable. 


Reasonable air Movement 


While it is difficult to make a gen- 
eral statement on what may be con- 
sidered to be reasonable air movement, 
it is probably safe to say that it should 
be between 15 and 25 feet per minute 
in the occupied zone. For cooling par- 
ticularly, and usually for heating as 
well, the greater the temperature dif- 
ference between supply air and room 
air the more important it will be to 
keep air motion in the low velocity 
range. 

As for ventilation, this important 
phase of the overall airconditioning 
picture has greatly varying standards, 
based largely on the number and con- 
centration of the occupants, the ac- 
tivity of the occupants and perhaps 
the amount of exhaust that is required 
for special purposes, In a residence it 
has been well established that normal 
infiltration is adequate ventilation dur- 
ing the seasons when out-door tem- 
peratures are extreme. The big ad- 
vantage to be gained by avoiding un- 
necessary ventilation is a saving in 
equipment size and cost, plus what can 
be a substantial saving in operating 
expense. 

Furthermore a well balanced cooling 
system, or heating system, can be up- 
set by the loss of conditioned air that 
will pass through open windows, poor- 
ly sealed fire place stacks or oversized 
kitchen ventilating fans. 

Articles which are to follow in this 
series will analyze in some detail the 
theory of the refrigeration cycle, the 
types of unit equipment available for 
providing the cooling and dehumidifi- 
cation that adds so much to summer 
comfort and the methods being recom- 
mended by some of the experienced 
manufacturers of airconditioning for 
the application of this type of system. 
Also included will be some studied 
opinions of experienced heating men in 
various parts of the country who al- 
ready are in cooling. 
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Innards of SelecTemp Heater, rear 
view, See steam-heated chimney at ex- 
treme left. Adjacent to it is steam sup- 
ply line, running to steam nozzle of 
turbine, that heats it throughout the 
heating season whether or not heater 
is taking steam. Below nozzle is casing 
of throttle valve bellows. About 4,000 
of these units are already in use, al- 
though Iron Fireman announced avail. 
ability of system to heating trade only 
recently. 


Steam Heat 200% Modern 


Iron Fireman’s steam System gives steady, modulated, zoned Heat; even filters Air! 


by 
J. W. Schulz 


spine experts who serve 
FO&OH as guinea pigs—reading 
through first drafts of feature articles 
to make certain they can be under- 
stood quickly and easily — were as- 
tonished when they learned there'd 
be a big article on steam heating for 
homes. 

“The domestic steam heating plant 
become popular,” one 
burner dealer objected. “The concept 
of steam heat is old-fashioned.” 

Pointing out that the concept of 
having women around is also old- 
fashioned but that modern women 
still seem popular, we asked this dealer 
and other oilheating experts to be spe- 
cific regarding any dislike they had for 
steam heat. Steam heat for new homes 
has been on the decline, to state things 
mildly. 

The experts’ objections to steam 
heat, it developed, center on the point 
that typical domestic steam plants 


can never 
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don’t provide heat that is smooth and 
steady enough. Given steam that’s 
necessarily about 212° F., a radiator 
becomes overly ambitious in mild 
tries to become hot 
enough to heat its room on a zero day. 
When the flow of steam to it is 
stopped because the radiator has given 
the room sufficient heat, the radiator 
gradually becomes cold. Thus the radi- 
ators of an ordinary steam plant are 
alternately extremely hot then cool 
during the mildly cold weather that 
forms most of a heating season, and 
many oilheating experts think of steam 
heat as bumpy, on-and-off heat. 

The new Iron Fireman steam heat- 
ing system that’s the subject of this 
article certainly can help eliminate the 
idea that steam heat in homes is neces- 
sarily bumpy, on-and-off heat. That 
cancels out probably the greatest ob- 
jection which oilheating experts have 


weather — it 


to put steam heating systems into new 
homes. At all times when a room needs 
more than a trace of heat 
5% of its coldest-day, design amount 


more than 





of heat—the Iron Fireman steam sy 
tem provides the room with heat that 
is definitely continuous. There’s steam 
pressure on the boiler throughout the 
heating season—six to ten pounds gage 
pressure may be used in a typical small 
house-heating system — and throttling 
valves located in the rooms continu 
ously meter to each room a steady flow 
of steam. Needing heat, a room re 
ceives Btu’s steadily from a flow of 
steam at precisely the correct rate for 
keeping the room at the desired tem 
perature. 

In addition to providing continuous 
heat, this new Iron Fireman system 
provides individual room temperatute 
control—a great advancement over 
zoned heat that gives a modern home 
the benefit of two or three room ther 
mostats instead of just one thermostat. 
This system goes further, in fact, than 
the idea of one room thermostat fot 
every room in the house, for it pro 
vides a room thermostat for evely 
radiator in the house, 

Iron Fireman applies the tem 
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“SelecTemp Heater” to the units ac- 
tually used in this system in place of 
radiators. That is suitable because 
these units are unlike any radiators 
ever made before. 

Included in a “SelecTemp Heater” 
are such parts as these: 


1. A heat transfer core that makes 
you think of a small part of an auto- 
mobile radiator. 


2. A complete miniature steam tur- 
bine that drives a shaft on which air- 
circulating blowers are mounted. 

3, A set of centrifugal air blowers 
for circulating room air and forcing 
it through the heat transfer core. 

4. Filters to remove dust and dirt 
from the air that enters the centrifugal 
blowers. 

5, A highly developed control sys- 
tem; affected by the temperature of 
room air near the heater because it 
acts as a room thermostat, this con- 
trol system meters steam to the steam 
turbine and the heat transfer core—in 
the amounts needed to maintain the 
temperature of the room at the desired 
level. 

Using steam, the SelecTemp Heater 
circulates the air in a room and filters 
the air that’s circulated. Also, it 
checks on the temperature of the air 
in the room and, operating continu- 
ously when heat is needed, provides 
the room with sufficient Btu’s to keep 
it at the proper tem- 


its 
perature, It runs i PRESSURE VALVE — 
seam turbine slowly 
when little heat is ai | STEAM MAIN 
needed; slow turbine “ 






increase in: 1. The speed of turbine. 

2. The Btu output of the heat trans- 
fer core—getting steam from the tur- 
bine. 

3. The speed of the centrifugal blow- 
ers driven by the turbine, 

4. The cfm output of the blowers. 

The room thermostat and the other 
control devices in the SelecTemp 
Heater do not use electricity and con- 
tain no wiring whatsoever. Response 
to room temperature starts with the 
action of a bimetal helix affected by 
room temperature, winds up with a 
thermal bulb causing a bellows (con- 
nected to it by capillary tubing) to 
open a throttle valve that admits the 
steam to the heater. 

An accompanying drawing and its 
caption give full details of the action 
of the unique control system in the 
SelecTemp Heater. 

These heaters are made in three 
sizes having nominal outputs of 6,- 
000, 12,000, and 18,000 Btu per hour. 
Figuring precisely, a table that cor- 
relates steam pressure on the heater to 
Btu output of the particular heater is 
used in planning a heating system of 
this type. This table indicates, for 
example, that four pounds of steam 
pressure on the smallest heater gives 
it an hourly Btu output of 3,700, 
whereas 12 pounds steam pressure on 
it gives it an output of 6,500 Btu per 





hour. The steam pressure at the heat- 
er is not the same as the steam pres- 
sure on the boiler, because of the pres- 
sure drop of the steam line that con- 
nects the boiler to the heater. Copper 
tube steam lines of surprisingly small 
size are used in these systems, yet the 
drop in steam pressure between the 
boiler and the heaters of domestic sys- 
tems usually is less than two pounds. 
As has been indicated earlier in this 
article, the pressure maintained in the 
boiler of a typical small house-heating 
system may be six to ten pounds gage 
pressure. Two SelecTemp Heaters are 
installed in large rooms having heat 
losses that exceed the Btu capacity of 
the largest SelecTemp Heater. Two 
heaters may be used in a long, narrow 
room for the sake of proper heat dis- 
tribution. An advantageous oddity of 
this system lies in the fact that over- 
sizing the heaters in any or all of the 
rooms does not result in poor perform. 
ance, because each heater automatical- 
ly modulates its output and provides 
the room with only the amount of heat 
needed to keep it at the proper tem- 
perature. By the same token — also 
thanks to each heater’s having its own 
built-in room thermostat — these sys- 
tems are 100% self-balancing. That 
eliminates the need for time-taking, 
expensive balancing, which certain oil- 
heating equipment dealers have been 
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Slab-type home system includes SelecTemp Heaters, pressure valve at boiler, and turbine- 
driven condensate pump—all unique new parts of the Iron Fireman steam heating system. 
Called a perimeter or loop system, the piping of this schematic drawing includes overhead 
steam mains and underground return mains, Utterly flexible, the Iron Fireman steam heating 
system can be layed out so that its steam mains are under concrete slabs. 








Close-up of mechanical-hydraulic 
room-temperature control system of 
SelecTemp Heater. Pencil at right, 
near top of photo, is holding open the 
free-floating damper that’s moved by 
bimetal helix as helix responds to 
changes in room temperature. Up- 
ward-downward movement of a heavy 
wire in drawing, caused by changing 
setting of big adjustment device of 
room thermostat, rotates shaft on which 
bimetal helix is mounted. Simple cam 
arrangement, adjusted by screwdriver 
slot, calibrates thermostat quickly. 


doing to make sure that each room in 
the house receives Btu’s at the proper 
rate to heat it to the desired tempera- 
ture. 


Air circulation and air filtering are | 


features of this new Iron Fireman 
steam heating system, but the air is 
circulated in each individual room. Air 
from bathrooms, sickrooms, and kitch- 
ens is not circulated throughout the 
other rooms of the house. On the 
other hand, a dual heater is available. 
Located in a wall between two rooms, 


it heats both rooms. Outside-air 


ventilation also is available with the | 


SelecTemp Heaters. The occupant of 
a bedroom, for example, can sleep bet- 
ter because he receives the benefits of 
a metered supply of outside air com- 
ing in through an outside-wall heater. 
Fresh, filtered, and tempered with re- 
spect to temperature, the input air 
continues at the proper flow rate re- 
gardless of wind or other outside dis- 
turbances. 

The bimetal helix (see drawing) of 
the SelecTemp Heater is located far 
from the steam-heated turbine and 
heat transfer coil 
and is adjacent to 
the lower grill 
through which air 
enters the heater 
from the room. 
The design and lo- 














cation of the room 





temperature control device thus are in. 
tended to end any worries about a 
thermostat built into a heater being 
unable to regulate room temperatures 
as well as they are controlled by a 
usual electric thermostat mounted on 
an inside wall far from the source of 
the heat for the room. Changes in 
outside temperature affect the thermo. 
stat of the SelecTemp Heater more 
rapidly, in fact, than they would af. 
fect a thermostat located farther from 
the outside wall. A  two-degree 
Fahrenheit change in the temperature 
of the bimetal helix in the heater causes 
the helix to move the free-floating 
damper from the no-heat position to 
the full-heat position. If you turn the 
heater off by lowering the setting of 
its room thermostat sufficiently, the 
flow of steam to it is shut off by the 
throttle valve. The steam turbine and 
centrifugal fans stop running, and the 
heat transfer core becomes cold. If 
you then set up the thermostat far 
enough to demand full heat from the 
unit, the controls take about 60 sec: 
onds to start the turbine and bring it 
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Mechanical-hydraulic control system of a SelecT emp heater 
needs no electricity, has no wiring whatsoever. Greatly 
simplified, this drawing omits parts to emphasize most im- 
portant working parts. See above photograph for camera 
version of these same parts. Chimney in drawing is steam 
heated throughout the heating season, even when Selec- 
Temp heater is not taking steam and running. Heat from 
the steam supply line entering heater serves to keep chim- 
ney warm, With free-floating damper closed because bi- 
metal helix finds that the room is warm enough, the chim- 
ney temperature exceeds room temperature—because chim- 
ney is heated by the steam supply line. Then liquid in the 
thermal bulb expands due to temperature rise, and higher 
pressure in capillary tube expands the throttle valve bellows 
and closes the throttle valve so that no steam enters Selec- 
Temp Heater. Drop in room temperature causes free-float- 
ing damper to open. Draft of steam-heated chimney draws 
room air into chimney around free-floating damper. 
Thermal bulb cools a bit, opening throttle valve and ad- 
mitting steam to heater. Modulation is from full capacity 
of heater to one-twentieth of its full capacity, Doing no 
work as it responds to room temperature—not even snap- 
ping a tiny switch—the relatively large bimetal helix re- 
sponds nicely to slight chances in the temperature of the 
room air that it samples continuously, as unit operates, as 
the result of draft action of the steam-heated chimney. 
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up to full speed by opening fully the 
throttle valve. In actual operation 
with room temperature affecting its 
positioning, the throttle valve opens | 
and closes very gradually. It moves 
but a bit at a time. The free-floating 
damper at the bottom of the chimney | 
(see drawing) also tends to remain 
within a small fraction of an inch of | 
one position. The overall result is that : 
actually the temperature of the room 
near the heater is kept within one-half 
of one degree Fahrenheit. The bi- | 
metal helix normally does its control- 
ling by moving a fraction of its full 
swing, not by moving the full distance | 
that corresponds to a change of two 
degrees Fahrenheit. 








Good Results in Modern Homes 


Iron Fireman’s engineers are thrilled 
by the action of their SelecTemp | 
Heaters in ranch-type homes that have | 
been studied. With sun helping heat | 
one side of these homes on a winter’s | 
day, the SelecTemp Heaters on the | 
sunny side of the house either shut off | 
completely or give but a trace of heat, | 
while the heaters in the rooms not | 
heated by the sun automatically give 
off much more heat. With no sun and | 
the outside temperature unchanged, all | 
the heaters operate similarly — all 
carry similar percentages of their 
maximum loads. If you open a win- 
dow or an outside door, within a few 
seconds the heater in the room revs 
up. It’s gratifying to put your ear 
near a heater and listen to its little 
turbine and blowers speeding up. 

We asked E. C, Webb, Vice Presi- 
dent of Iron Fireman, the maximum 
speed of the turbine and circulating 
blowers. He answered, “approxi 
mately 5,000 rpm.”” Don’t, however, 
get the idea that’s awfully fast—these 
are small-diameter parts, not the 
larger blowers, for example, which oil- 
heating experts usually see. Output 
tange in Btu’s of the SelecTemp Heat- 
et is the same as the rpm range of its 
turbine and blowers—twenty to one. 
That is, throttled down greatly be- 
cause the room it heats needs little 
heat, the unit’s turbine and blowers 
will continue to run until their speed 
Sone-twentieth of the speed that gives 
100% rated heat output. Thus with 
the room needing from 5% to 100% 























CONDENSATE 

PUMP, DRIVEN 
BY STEAM 

TURBINE 








Close-up of specialties at the boiler. 
Pressure valve permits steam to flow 
to SelecTemp Heaters only when boiler 
pressure is high enough to drive prop- 
erly the steam turbine in the con- 
densate pump unit. Line A-B connects 
boiler to condensate pump unit at all 
times, makes boiler pressure available 
to the turbine, Line C-D connects cen- 
trifugal pump to boiler; condensate is 
pumped back to boiler through this 


line. 


of maximum heat, the SelecTemp 
Heater serving it will be running con- 
tinuously—modulating fashion. 

The “Graphitar” bearings used in 
these heaters—for the turbine and 
blower shafts—are exceedingly hard 
and on a practical basis can be cut 
only with a carbide tool. The shafts 
are of highly polished stainless steel. 
Iron Fireman’s engineers speak of ex- 
pecting 20 years of life from these 
parts—emphasize their small size and 
light weight. 

The steam connection for all three 
sizes of SelecTemp Heaters is for 
34” O.D. copper tubing; condensate 
connection takes Y%4” O.D. copper tub- 
ing. A screen at the steam inlet con- 
nection strains the steam flowing into 
the unit, prevents plugging of the 
steam nozzle of the turbine by pipe 
dope, chips, solder particles, etc, that 
might travel to the heater with the 
steam. It’s not that the turbine’s steam 
nozzle is tiny, however—it appears to 
have about a 3/32” diameter opening. 

Steam serves to heat the chimney of 
the control system, even with the throt- 






tle valve closed and the turbine and 
blowers idle. The entering steam sup- 
ply line is adjacent to this chimney to 
warm it so that it will provide draft 
that causes air to flow upwards 
throught it. When the throttle valve 
opens, steam serves to drive the tur- 
bine and run the fans. All of the 
steam that drives the turbine exhausts 
into the heat transfer core, and here 
all of it is condensed with the result 
that the 4%” O.D. copper tube con- 
densate line of the heater receives only 
water—no steam reaches it. 

Two highly interesting accessories 
are used together with the SelecTemp 
Heaters, in Iron Fireman’s new steam 
system. One is termed simply the 
“Pressure Valve,” the other is a con- 
densate pump driven by a steam tur- 
bine similar to the steam turbines in 
the heaters. 

Located near the boiler, the “Pres- 
sure Valve” remains tight-closed and 
prevents any steam from flowing to 
the heating system—to the SelecTemp 
Heaters—when the steam pressure on 
the boiler is insufficient for proper op- 
eration of the steam-driven condensate 
pump. The “Pressure Valve” is ad- 
justable, can be set to maintain from 
five to ten pounds steam pressure on 
the system. With the oilburner turned 
off the boiler is not steaming, of course. 
When heat is needed in the fall, a 





Steam turbine of heater. Notice that 
the steam supply line going to tee un- 
der steam nozzle of turbine comes out 
from behind chimney, which it heats 
all the time there’s steam pressure on 
the boiler — that’s continuously 
throughout the heating season. 
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manual switch is turned on by the 
home owner. The burner starts. Until 
the “Pressure Valve” opens at the 
minimum steam pressure that provides 
satisfactory operation of the steam- 
driven condensate pump, the steam 
mains connected to the 
Valve” will not receive steam, and of 
course the heaters in the rooms will 
not receive steam. The “Pressure 
Valve” serves also to maintain con- 
stant steam pressure on the heaters in 
the rooms. It has a 114” steam inlet 
connection and a 144” steam outlet 
connection that can be used to feed 
steam to a steam main, also has eight 
radial 4%” IPS outlets—can be used 
as a header to provide steam to 34” 
O.D. copper tubes that connect to the 
heaters of a wagon-wheel or similar 
steam piping system. 


“Pressure 


Pump includes Tank 


The steam-driven condensate pump 
includes a condensate receiver tank. 
Condensate from the system flows to 
this tank by gravity. Rising high 
enough in the tank, the condensate 
raises a float that opens a valve. 
Through the valve flows steam from 
the boiler—it drives a steam turbine 
which powers a centrifugal conden- 
sate pump, which takes condensate 
from the tank and pumps it into the 
boiler. The centrifugal condensate 
pump can develop head pressure equal 
to three times the steam pressure ap- 
plied to the steam turbine that drives 
the pump. The exhaust steam from 
the turbine passes through condenser 
coils that heat the water being re- 
turned to the boiler, resulting in negli- 
gible cost for operating the pump. In 
fact, the only cost of operating the 
pump equals its Btu heat loss — the 
number of Btu’s that come from it and 
heat the room in which it is located. 

The way things work out with this 
amazing steam heating system, air- 
ridding the steam piping, SelecTemp 
Heaters, and condensate return lines 
is no problem at all. The steam pres- 
sure is high enough to drive the air 
along in the pipes ahead of the steam. 
No vents are used on the mains or the 
heaters in the rooms. The air just 
naturally and agreeably escapes from 
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the SelecTemp Heaters through the 
VY” O.D, copper tube condensate lines 
connected to the heaters—after all a 
system of this type has very little air 
in it to start out anyhow—and winds 
up escaping from the system through 
the top of the condensate receiver. 
That only condensate, no steam, finds 
its way to the condensate lines that 
drain the heaters has been mentioned 
before. Thus there are no complica- 
tions related to the need to use ther- 
mostatic or other traps to keep live 
steam out of the condensate lines. A 
steam main trap sometimes is used in 
systems of this type to drain conden- 
sate from the end of a steam main 
that’s dripped down away from the 
boiler . . . or in connection with a two- 
pipe system having both return and 
supply lines located under the slab of 
a slab-type building. Iron Fireman 
provides a float-type trap without 
thermostatic action for such applica- 
tions. 


Planning a system of this type, an 
equipment dealer or heating engineer 
finds he has the advantage of tre- 
mendous flexibility. The boiler may 
be located almost anywhere with re- 
lation to the heaters in the rooms. It 
can be relatively far from the heaters 
because the copper tube mains and 
condensate lines are small, thus are 


Actual installed appearance of one of 
the heaters. Practicing what it 
preaches, Iron Fireman heats its own 
executive offices in Cleveland using 
these heaters. Here engineer points to 
the adjustment device of room ther- 
mostat—extra-large pointer and scale 
that’s set to provide the desired tem- 
perature in each and every room. 
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relatively inexpensive and have low 
heat losses. The boiler can be at the 
same level as the room heaters, or jt 
can be greatly below them or even 
above them. You can put the boiler 
on the roof, if you like! Much of this 
flexibility is the result of the standard 
use of the steam-driven condensate 
pump with this system. Given only 
five pounds steam pressure by the 
boiler, this condensate pump will re. 
turn water to the boiler from Selec. 
Temp Heaters located 20 ft. below the 
boiler. 


Provides summer hot water 


Iron Fireman recommends that 
steam lines in this system larger than 
34" O.D. size be insulated. It finds no 
need to insulate smaller lines. Small 
tube heat losses are negligible, it points 
out, and anyhow they help heat the 
house. The boilers used with this sys 
tem are excellently insulated to mini- 
mize their heat losses. Naturally these 
boilers can provide summer-winter hot 
water. 

After learning a bit about this new 
steam heating system of Iron Fire: 
man’s, the man who had said steam 
heat is old-fashioned confessed he had 
a red face. After all, he said, his state’ 
ment was not directed at THIS KIND 
of steam heating. 

“Is this 100% modern steam heat?” 
I asked him. 

He replied, “This system has got too 
much that’s entirely new in it for 2 
fellow to be able to make up his mind 
about it in an hour or two. Anda fel, 
low who hasn’t had the advantage of 
seeing a system of this type in actual 
operation is at a disadvantage. But as 
far as I can tell from what I’ve learned 
about the system so far, it is not 100% 
modern. It’s 200% modern!” 

. 
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W. H. Quay, sales manager of the 
eastern Pennsylvania marketing region 
of The Atlantic Refining Co., Phila 
delphia, has been transferred from the 
company’s regional headquarters in 
Reading to the main office to serve 4 
special merchandising assistant. P. J 
Sturgeon will move to Pittsburgh # 
sales manager of the company’s west 
ern Pennsylvania marketing region. 
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Are Families Peopler 


In which an oilheating serviceman’s Wife lets fly 


by 
Barbara J. Thompson 


RR—THE TEMPERATURE is drop- 

ping and all sensible bears, squir- 

rels and the like are already in hiberna- 

tion. You may think that animals are 

the only ones to do this. But no, now 

is the time for all good oilburner serv- 
icemen’s families to do the same. 

The oilburner serviceman (herein- 
after referred to as the O.B.S. for 
short) breathes in the cold frosty air 
and at 7:30 a.m. is off. 

“Tl expect you when I see you, 
dear,” I say brightly. 

“Yes, the dispatcher will be loaded 
today,” he says and walks off with head 
high to keep the homes fires (oilburner 
style) burning. The engine sputters 
and catches—these service trucks are 
all second-hand and not built for speed 
or beauty, But it is better than using 
your own car; we ruined one that way. 
Istand in the doorway and wave Good- 
bye with a cheerfulness I do not feel. 
This is It—from now ‘til February, 
the family of the O.B.S. hibernates. 

If the children wake up early enough 
in the morning they may catch a 
glimpse of Daddy, but that is all for 
they will be sound asleep when he re- 
turns anywhere between 10 p.m. and 
lam. The 54-year-old goes off to 
Kindergarten and the 3-year-old wants 
to play the phonograph. 


F-cloil 


‘You can’t dear, the plug is broken.” 

“Can’t you fix it Mummy?” You 
would be surprised at what Mummy 
can fix in the winter, I have been 
known to get the car running from 
telephone instructions from the busy 
O.B.S. 

“No dear, Daddy will have to fix 
that.” 

“Will he be home tonight?” 

‘Sometime dear.” Life goes on, then 
the phone rings, A friend wants us to 
come over for Canasta one night in the 
week. “I’m sorry Mary, now that it’s 
turned cold I just can’t make definite 
plans. [ll call you later.” 

Fortunately the O.B.S. taught me 
to drive. I do the grocery shopping, all 
the Christmas shopping, visits to the 
doctor etc.; answer all correspondence, 
write all the checks (I'll bet the bank 
clerks think the O.B.S. is really a sad 
sack—he never writes a check) and 
behave generally as if I were a widow. 

I am, on all but two counts—there 
is no death certificate and no Insurance 
check! I attend a meeting at School. 
There is to be a tea and this tea will 
take place in the evening so that as 
many fathers as possible can attend. 

“Are there any nights that are in- 
convenient?” asks the teacher. 

“Wednesday is my husband’s night 
on call,” I say timidly, A few other 
people have difficulties, but these are 
merely due to Lodge meetings or other 


social affairs. It is set for Tuesday and 
I go home and mark the calendar. 
Around 6 p.m. the 3-year-old hears 
cars on our dead end street. 

‘“Daddy’s home, Daddy’s home,” she 
whoops. 

“No dear, Daddy won't be home ’til 
late.” Her face falls, but she will be 
used to it by Christmas. 

Around 11:30 p.m. here comes the 
O.B.S. I have kept his supper hot and 
he eats and reads the paper. I have a 
cup of coffee and chatter about the 
day’s happenings. He grunts now and 
then to show that he can hear me—I 
mention the tea and that they want as 
many fathers to attend as possible. 

“Tuesday night, eh,” he murmurs. 
I hear his mind ticking over asking 
Heaven for a good frost or even a 
snowstorm if necessary; although this 
last makes him apoplectic when he 
talks of the fools on the road who can’t 
drive and block traffic. He then de- 
scribes with disgust the big house he 
was in today, with the ancient and 
inefficient oilburner in the basement. 

“Why will people spend money on 
fancy cars and so on, and not for new 
heating equipment?” Or maybe a burn- 
er has been installed in such a way 
that the average serviceman has to be- 
come a contortionist to work on it, He 
rids himself of his pet peeves and we 
go to bed. The next day, Saturday, 
starts at 6:45 a.m., and other men with 
5-day a week jobs are home. The family 
goes shopping together or the man fixes 
things around the house. Not us—it’s 
a work day; 10 p.m. brings the O.B.S. 
home. 

“T like to get home early on Satur- 
day nights! he opines, He eats and half 
listens to me and then takes a hot bath 
and hopes he can sleep tomorrow as he 
is dead tired. 


























grab the alarm clock only to realize 
that it is the telephone. I moan—I 
know who it is—it’s the service dis- 
patcher at 7 a.m, on Sunday morning 
and he wants to talk to the O.B.S. 

The man who is on call this week- 
end is either sick or is snowed under 
with calls, and either way he wants the 
O.B.S. to work. The latter asks if he 
has called the rest of the crew and the 
dispatcher says he even has the service 
manager out. Well, if he’s working, 
things must be bad, so here we go 
again. Maybe the phonograph will be 
fixed while I am getting breakfast (he 
is allowed time to eat) ; but the car will 
sit all day again—it broke down two 
days ago. The wood he bought for 
shelves for the kitchen will sit in the 
basement for another week. Maybe he 
will get next Sunday off. The one after 
that?—oh, that’s his regular weekend 
on call! 





What does he get out of it? The 
job is reasonably interesting; he would 
hate a desk job. Every call is different 
and will present a different problem. 
He is, within limits, his own boss. He 
can get to job A before job B unless 
one has been given him as urgent. He 
meets interesting people and in one 
day may be inside an embassy, a res- 
taurant or a slum house, He represents 


his Company in the customer’s house 
and in that capacity soothes the impa- 
tient lady and chats with the man who 
wants to know how everything works, 
Pay?—not the best. When a cus. 
tomer gets a bill for $4.50 per hour she 
doesn’t know that the serviceman gets 
only about $1.85 of that. Not like the 
plumbers, whose bills state that “this 
bill is mostly labor costs and we would 
appreciate an early settlement!” This 
for a man who must be electrician 
(they have to take an exam and obtain 
a license), plumber, steamfitter, engi- 
neer and diplomat. On the other side 
too, there are the long and irregular 
hours and the dirty work of cleanups 
which they all hate. Small wonder 
there is a shortage of trained men—too 
many leave the trade. As my man says, 
“An O.B.S. is born, not made.” 
“Amen,” say I, “and so are their 


9g 


wives! 





Oilfiring a gas 


Boiler 


increases its Efficiency! 


_ THOUGH they are designed 
throughout for gas-firing, you can 
oilfire certain gas boilers so well that 
you increase their efficiencies. Oilfired, 
these highly efficient boilers operate at 
even higher efficiencies than they did 
when gas-fired. 

To fight gas competition, it’s been 
said, an organized effort is best—fuel- 
oil suppliers and oilheating equipment 
dealers should organize, in the city in 
which gas heat is threatening to become 
increasingly important. They should 
teach the public the advantages of oil- 
heating. They should stress, for exam- 
ple, that oilheat is the most inexpensive, 
modern, fully automatic method of 
heating. 

An individual oilburner dealer can 
do much for himself, however, to fight 
gas heat in his locality. He can convert 
a gas boiler to oilfiring, prove it works 
better oilfired than gas-fired, and do 
his best to spread this information 
throughout his community. 

A dealer whe plans to do precisely 
this recently wrote FUELOL & OIL 
Hear. His entire letter cannot be pub- 
lished here, because he explains that 
the owner of a new gas boiler is think- 
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ing of switching to an oilburner be- 
cause of what happened when the own- 
er’s wife tried to use her gas oven. The 
details are unfair to gas, because the 
woman acted stupidly. She paid for her 
stupidity, So that she won’t again, she 
now uses an electric cookstove, The 
oilburner dealer’s letter goes on: 
‘Impressed by the relative safety of 
fueloil, which can drip-drip from a lit- 
tle leak without causing you to want 
to get your family out of the house, 


this man wants to convert his brand- 
new gas boiler to oil. The story around 
here has been that gas heat costs only 
about 25% more than oilheat, and is 
worth the difference because it’s bet- 
ter. I'm going to prove in this house 
that gas costs 50% more than oil, and 
that oil is better. 

“To do this, I’ve got to increase the 
efficiency of the boiler when I switch 
it to oil. Your magazine has said this 
is possible. Please help me plan for 
splendid oilfiring of this gas boiler.” 

Here’s what FuELom & Om Heat 
answered. 

Start with the very best gun-type 
burner you can buy. The combustion 

(Please turn to page 158) 
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Selling more in ’54 


Wherein a sales analyst takes you step by step into larger volume 


by 


C. S. Stackpole 
= So AGGRESSIVE, merchandise 
minded dealer in our industry 
smacks his lips at the sales challenge 
for 1954. He knows that to “Sell 
more in 54” he must make more and 
more contacts. He realizes that the 
time is here, right now—when Mr. 
and Mrs. Homeowner refuse to call 
on a dealer by phone or personally 
(except to request service) to ask the 
price of an oil burner, furnace or 
boiler. They are again in the “driver's 
gat” of a buyers’ market. And boy, 
do they love it, and I don’t blame 
them! 

Because keen. competition is again 
rearing its rugged head in °54, let me 
quote from a “Salute to Competition” 
which appears on a plaque in a success- 
ful dealer’s office. It reads as follows: 

“My competitors do more for me 
than my friends do; my friends are 
too polite to point out my weaknesses, 
but competitors go to great expense 
to advertise them. 


Competitors are Smart 


“My competitors are efficient, dili- 
gent and attentive; they make me 
search for ways to improve my selling 
and servicing. My competitors would 
take business away from me, if they 
could; this keeps me alert to hold what 
[ have, 

“If I had no competitors I would 
be lazy, incompetent, inattentive; I 
need the discipline they enforce upon 
me, 

“I salute my competitors; they have 
been good to me. 

“God bless them all.” 

Now I have a suggestion—proceed 
henceforth to regard your competitor 
a a darn smart guy, who is working 
at least 26 hours a day to outsmart 
you. Next, “gird your selling loins” 
and go out determined to outsmart, 
outguess, outwork and outsell him this 
year. Don’t help him by talking about 
him and his merchandise — he'll do 
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plenty of that. Talk about your deal- 
ership, your merchandise, your serv- 
ice, your reliability to your prospects 


whom you have created through your. 


contacts. 

Just one more word about competi- 
tion—remember it does not stop with 
our own industry. Others “out after” 
the consumer’s dollars include those 
selling such items as automobiles, 
household appliances, room coolers, 
radio and television sets. 

So much for competition. What 
about our own industry’s opportuni- 
ties to “Sell more in *54?” Let me pass 
along a “slight touch” of statistics. I’ve 
been frightened about them ever since 
I read the story of marriage in a lum- 
ber camp. “During a logging season 
there were 50 men and 2 women 
(cooks) in the camp. At the end of 
the season, one of the men had married 
one of the women. The company’s 
statistician immediately issued the 
word that 2% of the men had married 
50% of the women in the camp.” 
True, but startling! But now for the 
“statistics.” 

It was Bert Dunphy in his article 
in the December issue of this maga- 
zine, who pointed out that there were 
8'4 million homes still heated with 
coal. It is estimated that about 3 mil- 
lion of these can be sold oilburners. 


Then there is the great and almost 
untouched market for the replacement 
of old and obsolete oil burners. Too 
few dealers pay any attention to that 
market! The fueloil dealer should be 
among the first to “go get” that busi- 
ness. This, in spite of the fact that 
oil consumption per customer may be 
cut down due to the new burner being 
more efficient. However, the addition 
of new customers through aggressive 
selling of burners can make up for any 
loss of fuel sales. If old and obsolete 
burners are not replaced, the users of 
them become “fit prey” for that other 
well known fuel—gas! 

Here’s information from recent sur- 
veys indicating added sales areas you 
can penetrate in your own community 
this year: 

1. 1 out of 5 homes plan to remodel 
in the next two years. 

2. more than one-half of the warm 
air heating installations are ready for 
remodeling. Similar prospects should 
hold for “wet heat” installations, 

3. 1 out of 4 homes have “hard-to- 
heat” rooms. 

4. 2 out of 5 homes have no ther- 
mostatic controls. 

5. upwards of 40 million homes are 
“suspects” and can become prospects 
for summer cooling. 


Comfort-condition—new catchword 


6. the of another 
new electrostatic air filter for the home 


by one of our larger electrical manu- 


announcement 


facturers, reminds us of a new oppor- 
tunity to completely “comfort-condi- 
tion” and “clean-condition” the home. 

The following are more suggestions 
to help every dealer make added mer- 
chandise sales and capture his share of 
the market. 

1. HIRE, TRAIN, SUPERVISE AND 
HELP SALESMEN—"To sell ya gotta 
tell,” and that requires salespeople. In 
addition to the usual sources, look for 
prospective salesmen in vocational 
schools and among salesmen-drivers; 
mechanically inclined folks now work- 


ing in factories; rettred workers who 
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are still active physically and men- 
tally; men who want work to aug- 
ment their 40-hour week; men now 
selling insurance, real estate, automo- 
biles and appliances who are already 
calling on the home folks and can 
easily add oil heating equipment and 
fueloil to their “stock in trade.” There 
may be prospective salesmen among 
your own people, Mr. Dealer, per- 
haps your bookkeeper or the driver 
of your fueloil truck. 

Dr. McMurry, one of America’s 
outstanding leaders in the field of Per- 
sonnel Selection and Training, says: 
“Among other things, a dealer should 
ask a prospective salesman three 
questions :— 

1. “Will you make house to house 
calls?” 

2. “Will you work nights?” 

3. “Will you work for commission 
only?” 

If all three are answered yes—hire 
the man.” 


Hold Morning sales Meetings 


2. HOLD A SALES MEETING EVERY 
MORNING—I've been suggesting this 
at every opportunity to dealers all 
over the country. Now and again I 
hear from someone who has taken the 
advice and he assures me that it works. 
I suggest such a daily meeting, no 
matter how small or large the dealer- 
ship, because all of us in the selling 
business need a daily “urging.” We 
like to tell somebody, who'll listen 
sympathetically, about our daily trials 
and tribulations, our joys and sorrows, 
our triumphs and defeats. After 
everything is “off our chest” we yearn 
for constructive criticism and sugges- 
tions, pats on the back, or stimulating 
kicks in the fanny (figuratively speak- 
ing), all to start us off on the new 
day, fresh, invigorated, informed and 
inspired. 

3, EVERY SALESMAN SHOULD MAKE 
AT LEAST FIVE PHONE CALLS A DAY— 
The five phone calls should be made 
before the salesman leaves the office 
in the morning. Those called should 
be prospective customers never called 
before. One dealer told me that his 
salesmen get appointments from 20% 
of the calls, or 1 out of 5. 

4. EVERY SALESMAN SHOULD PER- 
SONALLY SEND OUT AT LEAST FIVE 
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PIECES OF DIRECT MAIL A DAY—This is 
another profitable habit if it is done 
every morning before the salesmen 
leave the office. Use postcards, bill 
stuffers, broadsides or letters, but do 
it every day. Remember that in any 
Sales Promotional work results do not 
always come immediately, but the 
dealer who keeps everlastingly at it is 
bound to make more sales. 

5. MAKE FIVE BRAND NEW SALES 
CONTACTS EVERY DAY—"Five” is a 
minimum. Never should a day go by 
unless at least that many new canvass 
calls are made. No successful sales- 
man’s prospect file can be kept alive 
and profitable otherwise. Someone 
asks, ““How many calls are needed on 
a qualified prospect to make a sale?” 
I quote from a recent survey of the 
kind of business we’re in: “2% of the 
sales were closed on the first call, 3% 
on the second call, 32% on the third 
call, 10% on the fourth call, and 81% 
after the fourth call.” 

6. CLOSE SALES AT NIGHT—Let’s 
not kid ourselves, success in selling 
“home folks” means night work. I 
know many of you and your sales- 
people are making “night closings” six 
and even seven nights a week, but I 
don’t urge this—three or four nights 
are ample! Those salesmen who have 
never had the fun of sitting down at 
night with “Mom and Pop” and get- 
ting “Pop’s” name on the dotted line 
have missed something. Night is the 
time when home folks are relaxed and 
conditioned to listen to good sales 
stories. 


Sales Crews can canvass 


7. ORGANIZE SALES CREWS TO SEEK 
OUT PROSPECTS AND GET MORE SALES 
—TIf you have an outside sales super- 
visor and more than one salesman, you 
can get a lot of prospects and sales 
by forming a sales crew to canvass 
every morning (after sales meeting, of 
course) in a pre-selected section of 
town. Prospects thus obtained are 
turned over, for follow up, to the 
salesman regularly assigned to the 
locale covered that day. Washing ma- 
chines and vacuum cleaners are where 
they are today as a result of similar 
selling activities. 

8. ADVERTISE AND SALES PROMOTE 
—Use advertisements in your best 
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local medium, the newspaper. Small 
ads on a regular schedule are more 
effective than large ads at long 
intervals. 

Regular radio spots, such as those 
containing your dealership’s name and 
the products you sell can be effective, 
Other good radio spots could include 
the same information plus a weather 
report or short summary of news 
items. TV, if your local rates are 
within your means, is a wonderful way 
to “tell and show” your story. 

The open end mortgage, which 
makes possible monthly payments for 
equipment over a period as long as 
15 years, is a sales promotional aid 
par excellent. Be sure to talk to your 
Building and Loan or other folks about 
this. 

Other local media to consider and 
use where suited are direct mail, street. 
car and bus cards, taxicab cards, bill 
boards, outdoor lighted signs on your 
building, displays in your own show 
room and windows, and of course, the 
phone directory. 


Business Sign good selling Tool 


An often neglected, but very 
effective and inexpensive advertising 
“tool,” is your own business. sign 
placed on the outside of the homes 
or premises where you are making in 
stallations. A successful dealer in a 
small town in Georgia told me that 
he confined all of his advertising and 
sales promotion activity to such signs. 
He said, “I get permission from my 
customer to put the sign up when ! 
make the sale, even if I have to make 
a slight price concession. The result 
is I have so many signs around town 
at all times that people just know ! 
must be the man to see about their 
heating problems and purchases. 

9, SALES CONTESTS — Here's af 
often overlooked but very important 
sales incentive device at the dealer 
level. Make the contests simple. Offer 
money for quota results and better: 
merchandise prizes appeal to “Mama,” 
and what a wonderful sales manager 
she makes if you use her to “spur on” 
her husband — your salesman. OF 
divide the dealership into two teams, 
making the prize a dinner and theatre 
party at the end of the contest. Pro’ 
vide “hamburgers and onions” for the 
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losers, and “‘steak and fixings” for the 
winners. Take everybody to the 
theatre, if quotas and better are 
reached. There are many other varie- 
ties of contests—ask your manufac- 
turer for suggestions. 

10. USE THE USERS AND BOOSTERS 
—Many a dealer has told me that he 
owes his success to his consistent use 
of his users, to whom he offers bonuses 
for prospects who buy. A direct mail 
nessage to all users once a month, but 
wery month in the year is a minimum 
equirement for the best results. 


“Boosters” are such folks as friends, 
xquaintances, other salesmen calling 
in homes, the butcher, the baker, the 
{ugstore man, the meter reader, the 
gretary of the Building and Loan 
Asociation. Use reciprocity — swap 
ad for lead, prospect for prospect, 
tut start today. 

ll. MAKE GOOD USE OF “LEADS” 
‘ND FACTORY COUPONS—How many 
tmes have you heard salesmen say: 
‘Idon’t pay any attention to the leads 
leet!” or, “I haven't had a factory 
ad that was one darn bit of good 
ot a long time, so I don’t waste my 
ime on "em anymore.” 

And remember, no lead or coupon 
sone bit of good after it is 15 minutes 
i. Why? Because after that the 
ompetitor gets there first! 

Woe is me! When I think that 
any a neglected lead or coupon has 
ut the dealer and factory combined 

ywhere from 5 to 20 dollars. For 

m salesman, it’s a “Free ticket to 
theatre of the home.” After the 

eman gets that door open to de- 

et the literature, it is up to him to 
inside and down in the basement, 
dtell his story. The smart salesman, 

w often has traveled 10 to 30 miles 

the coupon “sender-inner’s” home, 

wer leaves that locality without mak- 

Kat least 5 additional calls at homes 

ut at hand, for prospects and sales. 

1. “YA GOTTA BE NICE TO EVERY- 

by’—Here’s a “rugged deal,” but 

important in the selling business. 
hee in a while—but rarely it’s true— 

e heard dealers (not you, my 

Mders) say they wouldn’t do business 

that “so-and-so.” I’ve even read 

tw critical letters that dealers have 
itten to customers whose money 
(Please turn to page 148) 


Preheat "Tank lowers Load 
on electric water Heater 


Have a question that has come up 
several times in the past few months 
and we would appreciate it if you 
would advise. We have several coal- 
fired, warm air furnaces, with plenty 
of furnace volume, converted to gun- 
type oilfiring, also domestic electric 
hot water heaters adjacent to the heat- 
ing plants. Can you suggest a plumb- 
ing hook-up that will allow our cus- 
tomers to take advantage of oil heat 
to lower their winter electric bills? 

We enjoy your publication very 
much and shall certainly appreciate 
any help you can give us. 


Bi eee THE LETTER received re- 
cently from a fuel and equipment 
company in Elmira Heights, N. Y. 

In reply, this company received a 
sketch similar to the drawing that ap- 
pears here, together with a preview 
of the following. 

The preheat tank in the drawing 
should be in the horizontal position, as 
shown, never in the vertical position. 
Horizontal, it will heat completely. 
Vertical, only the top of the tank heats 
and the lower half or so may as well 
not be there. 


The tank should be as high as pos- 
sible. To gain height for it on a job 
where it is parallel to ceiling beams 
in a low basement, first make up the 
pipe connections at the top of the tank, 
then raise it so that these connections 
are located between the beams. 

The preheat tank will not be insu- 
lated. This gains two advantages. First, 
it makes the job safer, reducing greatly 
chances of the tank’s overheating on 
cold days when for hours little or no 
hot water is drawn. The higher its 
temperature, the more heat the un- 
insulated tank gives the basement. This 
provides a degree of automatic protec- 
tion against tank overheating. 

Second, an uninsulated tank saves 
electricity in summer by raising almost 
to basement temperature the cold water 
flowing to the electric water heater. 
On some jobs it cuts the electric con- 
sumption of the water heater as much 
as 10% to 20% in summer by raising 
the temperature of 60° F. well water 
to 70° F. o¢ 79° F. 

In thé drawing, cold water flows to 
the preheat tank through line “A-B.” 
Below point “F” is an over-fire coil or 

(Please turn to page 154) 
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are still active physically and men- 
tally; men who want work to aug- 
ment their 40-hour week; men now 
selling insurance, real estate, automo- 
biles and appliances who are already 
calling on the home folks and can 
easily add oil heating equipment and 
fueloil to their “stock in trade.” There 
may be prospective salesmen among 
your own people, Mr. Dealer, per- 
haps your bookkeeper or the driver 
of your fueloil truck. 

Dr. McMurry, one of America’s 
outstanding leaders in the field of Per- 
sonnel Selection and Training, says: 
“Among other things, a dealer should 
ask a prospective salesman three 
questions :— 

1. “Will you make house to house 
calls?” 

2. “Will you work nights?” 

3. “Will you work for commission 
only?” 

If all three are answered yes—hire 
the man.” 


Hold Morning sales Meetings 


2. HOLD A SALES MEETING EVERY 
MORNING—I've been suggesting this 
at every opportunity to dealers all 
over the country. Now and again I 
hear from someone who has taken the 
advice and he assures me that it works. 
I suggest such a daily meeting, no 
matter how small or large the dealer- 
ship, because all of us in the selling 
business need a daily “urging.” We 
like to tell somebody, who'll listen 
sympathetically, about our daily trials 
and tribulations, our joys and sorrows, 
our triumphs and defeats. After 
everything is “off our chest”’ we yearn 
for constructive criticism and sugges- 
tions, pats on the back, or stimulating 
kicks in the fanny (figuratively speak- 
ing), all to start us off on the new 
day, fresh, invigorated, informed and 
inspired. 

3, EVERY SALESMAN SHOULD MAKE 
AT LEAST FIVE PHONE CALLS A DAY— 
The five phone calls should be made 
before the salesman leaves the office 
in the morning. Those called should 
be prospective customers never called 
before. One dealer told me that his 
salesmen get appointments from 20% 
of the calls, or 1 out of 5. 

4. EVERY SALESMAN SHOULD PER- 
SONALLY SEND OUT AT LEAST FIVE 
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PIECES OF DIRECT MAIL A DAY—This is 
another profitable habit if it is done 
every morning before the salesmen 
leave the office. Use postcards, bill 
stuffers, broadsides or letters, but do 
it every day. Remember that in any 
Sales Promotional work results do not 
always come immediately, but the 
dealer who keeps everlastingly at it is 
bound to make more sales. 

5. MAKE FIVE BRAND NEW SALES 
CONTACTS EVERY DAY—" Five” is a 
minimum. Never should a day go by 
unless at least that many new canvass 
calls are made. No successful sales- 
man’s prospect file can be kept alive 
and profitable otherwise. Someone 
asks, ““How many calls are needed on 
a qualified prospect to make a sale?” 
I quote from a recent survey of the 
kind of business we’re in: “2% of the 
sales were closed on the first call, 3% 
on the second call, 32% on the third 
call, 10% on the fourth call, and 81% 
after the fourth call.” 

6. CLOSE SALES AT NIGHT—Let’s 
not kid ourselves, success in selling 
“home folks” means night work. I 
know many of you and your sales- 
people are making “night closings” six 
and even seven nights a week, but I 
don’t urge this—three or four nights 
are ample! Those salesmen who have 
never had the fun of sitting down at 
night with “Mom and Pop” and get- 
ting “Pop's” name on the dotted line 
have missed something. Night is the 
time when home folks are relaxed and 
conditioned to listen to good sales 
stories. 


Sales Crews can canvass 


~ 


7, ORGANIZE SALES CREWS TO SEEK 
OUT PROSPECTS AND GET MORE SALES 
—If you have an outside sales super- 
visor and more than one salesman, you 
can get a lot of prospects and sales 
by forming a sales crew to canvass 
every morning (after sales meeting, of 
course) in a pre-selected section of 
town. Prospects thus obtained are 
turned over, for follow up, to the 
salesman regularly assigned to the 
locale covered that day. Washing ma- 
chines and vacuum cleaners are where 
they are today as a result of similar 
selling activities. 

8. ADVERTISE AND SALES PROMOTE 
—Use advertisements in your best 
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local medium, the newspaper. Small 
ads on a regular schedule are more 
effective than large ads at long 
intervals. 

Regular radio spots, such as those 
containing your dealership’s name and 
the products you sell can be effective, 
Other good radio spots could include 
the same information plus a weather 
report or short summary of news 
items. TV, if your local rates are 
within your means, is a wonderful way 
to “tell and show” your story. 

The open end mortgage, which 
makes possible monthly payments for 
equipment over a period as long as 
15 years, is a sales promotional aid 
par excellent. Be sure to talk to your 
Building and Loan or other folks about 
this. 

Other local media to consider and 
use where suited are direct mail, street. 
car and bus cards, taxicab cards, bill 
boards, outdoor lighted signs on your 
building, displays in your own show: 
room and windows, and of course, the 
phone directory, 


Business Sign good selling Tool 


An often neglected, but very 
effective and inexpensive advertising 
“tool,” is your own business sign 
placed on the outside of the homes 
or premises where you are making in- 
stallations. A successful dealer in a 
small town in Georgia told me that 
he confined all of his advertising and 
sales promotion activity to such signs. 
He said, “I get permission from my 
customer to put the sign up when | 
make the sale, even if I have to make 
a slight price concession. The result 
is I have so many signs around town 
at all times that people just know ! 
must be the man to see about their 
heating problems and purchases. 

9, SALES CONTESTS — Here's af 
often overlooked but very important 
sales incentive device at the dealer 
level. Make the contests simple. Offer 
money for quota results and better; 
merchandise prizes appeal to “Mama,” 
and what a wonderful sales managet 
she makes if you use her to “spur on” 
her husband —- your salesman. OF 
divide the dealership into two teams, 
making the prize a dinner and theatre 
party at the end of the contest. Pro 
vide “hamburgers and onions” for the 
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losers, and “steak and fixings” for the 
winners. Take everybody to the 
theatre, if quotas and better are 
reached. There are many other varie- 
ties of contests—ask your manufac- 
turer for suggestions. 

10. USE THE USERS AND BOOSTERS 
—Many a dealer has told me that he 
owes his success to his consistent use 
of his users, to whom he offers bonuses 
for prospects who buy. A direct mail 
message to all users once a month, but 
every month in the year is a minimum 
requirement for the best results. 


“Boosters” are such folks as friends, 
acquaintances, other salesmen calling 
on homes, the butcher, the baker, the 
drugstore man, the meter reader, the 
secretary of the Building and Loan 
Association. Use reciprocity — swap 
lad for lead, prospect for prospect, 
but start today. 

11. MAKE GOOD USE OF “LEADS” 
AND FACTORY COUPONS—How many 
times have you heard salesmen say: 
‘I don’t pay any attention to the leads 
I get!” or, “I haven’t had a factory 
kad that was one darn bit of good 
for a long time, so I don’t waste my 
time on °em anymore.” 

And remember, no lead or coupon 
isone bit of good after it is 15 minutes 
dd. Why? Because after that the 
competitor gets there first! 

Woe is me! When I think that 
many a neglected lead or coupon has 
cost the dealer and factory combined 
anywhere from 5 to 20 dollars. For 
the salesman, it’s a “Free ticket to 
the theatre of the home.” After the 
alesman gets that door open to de- 
lver the literature, it is up to him to 
get inside and down in the basement, 
and tell his story. The smart salesman, 
who often has traveled 10 to 30 miles 
to the coupon “sender-inner’s” home, 
never leaves that locality without mak- 
ing at least 5 additional calls at homes 
war at hand, for prospects and sales. 

12. “YA GOTTA BE NICE TO EVERY- 
s0by"—Here’s a “rugged deal,” but 
% important in the selling business. 
Once in a while—but rarely it’s true— 
lve heard dealers (not you, my 
taders) say they wouldn’t do business 
with that “so-and-so.” I’ve even read 
i few critical letters that dealers have 
written to customers whose money 

(Please turn to page 148) 





Preheat ‘Tank lowers Load 
on electric water Heater 


Have a question that has come up 
several times in the past few months 
and we would appreciate it if ‘you 
would advise. We have several coal- 
fired, warm air furnaces, with plenty 
of furnace volume, converted to gun- 
type oilfiring, also domestic electric 
hot water heaters adjacent to the heat- 
ing plants. Can you suggest a plumb- 
ing hook-up that will allow our cus- 
tomers to take advantage of oil heat 
to lower their winter electric bills? 

We enjoy your publication very 
much and shall certainly appreciate 
any help you can give us. 


BW denck: THE LETTER received re- 
cently from a fuel and equipment 
company in Elmira Heights, N. Y. 

In reply, this company received a 
sketch similar to the drawing that ap- 
pears here, together with a preview 
of the following. 

The preheat tank in the drawing 
should be in the horizontal position, as 
shown, never in the vertical position. 
Horizontal, it will heat completely. 
Vertical, only the top of the tank heats 
and the lower half or so may as well 
not be there. 


The tank should be as high as pos- 
sible. To gain height for it on a job 
where it is parallel to ceiling beams 
in a low basement, first make up the 
pipe connections at the top of the tank, 
then raise it so that these connections 
are located between the beams. 

The preheat tank will not be insu- 
lated, This gains two advantages. First, 
it makes the job safer, reducing greatly 
chances of the tank’s overheating on 
cold days when for hours little or no 
hot water is drawn. The higher its 
temperature, the more heat the un- 
insulated tank gives the basement. This 
provides a degree of automatic protec- 
tion against tank overheating. 

Second, an uninsulated tank saves 
electricity in summer by raising almost 
to basement temperature the cold water 
flowing to the electric water heater. 
On some jobs it cuts the electric con- 
sumption of the water heater as much 
as 10% to 20% in summer by raising 
the temperature of 60° F. well water 
to 70° F. or 79° F. 

In the drawing, cold water flows to 
the preheat tank through line “A-B.” 
Below point “F” is an over-fire coil or 

(Please turn to page 154) 
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by 
James R. Enman 


QO’ MUCH INTEREST to those of us 
who are in the oilburner business 
is the lack of new servicemen coming 
into the trade. It seems to be true that 
the industry is growing faster than its 
supply of manpower to properly care 
for the customers. Truly, it is a dis- 
turbing situation. 

Not the least part of the worry this 
involves is the fact that the quality as 
well as the quantity of our help is 
dropping off. 

It is no secret to the old timer that 
the fellow he is training to take his 
place is more interested in how easily 
he can get by than in how well he does 
his work, It is about time someone 
brought some of the reasons for this 
out into the open and made an open 
analysis of the principal causes, I don’t 
like to tread on toes, but the owners 
of these toes are going to have some- 
thing more than in-grown nails if they 
don’t open their eyes to some facts. 


Fueloil Sales depend on Service 


The oilburner business is unlike most 
other businesses in that it inexorably 
ties together its two separate depart- 
ments, By this I mean oilburner sales 
and service and fueloil sales. It would 
be far-fetched to expect the owner of 
a garage to give a special price on a 
car and free service on it simply to get 
the owner’s gas and oil trade. It would 
also seem rather ridiculous for him to 
cut his mechanic’s wages with the ex- 
cuse that his service department was 
running in the red. But, that is what 
is being done in the oilheating business 
almost without exception. 

We can be very sure that with the 
present high level of wages in the 
plumbing and electrical fields, we are 
not going to attract men to our trade. 
It is no boost to any man’s ego to help 
some $2.50 an hour plumber out of a 
scrape and go back to his home office 
to be paid at the rate of $1.50 an hour. 
I have personally done just that and I 
know how it feels. 
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Much ado about Something 


‘... if you must give the customer free service, take it out of fueloil sales” 


However, supposing we do get a 
man to enter the oilburner business. 
What do we do to keep him there? 
The sensible thing would be to offer 
him some advantages. Well, we do. We 
tell him he’s almost entirely his own 
boss. So he is, but, of course he has to 
take the responsibility that goes with 
this. In other fields men get paid for 
the extra responsibility they take on 
but we can’t pay our burner man extra. 
Isn’t the service department in the red 
already so we can give our oil custom- 
ers cheap service? 

Well then let’s give him a sliding 
scale of wages so he can advance in his 
position. Of course, in most outfits he’ll 
only get about twenty cents more an 
hour than the dub who always is in 
hot water. But let’s not forget the 
service department is in the red! We 
can’t go too high. 

Hold on, we've got one more point 
to offer him. Every third week or so he 
will have a chance to take night service 
and earn some extra money. Of course, 
with the service department in such a 
state, we can’t afford to pay him ex- 
cept for the actual calls he makes, but 
he shouldn’t mind staying in those 
nights for the good of the outfit. 





Oilburner man at bay: James R. En- 
man, Richmond, Me., explains he 
doesn't look this way all the time. 


February 
1954 


Along about here I've probably go 
a good many reputable owners reach, 
ing for the nearest weapon and order. 
ing a ticket to my home town. Dop' 
feel that way, boys. Give the matter, 
little thought. Besides I’ve got cure 
for a lot of your headaches. Read on! 

Let’s start in fresh and hire some new 
boys and really see what can be done 
for them. We'll have to have a divorce 
to start with. The burner service de. 
partment and the fueloil sales depart 
ment aren’t compatible. Let’s hav 
them separate within the organization, 

If you must give the customers free 
service, take it out of fueloil sales 
That’s where it belongs. Go to the local 
garages and establish a mean scale of 
prices as charged by them. Do the same 
at the plumbing establishments, il 
burner labor is worth more than either 
of these services, Now that you have 
decided on a scale of prices, charge 
them. If not to the customer, charge 
them to the fueloil sales department. 


Base Payment on Merit 


From here go on to give your burner 
men a wage that will be equal to other 
local tradesmen’s wages. They at 
worth it. They will be worth more. 
Place your wages on a sliding scale 
based on ability. Don’t put seniority 
over ability. No burner man worth his 
salt wants to operate in that way. Com: 
petition is the life of any organization 
and nowhere does it show more that 
in a service organization. 

It is going to be hard to some 
make any drastic changes in policy. ! 
concede that to my knowledge there 
is no finer bunch of executives to ke 
found than in the fueloil business. But 
policy has got to be changed if this 
same executive is not to find himself up 
a certain well known creek without? 
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paddle. And that paddle is the service f 


man. 

It might be well at this point to §° 
into some of the qualifications nece* 
sary in the make up of a good oilburner 
serviceman. I believe there is no other 
profession requiring so many dives 
accomplishments unless it be that of 3 
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doctor. He must be self-assured and 
even-tempered, capable of self control 
at all times, a good mechanic, a first 
rate electrician with more than a smat- 
tering of electronics. He has perforce 
a practical knowledge of plumbing and 
steam fitting, is a passable carpenter 
and a brick layer of no mean ability. 
He must be a full-fledged combustion 
engineer capable of reading and inter- 
preting his instruments in that line. He, 
also, must have a thorough under- 
standing of three distinctly different 
types of oilburners and the capability 
of analyzing any model with which 
he is unfamiliar. 

To cap all this he has to be clean 
minded and careful of his language, 
honest and conscientious. 


Paragons still exist 


At first glance it would seem impos- 
sible to find such a paragon let alone 
hire him to work for wages. They are 
around, however. I can name a few, 
and there is a fascination about the 
burner trade that holds them even with 
the low pay. But let’s not overlook 
that they are growing scarcer as the 
demand for them increases. The high 
cost of living is forcing good men into 
better paying jobs. It is certainly a 
shame. 

I hear the company execs crying, 
“Impossible. We can’t raise wages. 
We'll go bankrupt.” Nonsense! In 
most cases the customer will pay higher 
rates, Don’t tell me they won't. I know 
better. I am in business myself and I 
charge more than the companies 
around me who have fueloil sales to 
bolster their service. I get more busi- 
ness than they do, percentage-wise. No 
one actually believes they are going to 
get something for nothing. 

The point is this, If you don’t pay 
the best wages you can’t get the best 
men, 

As the quality of the help goes 
down so does the quality of the service. 
Another point is that one good man is 
worth more than two poor ones. It 
‘osts less to keep one good man than 
the two poor ones and it brings in twice 
the customer satisfaction. 

Think it over, If we keep on we're 
‘Pt to find ourselves up that creek, 


tot only without a paddle but without 





New Baltimore School has oilheating Course 


THE MERGENTHALER Vocational-Tech- 
nical High School of Baltimore was 
dedicated to the youth of the city at 
special exercises on January 17. A 
thousand citizens showed their interest 
by filling the auditorium for the occa- 
sion. 

Of special interest in this school, 
which is one of the Nation’s finest, is 
a course in oilheating. This was started 
in another building in 1949 under the 
same instructor it has today, Ross 
Avera. 

In a long career with oilburners, 
Avera started with the old Socony 
burner in 1924 in Brooklyn. He re- 
calls working in those days with a lot 
of men who have become well-known, 








such as Harry Tapp, Milton Powers, 
Bill Brown. In the 30 intervening 
years he has enlarged his experience by 
working with Gulf Oil, Paragon Oil, 
Oil-O-Matic, Quiet May and Cleaver- 
Brooks. 

The top photo shows the group of 
buildings comprising the school. Below 
is the well fitted oilheating class room 
showing one of the two lines of heating 
units. The students at work in the 
third photo are, from right to left, L. 
DeVage, Robert Keene, Donald 
Coady, R. Reinsfelder, John Oettl, 
George Dawson and L. Henry. 

The Baltimore oilheating course was 
sponsored by the Oil Heat Assn. of 
Maryland. 



















Northwest fueloil Profits down 


Annual operating cost Study shows 314% net on gross Billing 


N THE SEASON OF 1951-52 the op- 
I erating profits on light fueloils for 
13 Seattle companies amounted to 5% 
of gross billing; in the season that fol- 
lowed this had declined to 3Y%2%. In 
common with the experience of fuel- 
oil distributors in other parts of the 
country, margins had been raised dur- 
ing the period but not as much as costs 
had climbed. 

These facts are disclosed in a very 
interesting operating cost and profit 
study made by Arthur M. Cannon, 
CPA, University of Washington, for 
the Oil Heat Institute of Washington. 
Robert G. Elmslie is managing direc- 
tor of the Institute. Some preliminary 
figures on this study were released last 
summer after the 1952-53 heating sea- 
son had ended, but the more useful de- 
tails have just recently been given out 
to the companies that participated. 

Most of the increase in cost of doing 
business had to do with rising incomes 
for the personnel in the companies. 
This shows up clearly in the table that 
follows wherein we show the cost of 
various personal income items in terms 
of fractions of a cent per gallon of 
light oil delivered: 





The average margins of the 13 Seat- 
tle companies went up .10¢, from 3.75 
to 3.85¢, but the wage and salary pay- 
ments to individuals went up .27¢ so 
you can see how the squeeze has devel- 
oped. 

Cannon got operating figures from 
22 companies for the past season, for 
although he had from Seattle just the 
same number as in previous studies, 
this time he also worked with seven 
fueloil marketers in Tacoma and two 
in other Washington cities, 

During the season the 13 Seattle 
companies sold 69,663,000 gallons of 
all fueloils and the nine companies 
from Tacoma and two other points sold 
a total of 14,707,000 gallons. The 
Seattle totals were divided by prod- 
ucts into 16,317,000 gallons of stove 
oil, 38,831,000 gallons of furnace oil 
and 14,515,000 gallons of residual. 
The devision for the other group was 
in a similar ratio. 

Stove oil sold in Seattle for an aver- 
age price of 15.75¢ a gallon and car- 
ried a margin of 5.20¢. Furnace oil 

(often called diesel on the Coast) sold 
for 13.40¢ with a margin of 3.70¢. 
Residual sold for 6.90¢ with a margin 
of .90¢. 

In TABLE 2 we find the income and 


SEATTLE ; 
1951-52 1952-53 Cost ratios expressed both in dollars per 
Salesmens’ Salaries, 100 gallons and in percentages. You 
Commissions 15¢ .20¢ : 8 “pee P s 
Track driver Wages "60 "2 will notice in all of the cost figures 
Office Wages —.30 39 that nothing is shown for operating a 
Officers’ Salaries 36 37 ne ; 
bulk plant. This is because virtually all 
ve p y 
Takeout Wek 1.41 1.68¢ fueloil distributors in the Seattle-Ta- 
TABLE 2 


Expense and profit Ratios 


Per 100 Gallons 





SEATTLE —— 
1951-52 1952-53 
Net Sales $12.90 $13.75 
Cost of Goods Sold 9.15 9.90 
Gross Margin 3.15 3.85 
EXPENSES 
Selling, Delivery 1.95 2.45 
Administrative 1.15 1.20 
Total Expense 3.10 3.35 
Operating Profit 65 
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vinta shown it could get rich in a hurry. 

TACOMA SEATTLE TACOMA A 1 n 5 sla variation 

1952-53 1951-52 1952-53 1952-53 ae pe saamnaiibaniee: = The 
in profits between companies. 

$13.65 100% 100% 100% P P ‘os had 

10.05 "15 72.0 73.5 most profitable of the 22 companies 4 

3.60 28.5 28.0 26.5 a profit of 11.8% of its billing. Ti 

worst showing was a loss of 0.2% 

1.75 wo 60 tS one company’s billing. — me 
1.20 8.5 9.0 9.0 Study the detail of this TABLE 

295 Sat ES 

65 5.0% 3.5% 5.0% pared on an equal basis with you" 

February 


1954 









coma area pick up their fuel from tide. 
water plants of major companies, Some 
of them have small relay plants byt 
their capacity and operating costs are 
so small that this is looked on as an 
adjunct to delivery and included in de. 
livery costs. 

Some of the costs encountered in the 
Northwest cannot be compared direct. 
ly with those in other areas. Stove oil 
is much more important in that region 
and it is sold and delivered by all of 
the typical fueloil companies. Its vol 
ume is almost equal to half of furnace 
oil. It is delivered in average drops of 
less than 100 gallons, so this raises 
some costs, particularly driver wage 
costs per gallon. 















Operating Ratios 






In TABLE 3 we show that there was 
not a great variation in operating re 
sults by sizes of companies, but still 
enough to illustrate that the medium 
sized operator has the best of it, as we 
have pointed out in numerous earlier 
costing activities. 

Professor Cannon’s report supplies 
full detail on all of the expense items 
for each of the 22 companies. Searcy 
ing through the many columns of thos 
figures we could not fail to be im 
pressed, if not amazed, at the extreme 
variations between companies on the 
individual cost disclosures, Notice how 
we have set this forth in TABLE 4 
There is almost no uniformity throug 
out the companies on any single activ’ 
ity. Some companies are good on one 
thing, others on something els. 
course if any one of them could have 
the sum total of all the lowest figures 
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TABLE 5 


Operating Ratios by company Sizes 
(Shown in percent of Net Sales) 








TABLE 5 


Five Eleven Six 
Large* Medium*  Small* Operating Profit as 
Companies Companies Companies Percent of Investment 
Gross Margin 27.1% 28.6% 26.2% Current Assets to 
EXPENSES Current Liabilities 
Selling, Delivery 15.0 15.5 13.3 Receivable Turnover: 
Administrative 8.4 8.2 9.4 Net Sales =: xa i 
Total Expense 23.4 23.7 22.7 partrscdil ne nghane 
Sales + Fixed Assets 
Operating Profit 3.7% 4.9% 3.5% Sales + Total Assets 
— Sales — Investment 
* Large companies sold over four million gallons. _— 
Medium companies sold one to four million gallons. 
Small companies sold under one million gallons. *Loss 
Where you see blank spaces in the Ta- TABLE 4 


coma portion of the table this is due to 
it’s being the first year of reporting for 
that group and some of the items were 
not covered by several companies be- 
cause they did not have their books set 
up in these classifications. However, 
the total expenses shown at the bottom 
of the table include all of the outlay of 
all companies, even though they may 
not exactly total the columns. 


TABLE 5} puts an interesting yard- 
stick on the balance sheets of the Seat- 
tle group only. Profits on the invest- 
ment were good because of the typical 
turnover rate of the fueloil industry. 
On the other hand, the average capi- 
tal investment of the fueloil distribu- 
tor is relatively small, so the actual 
dollar profits are not too impressive for 
the type of men who run these busi- 
nesses. In showing operating profit in 
this table, as in other tables of the re- 
port, this means before income taxes, 
interest and other non-operating items 
such as profits on property sales and 
such. Where a company is individual. 
ly owned a sum was included in costs 
to represent a typical salary for the 
proprietor. 


6, 
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Bill Townsend, retired manager of 
fueloil and oilburner sales department 
for Esso Standard Oil Co., died Janu- 
ary 7 in New York City. In 1919 he 
joined Gilbert & Barker Manufactur- 
ing Co., Springfield, Mass., an Esso 
subsidiary, In 1938 he joined the par- 
ent company and remained with them 


until his retirement in February of last 
year, 
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34.1% 
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Balance sheet Ratios 


Detail of Operating Expenses, 22 Companies 
100 Gallons) 


(In Dollars 


SELLING 
Advertising 
Sales salaries, Commissions 
Sales car Expense 
Other sales Expense 
Credit and Collections 
Bad Debts 
Free service Complaints 
Dispatchers’ Salaries 
Industrial Insurance 
Payroll Taxes 


DELIVERY 
Gas and Oil 
Tires and Tubes 
Repairs and Maintenance 
Depreciation 
Licenses 
Insurance 
Tolls, ferry Charges 
Uniforms, Laundry 
Other truck Expenses 
Drivers’ Wages, Commissions 
Industrial Insurance 
Payroll Taxes 
Accident and damage Claims 
Drivers’ Welfare Fund 


ADMINISTRATIVE 


Officers’ Salaries, Bonuses 
Office salaries and Wages 
Office supplies, Expense 
Adm. auto and Travel 
Tel. and Tel., Postage 
Rent 

Adm. @ office Depreciation 
Adm. & office Insurance 
Adm. @ office Taxes 
Light, heat, power, Water 
Industrial Insurance 
Payroll Taxes 
Contributions and Dues 
Entertainment 

Legal and Audit 

Welfare fund, Office 
Other 


TOTAL EXPENSES 


High 


$ .280 
301 
084 
.057 
031 
.164 
029 
2 
.006 
.040 


.190 
.428 
261 
.607 
O52 
Rei 
.005 
.022 
.036 
1.680 
.044 
.066 
.008 
.048 


ART 
.536 
shee 
.052 
Pl 2 
.192 
.059 
.033 
118 
.030 
.003 
.028 
.095 
.073 
.063 
.027 
.086 


per 


- SEATTLE ———— 


Low 


$ .017 
113 
.025 
005 
005 
009 
.002 
.064 
.002 
.006 


.083 
.009 
.089 
.O77 
.003 
.039 


.002 
001 
361 
.003 
.018 
.003 
.009 


.118 
.144 
.024 
.003 
.040 
.047 
021 
.002 
.023 
.007 


.003 
.004 
.003 
001 
.012 
013 


Aver. 


$ .15 
22 
.04 
.04 
02 
.04 
Ol 
12 


OL 


mY 
.02 
.16 


.03 
.O7 
OL 
O1 
.72 
O1 
03 
OL 
02 








Low Aver. 
(1.4%)* 19.4% 
1.221 2.9:1 
6.2 9.1 
4.9 10.3 
a3 3.4 
3.4 4.5 
TACOMA 
High Low Aver. 
$ .406 $ .009 $ .09 
.140 .021 ee 
.047 ae re 
.035 O15 .03 
.067 001 a 
«72 .028 .08 
.038 
317 ry ao 
.010 .002 O01 
.035 .006 
245 .087 | 
.496 013} 28 
338 © -.147] 
.472 .034 19 
.034 a 
.070 .025 
008 
031 001 .02 
1.549 .492 .70 
.018 .010 .02 
.014 .009 .03 
.026 O15 .02 
912 .012 41 
401 .096 21 
.156 .047 10 
.094 my te 
.085 .004 .O5 
135 .010 .O5 
.389 .012 .03 
.149 .001 .02 
LEI .045 .07 
.109 .008 .03 
.020 O11 .02 
.087 .005 OF 
.037 O11 .02 
O55 .002 .O1 
.030 .014 .02 
.486 .018 .04 
2.95 
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Liberalized Pensions 





Crown Petroleum increases employee Benefits in Pension Plan it took two Years to develop 


by 
Ray Horan 


Ww" EMPLOYEE social benefit 
plans playing an ever increasing 
part in the problem of attracting suit- 
able personnel, more and more dealers 
are turning their attention to a study 
of medical plans, group life insurance, 
pension plans and the like to deter- 
mine how they can adapt to their busi- 
nesses the standard plans available, 

For several years past the average 
firm which embarked upon a social 
benefit program, did it piecemeal, as 
times and conditions seemed to dictate. 
First hospitalization was placed in 
force, usually followed by group in- 
surance, etc., but in most instances 
dealers bought the “package” that had 
been worked out for them by insurance 
companies and other groups, This was 
a foreign field for the management of 
the small or medium size business but 
in more recent years, as a greater per- 
centage of the companies profits have 
been going into these “funds,” the 
dealer has started taking a closer look 
to determine if the company and the 
employee are getting the most out of 
these investments. 


Crown Petroleum Co. (above) was or- 
ganized 19 years ago in Springfield, 
Mass., now handles in excess of 50 
million gallons of product in two cities. 
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S. B. Wilkes, president of Crown 
Petroleum Corporation, fueloil dis- 
tributor operating in both Hartford, 
Conn. and Springfield, Mass., 
of those who decided to make a study 
of a few pension plans before adopting 


is one 


one for his company and for his em- 
ployees. 


Wilkes started Crown Petroleum 19 
years ago in Springfield, with a single 
truck. After ten years of steady 
growth, he had established such an im- 
pressive managerial record that when 
a sizable Hartford, Conn. firm was for 
sale, a major oil company and Wilkes’ 
bank placed their confidence in him to 
the extent of granting between them a 
$370,000 loan to purchase the Hart- 
ford enterprise. Wilkes says the loan 
has long since been paid off and today 
he operates a business in the two cities 
that handles in excess of 50 million 
gallons of product. 


Having decided to study pension 
plans he did a thorough job of it. Two 
years later, after hundreds of hours of 
study, dozens of meetings and confer- 
ences with insurance people, bankers, 
U. S. Treasury employees and the in- 
evitable attorneys, he established his 
own pension plan. Here is the story in 
his own words. 


“For the past few years Hartford, 
Conn., has been rated by the United 
States Government as the most criti- 


cal labor shortage area in the United 
States, The impact of this on a com 
pany like ours is obvious. The difficulty 
we encountered in hiring employees 
became Advertise 
ments in newspapers and calls to em 
ployment agencies produced practical: 
ly no results. 

“We found that our competition 
was offering all sorts of ‘come-ons 


insurmountable, 


and inducements, Our company al 
ready had group life insurance, acc 
dent and health insurance and medical 
plans, but found that most companies 
were now laying great stress upon pet 
sion plans. 

“We felt that the time had come for 
us to advertise a pension plan along 
with the others, if we were to meet the 
competitive labor market. Upon im 
quiry, we found that pension plans 
were developed most often by life iv 
surance companies. We called one of 
the prominent Hartford companies and 
asked if they could help us develop 2 
suitable pension plan, They came back 
after several weeks with a plan that 
they thought was suitable for a com 
pany of our size. 

‘Upon studying the details, we wet? 
completely horrified by meager bene 
fits resulting from their proposal. It 
appeared that if the company invested 
a significant sum each year in an i 
surance plan, an employee starting # 
the age of 30 and retiring at the ag 
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of 65, would receive a pension of about 
$112 2 month, which included ap- 
proximately $67 a month from Social 
Security. 

“The thought of rewarding a thirty- 
five year employee with a sum of $112 
4 month, including $67 a month Social 
Security, left us completely without 
enthusiasm. If the inflationary spiral 
followed the pattern of the past 12 or 
13 years in any measure, such a pen- 
sion would hardly enable a retired em- 
ployee to buy food and cigarettes much 
less leave him with any degree of ease 
or contentment, We determined that a 
plan of that nature was strictly of no 
advantage except that it would let us 
advertise that we did have a pension 
plan. 


Employees Share Cost 


“We decided to give up the idea of 
that sort of plan completely and went 
far afield to find out if there was any 
way to come up with something more 
advantageous. The first thing we dis- 
covered was that any plan that in- 
volved the company paying the whole 
cost with no participation on the part 
of the employee was no good because 
of lack of interest on the part of the 
employee, plus the extremely slow rate 
of accumulation. We determined to 
come up with a plan of our own, At 
that point we wrote companies all over 
the United States, asked for copies of 
their plans and several of them com- 
plied. We subscribed to several pension 
planning services and managed to 
gather a great deal of material of vary- 
ing types from all sections of the coun- 
try. 

“We copied the best features and 
thinking of each plan. That resulted 
almost immediately in a determination 
that a contributory plan on the basis of 
a cash profit-sharing pension was the 
only suitable one that fitted the needs 
of a company as small as ours and that 
out of such a plan could result a sig- 
nificantly larger vested interest for the 
employee who stayed on with the com- 
pany a sufficient number of years. 

“It took two years of writing and 
tewriting, of discussions and calcula- 
tions, before a plan started to take 
shape that seemed far ahead of any’ 
thing we had yet seen. It required a 
'remendous amount of research that 


involved determining what the law per- 
mitted and whether Internal Revenue 
would go along with some of the un- 
usual provisions—all of which resulted 
in the recent adoption of a plan that, 
in our opinion, is wholesome, meets the 
law and gives the participant an in- 
terest that makes the use of the com- 
pany’s money worthwhile. 

“The basic formula is relatively sim- 
ple. The Company contributes 15% of 
its gross profits each year before taxes 
into a trust fund managed by a local 
bank as trustee. The employee con- 
tributes 3% of the first $3,000 of salary 
and 4% of any salary above $3,000. 
A limit of $25,000 is placed volun- 
tarily by the Company as the maxi- 
mum salary drawn by any executive 
which can be used in the calculation 
of the formula. 

“Weighted advantage is given to 
past years of service by a simple for- 
mula determined by a point system. 
An employee is given one point for 
each year of past service in addition to 
one point for each $50 of salary 
earned. The total of all points accumu- 
lated by all employees divided by the 
points of each participant determines 
the share which the employee is entitled 
to out of the total accumulated in the 
trust fund. Therefore, the contribu- 
tions of the company, together with 
the contributions of the employees, 
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augmented by the earnings of the trust 
fund, make up the total ‘pot’ out of 
which the participant’s share is cal- 
culated. 

“Now, using the same formula (and, 
incidentally, in the consideration of 
pension plans one must go on the theory 
that all factors remain constant for the 
period to be calculated to enable a 
comparison to be made between differ- 
ent types of plans) instead of $112 a 
month including Social Security, here 
is the startling and gratifying differ- 
ence. An employee at age 30 and earn- 
ing $5,000 a year entering our plan 
today at the retirement age of 65 
would have available to him a sum of 
something over $20,000 in cold hard 
cash to be delivered either in one lump 
sum or at his discretion in any manner 
most desirable to his particular needs 
—all of which is in addition to any 
payments from Social Security. Of 
course this calculation is based on the 
theory that the company will go along 
and earn the same amount of money 
each year and that the employee’s 
salary would remain constant, 

“But, in any event, it proves that a 
man at the age of 65 can acquire a 
sufficient sum of cash to indulge in the 
last few years of his life in any form 
of recreation, hobby or manner of liv- 
ing that appeals to him. Having So- 
cial Security as a backlog, he now can 
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The long run—Steady dependable employees are attracted to the job that builds 
security; and this pension plan allows these workers to decide for themselves how 
to use accumulated benefits. Before taxes 15% of profits are added to fund. 
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buy the bungalow in Florida and go 
fishing in comfort and ease without 
concern about the amount of money 
he needs each month to provide the 
bare necessities. 

“We hope, as a further advantage, 
to acquire on the part of the employee 
a basic incentive that will cause him 
to make the company earn as much 
money as possible in the interest of en- 
hancing his own future reward. We 
must admit that both the bankers and 
the lawyers were quite distressed at 
our willingness to give an employee the 
total amount in cash at the time of re- 
tirement. It may well be that our think- 
ing on this phase of pensions is radical 
but in many a discussion in which we 
sat back and openly admitted our own 
preference at the age of 65, certain per- 
tinent facts became undeniable. 


The basic Premise 


“First, if an employee stayed with 
this company for 35 years, it should 
mean that basically he was an honest, 
decent and reliable individual and, if 
by that age he could not be trusted to 
handle such a sum of money as he had 
accumulated, it was an indication that 
our judgment had been in error for 
an awfully long time. Second, we felt 
it unfair to assume the prerogative of 
dictating to a man who had worked for 
35 years how he should spend his re- 
maining few years and at what rate he 
should have the right to spend what 
was now his own money. 

“The bankers warned that in the 
case of a careless or irresponsible em- 
ployee, the money could be dissipated 
and we would find him back on our 
doorstep looking for help. We weighed 
this possibility very carefully but still 
determined that the more liberal policy 
let the employee become the master of 
his own destiny, particularly with so 
little time left in which he could cap- 
tain the ship. 

“We feel that the two and one-half 
years of research and effort that went 
into this Plan will be more than com- 
pensated by the results. 

“Internal Revenue has stated that 
this was one of the most unusual pen- 
sion plans they have seen but upon 
examination they found very few 
changes were required. It is difficult 
for small corporations to work out 
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suitable pension plans because of the 
government's close examination of 
plans involving closely held corporate 
interests, but a little common sense 
and a lot of work can produce what 
seems to have tremendous value.” 

One very interesting feature of the 
Crown plan that Wilkes did not men- 
tion is the refund or withdrawal fea- 
ture in case an employee is discharged 
or elects to leave the company of his 
own volition. If he is discharged for 
dishonesty or some similar reason, he 
may withdraw all the money paid in 
by himself after one year and receive 
5% interest, However, he is not en- 
titled to draw any other portion of the 
funds. 



























S. B. Wilkes can better compete in a 
tight labor market. After years of re- 
search he has devised a plan that can 
more than hold its own with others. 


If he should sever his connection 
with the company while in good stand- 
ing he may withdraw his own contri- 
butions plus 5% interest and a portion 
of his vested interest in the balance of 
the fund according to his years of serv- 
ice starting at 5% for the first year and 
increasing at the rate of 5% for each 
succeeding year of service until 100% 
becomes available for 20 years of serv- 
ice. It is undoubtedly this very fair 
withdrawal feature that enabled the 
Crown Plan to go into effect with 
100% employee participation, 

Under the Crown Plan the funds 
held in trust by the bank are treated 
exactly like any other trust fund in 
that the bank can invest the money 
only in certain stocks and gilt edge in- 
vestments approved by state law. This 
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same security as could be expected un- 
der the best of insurance plans. 

The feature of the plan that im 
presses us most of all is the part that 
permits the employee to become mas 
ter of his own fate when he elects to 
retire, for he may take his money and 
buy a single payment annuity that will 
pay him a fixed amount as long as he 
lives, or he may buy a so-called longer 
life annuity which will] pay a fixed sum 
monthly to him and his wife or to the 
survivor as long as either one lives, He 
may decide to make an arrangement 
with the bank to pay him stipulated 
amounts on any schedule he wishes or 
he may draw out all of his funds and 
buy a home, a yacht, or a small harem 
depending upon his particular interest 
at the time. 


would seem to give practically the 





Plan may catch on 


When Wilkes explained this fea: 
ture of the plan we could not help but 
recall the story told during the depres 
sion about Eddie Cantor. He was sup: 
posed to have met a third cousin on the 
street one day in New York whom he 
had not seen in several years and was 
told tearfully by the relative that he 
had not worked for two years, that the 
family was out of food and that he 
personally did not have ten cents in his 
pocket at that very moment. Eddie wa: 
deeply moved and promptly produced 
a $20 bill which he handed the cousin 
and told him to get in touch with him 
if things did not get better. About an 
hour later Eddie happened into a Jew 
ish delicatessen to get a corned beef 
sandwich for his lunch and to his a¥ 
tonishment he saw the cousin standing 
at the counter stuffing himself from 
an enormous and expensive platter of 
lox. When Eddie reprimanded him for 
his extravagance he countered with 
what seemed like a very practical ques 
tion: He said, “Eddie when I ain't got 
money I can’t eat lox, when I got 
money I can’t eat lox. Eddie, when can 
I eat lox?” 

All of this philosophy may have 
nothing to do with good investment 
practice and, maybe the sociologists 0! 
our time will have no part of this type 
of. reasoning, but something tells & 
that it will be popular with many and 
the Crown Plan just might catch 0 
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Oilburner electrode Gauge 


u. §. 2,656,615, issued October 27, 
1953 to William G. Rowell relates to 
a gauge which may be used in setting 
the electrodes of an oilburner. 

It is customary for oilburner nozzles 
to be removed periodically and cleaned. 
In so doing, the electrodes are removed 
also and their position with respect to 
the nozzle must be re-established when 
the nozzle is repositioned in the burner. 


The present invention provides a 
gauge which the serviceman or installer 
may carry with him which may be ap- 
plied to all types and sizes of conven- 
tional gun type nozzles and which will 
determine at once the proper position 
of the electrodes for use with the noz- 
tle in question, The gauge will indi- 
cate also the proper lateral spacing of 
the electrodes so that a spark of cor- 
rect intensity will be produced when 
the automatic controls call for initiat- 
ing operation of the burner. 


Fig. 1 is a plan view of an oilburner 
nozzle to which the gauge has been 
applied. Fig. 2 is a side elevation of 
Fig. 1. Fig. 3 is an enlarged side ele- 
vation of the gauge alone with the 
nozzle socket portion in section, and 
Fig. 4 is a section along the line 4-4 
of Fig. 3. 

The pipe 2 runs from the oilburner 
pump to the firebox. The outline of 
the conventional 
surrounding 
tubular housing 
through which the 
air from the blow- 
ef passes on its 
way to mix with 
the oil is shown at 
4. The nozzle 
structure consists 
ofa threaded nut 
6 screwed on the end of pipe 2. This 
nut has a cylindrical extension 8 on 
the threaded end of which is screwed 
‘ conventional spray nozzle 10. The 
ie of the aperture 11 in the nozzle 
‘ontrols the volume of oil that may be 

















Fig. 4 
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sprayed and the angle of the cone of 
sprayed oil. 

The gauge consists of a nozzle socket 
member 12 large enough to fit over 
the hexagonal part 16 of the nozzle. 
A spring pressed ball 18 is located in 
a hole 20, which ball is prevented from 
escaping by an inner lip 24. The ball, 
however, projects inwardly far enough 
to engage a face of the nozzle, 


At the right end of nozzle socket 12 
is a hole 26 aligned with the hole 11 
in the nozzle. Screw 28 extends 
through this hole 26. The threaded end 
of the screw is engaged with a portion 
32 of gauge plate 34. Gauge plate 34 
and screw 28 are free to rotate in hole 
26, so that the nozzle will always pre- 
sent a face against which the ball 18 
may rest. 

On the gauge plate are a group of 
spaced parallel lines, Ye” apart, The 
zero line is in horizontal alignment 
with the aperture 11 but is laterally 
disposed with respect to the axis of the 





—>---o + 























Fig. | Fig. 2 
nozzle by a distance equal to half the 
thickness of the gauge plate. The gauge 
plate also carries a second group of 
lines radiating at different angles, 
which would (if projected) converge 
at the nozzle orifice 11. This is accom- 
plished by virtue of the fact that the 
screw head 30 abuts against the end 
of the nozzle. 

If the gauge is installed while the 
electrodes are in position, the gauge 
plate will assume the position shown 
in Figs. 1 and 2. If the burner has been 
operating properly and the electrodes 
are in their correct position with re- 
spect to the nozzle, the point of en- 


gagement of the electrodes 38 and 40 
on the face of the gauge may be noted. 
For example, in Fig. 2, the electrode 
engages the plate Y” above the axis 
of the nozzle orifice and along the line 
marked 30, indicating a spray angle 
of 30°. It is, therefore, easy to replace 
the electrodes in the same position 
after cleaning. 

If the nozzle was designed for a 45° 
spray angle (and is so stamped), the 
electrodes should be repositioned along 
the 45° line for proper operation. 


Low-pressure Oilburner 


U. S. 2,658,567, issued November 10, 
1953 to Robert R. Witherell and as- 
signed to Eureka Williams Corp., re- 
lates to oilburners of the low-pressure 
type in which oil and air are supplied 
under a relatively low pressure to an 
air mixing nozzle which discharges the 
mixture into a secondary air stream. 
The particular construction described 
in the patent is one of a relatively low 
capacity, which may be manufactured 
at low cost. 


Range Burner shut-off Valve 


U. S, 2,659,426, issued November 17, 
1953 to William G. Rowell and as- 
signed to Scully Signal Co., describes 
an automatic shut-off valve which 
stops the supply of oil whenever there 
is a burning overflow, designed par- 
ticularly for use with range and pot 
burners. 

In the operation of a conventional 
range burner, the oil is turned on by 
manual operation of a valve. The oil 
flows from the supply tank to the base 
of the burner where it saturates a 
wick. As the fuel used with these burn- 
ers is of low volatility such as kero- 
sene, the burner ignites slowly. How- 
ever, after the wick is ignited and the 
temperature of the shell gradually 
rises, the oil vaporizes to a greater de- 
gree and combustion improves. 

In the meanwhile, the adjustment 
of the valve is cut back, as the amount 
of oil needed during normal operation 
is less than is necessary for initial igni- 
tion. If the operator fails to reduce 
the oil supply at the proper time, the 
oil reaching the base will not be com- 
pletely vaporized. Instead it will rise 
in the base and overflow to create a 
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NEW G-E FAN AND LIMIT CONTROL INSTALLS EASILY 
in the main warm-air chamber or furnace bonnet. Gen- 
erous space and clearly marked terminals simplify wiring. 
This control may be mounted in either vertical or hori- 
zontal position and no leveling is necessary. 


New General Electric Oil Burne 


EASY INSTALLATION of the new G-E oil burner controls 
keeps on-the-job time at a minimum, man-hours saved 
mean profit to you. The new G-E controls are designed to 
interchange easily with all other makes of controls—-makes 
conversion a simple operation. Each control has ample 
wiring space and clearly indicated wiring connections. All 
controls are shipped to you ready-to-mount in any posi- 
tion. No leveling is necessary. 


EASY SERVICING of the new G-E oil burner controls is 
another important benefit. Fewer moving parts in these 
simply-designed controls mean less possibility for trouble. 
All moving parts are totally enclosed to reduce dust 
accumulation, easily removable covers provide complete 
accessibility. 


DEPENDABLE PERFORMANCE of G-E’s complete line of oil 
burner controls lets you give your customers the depend- 
able service they demand. Designed for top performance 
by leading engineers, G-E controls combine simple, 
attractive design with sturdy construction. Priced com- 
petitively, the new G-E stack switch, room thermostat, 


and fan and limit control will take care of every normal 
burner installation. The flame detector, master cont 
temperature limit control, water immersion tempera 
control and steam pressure control round out the supé 
line that performs all oil burner control duties. 


IMPORTANT EXTRAS offered by G-E are extremely ben 
cial to you. The G-E Exchange Plan enables the dealé . 
exchange an inoperative heating control of any make 

a factory reconditioned G-E control of similar funct 
In addition, the finest pocket-size service manual - 
industry is available through G-E control servicing dis 
utors. A network of G-E heating control servicing dis 
utors are franchised across the nation, with mort 
constantly added, to help you give your custome 
finest service possible. General Electric Company; ” 
nectady 5, N. Y. 


WATCH FOR THE G-E SERVICE SCHOOL SPONSOR! 
YOUR G-E HEATING CONTROL SERVICING DISTRI 









i! WIRING means less time on-the-job. Gen- 
Gen. geting space is provided. An adjustable 
ring, sting flange simplifies proper positioning 
hori: (et helix. One knockout and conduit hole 
novided in the bottom of the enclosure to 
mmodate either BX or rigid conduits. 
on panel is easily removed to expose 
he operating mechanism. 
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normaliME ADVANTAGE OF G-E EXCHANGE PLAN 
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re supeimmediate on-the-job service! The G-E Heating Control 

lange Plan allows the serviceman to replace a cus- 
rely be 'sinoperative control of any make (out of warranty) 
e deale# rebuilt G-E control at once. Then, he simply at- 


y make} “ta tag to the inoperative control and exchanges it 
/ we ilactory reconditioned G-E control at his G-E serv- 
aur B distributor. And remember, all rebuilt G-E con- 
ing dis ‘ity new control guarantee, except for finish. 
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you can increase customer satisfaction by giving 


scales. Directly calibrated in degrees Fahren- 
heit, they are readily accessible by simply re- 
moving the cover. As the temperature varies, 
the helix rotates and actuates the fan. Mech- 
anical interlock helps prevent cycling on limit 
switch without fan operation. Summer switch 
permits fan cooling in hot weather. 


t Installati 


CONVENIENT SETTINGS on clearly marked 
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COMPLETE ENCLOSURE of the switch 
mechanisms reduces the entrance 
of dust or other foreign matter. The 
thermo sensitive element is well-pro- 
tected by a rugged metal guard. The 
control uses less parts than similar 
models—means less possibility for 
trouble. 
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Top, Fig. 5; bottom, Fig. 6 


dangerous fire of burning oil in the 
base of the firebox or on the floor if 
the burner is not in a confined area. 

Fig. 5 illustrates the invention as 
applied to a range burner. Fig. 6 is an 
enlarged cross-section of one form of 
valve. (Several other valves are also 
described in the patent.) 

In Fig. 5 are two range burners, 
2 and 4, of the conventional per- 
forated combustion tube type posi- 
tioned within firebox 6 with a chimney 
connection, not shown. A constant 
level oil supply is fed by pipe 8 to a 
pair of valves 10 which control in- 
dividually the oil flowing through pipes 
12 and 14 to the burner bases 16 and 
18 respectively. 

The burner bases are circular to re- 
ceive the perforated combustion tubes, 
and include circular concentric vapor- 
izing troughs into which the oil ini- 
tially flows and in which it is vaporized 
for combustion. An automatically con- 
trolled valve 20 is connected to pipe 
12 and leads to a carbon leg 22. A 
similar valve and carbon leg connect 
with pipe 14 and base 18 but are not 
shown. 

The valve 20 is in a position to be 
influenced immediately by any rise in 
temperature caused by overflowing 
burning oil. The rise in temperature 
thus created will cause the valve 20 to 
close automatically, thereby stopping 
the flow of oil to the base 16 even 
though valve 10 is open. The valve is 
of the irreversible type, so that it will 
not re-open of itself. 
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In Fig. 6 is shown one type of valve, 
having a body 32 with threads on each 
end for connection with pipe 12 and 
carbon leg 22. The inlet and outlet 
passages 38 and 40 are separated by a 
restricted area 42 which contains a 
valve seat 44. A threaded plug 48 is 
screwed into the bottom of the body. 
Its interior has a bore 52 in which is 
positioned a compressed spring 54. A 
ball 56 is secured at the upper end of 
the bore by a fusible material 58. 




















Fig. 7 


When the temperature surrounding 
the body rises a predetermined amount, 
the fusible material melts, freeing ball 
56 so that the spring drives it against 
the valve seat, thus shutting off the oil. 


Other Patents of Interest 


Subject Inventor or Assignee Patent No. Date 

Automatic safety valve General Controls Co. 2,653,622 9/29/93 
for fuel burners 

Attachment for hose nozzle Charles J. Maida 2,653,747 

Stable fueloil compositions Gulf Research @ Development Co. 2,654,660 10/6/53 

Control device for fuel R.A. Lister & Co. Ltd. 2,654,994 10/13/53 
systems 

Safety control system for George G. Outterson 2,655,207 
fuel burners 

Electrode for automatic David L. Newton 2,655,209 is 
ignition of an oilburner 

Combination oil-gas fired Norman Products Co. 2,655,987 10/20/53 
conversion burner 

Industrial oilburner with Joseph Lucas Ltd. 2,655,990 " 
replaceable nozzles 

Stabilized fueloils Gulf Oil Corp. 2.656,.259-60 8” 

Electric ignition and con- Motor Wheel Corp. 2,656,883 10/27/53 
trol for vaporizing oil 
burners 

Draft responsive safety Philip S. Russel 2,656,884 b 
control for oil burners 

Fuel oil filtering system General Electric Co. 2,656,927 3 

Twovstage oil burner pump Sundstrand Machine Tool Co. 2,657,632 11/ 3/53 

Electrical control system Fred B. Aubert 2,657,743 7 
for oil burners 

Apparatus for vaporizing Chrysler Corp. 2,657,744 "4 
liquid fuel 

Combination water and Harley L. Severance 2,658,502 11/10/53 
room heater 

Pan type oil burner Paul A. Broady 2,658,568 bi 

—— strainer for liquid Arthur W. Rafferty 2,658,625 : 
ines 

Alarm for oil fired furnaces Ernst Fredder 2,659,334 11/17/53 

Combustion apparatus for National Airoil Burner Co., Inc. 2,659,424 7 
industrial furnaces 

Oil burner electric igniter Iron Fireman Manufacturing Co. 2,659,428 Ks 

Thermostatic control de- MinneapolisHoneywell Regula- 2,659,534 " 


vice and oil burner sys- tor Co. 
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Fig. 8 


Fig. 9 


Fig. 10 
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A tell-tale 60 is secured to the bot- 
tom of the flange 50 by a fusible ma- 
terial 62 which melts at the same tem- 
perature as the other fusible material, 
Whenever the operator finds the tell. 
tale gone, he knows the valve is closed, 
He can then shut valve 10, remove 
plug 48, and insert a new plug assem- 
bly, thereby putting the fuel line in 
condition for further operation. 


Oilburner Nozzle head Element 


U. 8. 2,659,427, issued November 17, 
1953 to Isaiah M. Bither, describes a 
head for an oilburner nozzle, which 
provides a whirling rotation to the 
air streams used for combustion, 
The nozzle is shown in Figs. 7 to 10, 
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Fig. 7 being a perspective view of an 
oilburner, Fig. 8 a front elevation of 
the head element, Fig. 9 a rear view, 
and Fig. 10 a section. 

The nozzle pipe 10 is centrally 
mounted in the draft tube 11. The 
electrode assembly 12 is mounted in an 
insulating support 13, the electrodes 
14 and 15 being adjacent to the nozzle 
tip 16. The draft tube has a turbolator 
17 at the forward end. A head element 
18 is mounted on the nozzle pipe 10. 


The head element includes an outer 
annula: shell 19 of tapered shape, 
which his a central support ring 20 
secured to it by legs 21 and 22. Set 
screws 23 and 24 lock the head element 
to the nozzle pipe. The inner surface 
25 of the shell 19 has a number of 
spiral air flow guide vanes 26 which 
serve to compress the entering air and 
impart a whirling motion to the com- 
pressed air flow, whereby the whirling 
air impacts the expanding oil spray 
from the nozzle tip and produces a 
primary mixture of atomized oil and 
air. 


The outer surface of the shell 19 has 
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1A-25 
















@ Finest filtration 
@ Easily replaced all-wool cartridge. 
@ Clogged fuel lines eliminated. 
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_ @ Double protection filter design. 
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a number of spiral air flow guide vanes 
28 and troughs 29 to produce a whirl- 
ing outer cone of secondary air which 
flows into and across the primary mix- 
ture to produce a thorough oil dis- 
persion in the combustion air, the dis- 
persion being further whirled as it 
passes through the turbulator vanes 30. 


Uniform heat Oilburner 


IN U. S. 2,653,767, issued Sept. 29, 
1953 to Willard C. Gillham and An- 
drew T. Hendrix, and assigned to Ten- 
nessee Valley Authority, an oilburner 
is described with a control mechanism 
for maintaining a constant flame of 
such size as is required to maintain a 
constant temperature in the atmos- 
phere being heated. 

The apparatus is shown in Fig. 1. 
Oil from the tank 1 is fed through 
pump 3 into a T-joint 4. A by-pass line 
5, containing an adjustable pressure- 
regulating valve 6 recycles oil back to 
the tank, thereby maintaining a con- 
stant pressure at point 4. A pressure 


gage is provided at 9. The oil travels 
into the burner body, which is made 


Veteran oil burner servicemen call General Fuel 
Oil Filters ‘the best money can buy.” Two-fold, 
positive filtering removes the finest particles, im- 
proves operation of oil-fired furnaces, water heaters, 
space heaters. Service “‘call-backs” are eliminated, 
too, since the General 1 A-25 and 2A-700 allow only 
clean oils to pass—greatly reducing possibilities of 
clogged burner nozzles. 
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FILTERS 





of several parts in order to assure ease 
of construction. The oil flows into the 
interior of stem 11, through the jn- 
terior of the connecting member 12, 
through screen 14, into the interior of 
the tip 13, and on through slots 16 and 
opening 17 from which it is atomized 
and sprayed into the combustion cham. 
ber and ignited. 

Oil also flows into the interior of 
the control-mechanism housing, fills 
chamber 25 and exerts pressure on the 
diaphragm 24, so that rod 28 is fully 
retracted, thus opening slots 16 to their 
full width. As the atmosphere, con- 
taining bulb 42, is heated, liquid con- 
tained in the bulb boils and is partly 
converted to vapor under pressure. 
This vapor exerts pressure on the dia- 
phragm 24 in the opposite direction to 
that exerted by the fuel, and is meas- 
ured on gage 39. When this pressure 
becomes great enough to overcome the 
pressure of the liquid fuel, rod 28 and 
the spring housing carried with it are 
moved toward the burner tip. This 
slightly compresses the spring 35, 
which in turn moves rod 18 toward the 
burner tip, partly closing slots 16 and 


MASTER 
MODEL 
2A-700 
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flues cost heating dollars! 
CLEAN RIGHT Soot Remover 
removes a 1/2" lay 
of soot in 2-5 minutes... 
safely og samt ly. 
Made for Genera 
Filters, Inc. 


43800 GRAND RIVER AVE. 
NOVI, MICHIGAN 





Canadian Factory Branch: Canadian General Filters, Ltd., 2679 Danforth Avenue, Toronto 13, Ontario 
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ICC/ BEAUTY 
EACE/ BURNER WITH £22 EFFICIENCY 
ICU SALES APPEAI 


Here is a burner that fits right into the streamlined design of today’s modern home . . . and, more than 
that, fits the demands of today’s homeowner for quiet, efficient, trouble-free operation and real fuel economy. 


These are the things that make sales. 


Find out how Coronation’s “dynamic silencing” blends vibration out and assures really quiet operation. 
Get the details of Coronation’s efficient firing, and its flexibility for custom-fitting to any installation. Ask 
about its ease of servicing. Get these facts and you will have a strong sales story for 1954. 
NOW AVAILABLE FOR IMMEDIATE DELIVERY 
BSS ERR REESE RRR 
. TO THE SILENT GLOW OIL BURNER CORP. 


I full information, send today= 850 Windsor Street, Hartford 1, Conn. 











Please send me complete information on the new CORONATION BURNER. 


Thos P Yheo ee OS. Name: 
VV Company: 
oO. 


Street & No.: 























City: 











decreasing the 
amount of oil 
burned, without 
extinguishing the 
flame. 

The burner auto- 
matically adjusts it- 
self to give a steady 
flame of the size re- 
quired to maintain 
a constant tempera- 
ture. Temperature 
control is regulated 
by setting the regu- 
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lating valve 6 at 
any desired pres- 
sure. 


Meter compensating Mechanism 


IN U. S. 2,653,476, issued Sept. 29, 
1953 to Ralph B. Pressler and assigned 
to Bowser, Inc., a fluid metering mech- 
anism is described which will fully 
compensate for temperature changes. 
The meter is specifically designed for 
handling petroleum products. It is 
claimed to give automatic compensa- 
tion for volume changes caused by op- 
erating at temperatures differing from 





Fig. 11 


the standard temperature of 60° F. 
The compensation may be made, re- 
gardless of the coefhicient of expansion 
of the particular fluid being metered. 
In general, the meter delivers slight- 
ly less than the standard 231 cubic 
inches per gallon, but makes up the 
difference by permitting an additional 
amount to pass through a thermo- 
statically controlled compensator. The 
operator manually sets the apparatus 
for the proper coefficient of expansion. 
The amount registered on the meter 






then matches exactly the number of 
delivered gallons at standard tempera 
ture. 


Variable Flame for pot Burners 


U. S. 2,654,423, issued Oct. 6, 1953 
to Jackson G. Gilmore and William 
H. Gilmore, has as its object to equip 
vaporizing oilburners with means to 
control the gases for combustion and 
the fire resulting from combustion at 
low or pilot fire stage, 

The invention is shown in Figs, 12, 
5, 6, and 7, The numeral 10 indicates 
the oilburner pot generally, 11 a closed 
bottom and 12 a side wall open at the 
top and flanged at 13. An oil inlet 15 
is provided at the bottom, in alignment 
with a shallow radial trough 11a, The 
side wall 12 is provided with several 
rows of air holes 12a (see Fig. 15), 12b, 
12c, and 12d. Secondary air holes 12e 
are provided at the top. A horizontal 
ring 16 witha central opening 16a pro- 
vides an outlet for the combustion 
gases and flames. The pot may be 
mounted in a casing 18, as shown. 

A “fire ring” 20, provided with a 


central opening 20a, is supported 


SAVE TIME—MONEY 5 WAYS 





OTHER STEINEN PRODUCTS: 


OIL BURNER NOZZLES 
INSPECTION MIRRORS 
NOZZLE KITS 
ADAPTERS 
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@ Less bearing surface 
Non-clog, non-bind bearings 


with Steinen Draft Regulators 


® Scaled for FAST—EASY — ACCURATE draft setting. 


® True balance at all draft settings— 
Front and rear weights move at same time 


@ Exclusive leveling feature 


@ Two models fit 90% of all requirements. 


Contact your jobber or write us for additional information. 


we. STEINEN MEG. co. 


MANUFACTURERS OF ACCESSORIES FOR OIL HEATING AND AIR CONDITIO 





43 Bruen St, Newark 5, N. J. 2 
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Not on your life! Selling furnaces still takes plenty sweat and tears. 
But Perfection can help you smooth the way with... 

1. Regulaire*, . . the only real exclusive in the heating business. 

2, “On-the-spot” sales assistance by experienced Perfection men. 

3 Protection from factory or cut-rate competition in your territory. 


Companion air conditioning unit helps you sell a complete “comfort” 
CKage, 


Write us, Perfection Stove Co., 7535-A Platt Ave., Cleveland 4, Ohio. 


Perfection’s 
3 point platform 
for dealers 


ar | 


*Pat. Pending 


YOUR HOME DESERVES 


PORTABLE 
HEATERS 
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above the lowest air holes 12a and be- 
low the other air holes. Air flowing 
through the holes 12a is sufficient to 
support combustion of a limited oil 
supply for low or pilot fire, while the 
other air holes supply air for the sup- 
port of combustion of the generated 
oil gas at intermediate and high fires. 
Mounted in the opening in the ring 
20 is the member 25 open at the top 
and having a collar 25a provided with 
ports 25b and a flange 25c which rests 
on the ring 20. 

It is desirable that there be a tight 
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An Important Extra 


eg 


that means Extra Sales 





...And Only Sinclair has it! 
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SuperFlame containing RD-119®, Sinclair’s amazing | 
rust inhibitor, helps prevent rust-clogged filters and | 
burner nozzles when used regularly, reduces service 


calls... builds good will with your customers. 

Sinclair SuperFlame, the Anti-Rust Fuel Oil with 
RD-119 is really different — so different it’s patented. 
(U.S. Pat. No. 2,594,266) 


SINCLAIR 


uper 
v lame 


Fuel Oil with RD-119 \e | 
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fit between the flange and the collar to 
prevent leakage of gas or air between 
them. A bottom 25d has a central 
opening at 25e (see Fig. 14) and is pro. 
vided with a bent portion 25f at one 
side (see Figs. 13 and 15). This directs 
heat on the incoming oil near its point 
of entry, volatilizing a small amount 
of oil used for the pilot fire. For control 
of the gases for intermediate or high 
fire, a shield 28 is provided with de- 
flectors 28c, These direct gases flowing 
upward toward the pot side wall for 
better mixture of the gases with the 


Fig. 13 























Fig. 14 Fig. 15 


inflowing jets of air at intermediate 
and high fires. They also contribute 
to the shielding of the oil in the bottom 
of the pot from the radiant heat of the 
flame. 

With oil supplied in sufficient 
amount, and gas generated in sufficient 
volume for high fire, visible combus 
tion will not occur until the jets from 
the air holes 12e are encountered by 
the upwardly flowing gases, where 
upon a satisfactory high fire will result 
largely or wholly above the ring 16. 

The members 25 and shield 28 are 
so constructed that they may be readily 
inserted in and mounted on the fire 
ring in the majority of present instal’ 
lations. 

A complete set of dimensions is pr” 
vided in the patent, for a particular 
embodiment of the invention. In addi 
tion, a modified form of the invention 
is also described. 


Direct-reading tank Gauge 


U. S. 2,653,478, issued Sept. 29, 1953 
to Robert W. Harper, describes a liquid 


(Please turn to page 152) 
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OOK! 


the first complete line of 











Skuttle again demonstrates the vision which has any kind of heat... warm air, winter air condi- 

kept them in a leadership position for years... tioning, space heater, hot water, steam, and vapor. 

the first complete line of humidifiers. Valves, floats and other operating parts are 
Now, you can sell humidifiers in any home with interchangeable ... you carry less stock. 


New, Skuttle Model 450 for very 
compact warm air furnaces 


Where space doesn’t permit the use of a series 600 Humidifier, Model 450 does an 
excellent job. It can be used if there is 3” or more space between furnace and casing— 
in counterflow, low highboy, highboy, floor and other type furnaces as well as space 
heaters. High evaporation. Patented Vapoglas plates. Leak and corrosion proof glass 
float. Nickel and chrome plated brass valve parts. Aluminum plate rack. Evaporating 
pan is double coated acid and alkali resisting porcelain enamel on steel. Both regular 
and electronic corrosion are defeated by this type construction. 


Installation is very easy . . . just cut a slot in casing. 


Write for literature on this and other Skuttle Humidifiers 





Patented Vapoglas Evaporating Plates 


Pure glass wool compressed under heat. The most efficient plate you can 
get. All evaporating plates should be replaced when clogged with water 
chemicals about once a year. MANUFACTURING COMPANY 


4099 BEAUFAIT ¢ DETROIT 7, MICHIGAN 





Skuttle Series 600 Humidifier. . 


The Most popular of all humidifiers both with the 
public and the heating man. Self-flushing, self- 


Cleaning. 

Skuttle Model . . . 250 Gas Fired 
Independently gas fired for homes heated by steam 
or hot water, 

Skuttle Series 300 for Large Homes 
Holds up to 35 Vapoglas plates—for large homes 
warm air heated. 


Skuttle Series 500 for 
Coal Fired Warm Air Heat 
ren no plates—for use in high temperature 
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T IS ALMOST AXIOMATIC among many 
outside observers of the com- 
mercial-industrial oilburning industry 
that the type of salesman and selling 
methods which succeed in the sale of 
residential equipment just won't do 
when it comes to selling industrial oil- 
burners and package steam generators. 
They are quick to point out that the 
sale of industrial equipment is almost 
always a close “bidding” sale. 

In other words, after the architect 
or consulting engineer has written his 
specifications, the dealers seeking the 
job have to submit written bids on 
equipment which meet those specifica- 
tions. Unlike the residential business, 
personal salesmanship apparently does 
not enter the picture once these bids 
have been called for and entered. To 
the uninitiated, therefore, it might 
seem as though only the low bidder 
ever gets a commercial or industrial 


job. 
Specialty Techniques sell 


The writer having grown up in the 
residential business, has been tempted 
to believe that there is no place for 
speciality selling methods in the indus- 
trial burner field. Imagine his surprise, 
then, to come across the following 
story which seems to prove that if spe- 
ciality selling techniques are applied to 
heavy oil equipment and personal sales- 
manship is emphasized, the results can 
be extremely gratifying. 

For better than ten years, George 
Frank has been the successful sales 
manager of the Industrial Division, 
York-Shipley, Inc., York, Pennsyl- 


vania, manufacturers of industrial ro- 


> 


tary oilburners and package steam gen- 
erators. In market after market, he has 
been able to appoint dealers and dis- 
tributors who have built a sizable and 
profitable volume of industrial busi- 
ness. 

Frank recognizes the importance of 
keeping his distributors highly com- 
petitive with other nationally known 
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Industrial Burner 
sales ‘Techniques 


Personal Selling gains Leadership for Shipley Heating in central Pennsylvania 


makes, but he has never given up the 
idea that it is individual selling which 
makes the big difference in any market. 
And in the last year, he has been able 
to prove his point clearly. What is 
more, the proof has come in York- 
Shipley’s own home town, York, Penn- 
sylvania: 

For many years, York-Shipley prod- 
ucts have been retailed in the City of 
York by a completely autonomous fac- 
tory subsidiary named Shipley Cool- 


ing & Heating, a successful retailer of 









residential equipment. For many years, 
too, the same organization has sold in- 
dustrial and commercial equipment 
with only fair success. With the some 
times fiendish glee with which com 
petitors always seem to flock to the 
home town of every manufacturer, 
York-Shipley has found it a tougher 
job to sell in its own home town than 
in many other more distant markets, 

A little over a year ago, George 
Frank decided that he was going to 
bring to bear on the York and Central 


ak 





Frank Holland, who combines engineering with selling, checks five boilers at the 
Harrisburg, Pa., Housing Development. The office gave him a lot of assistanc’ 
with his layouts and paper work leaving more time for the delicate job of selling 
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this fireye Plan sells 
burner modernization 





in the slack months 


Send for these FREE ‘“Modernization Check Lists’. 
Have your servicemen uncover replacement sales 
in your commercial-industrial installations. 


Join the large group of distributors who will 
show a handsome profit during the normally 
slack season. You can do it with this FIREYE plan. 


Here’s how it works 


The plan is practical and profitable. Your serv- 
icemen make modernization surveys of all com- 
mercial-industrial oil burner units more than 
two or three years old. You know how many of 
these are incomplete by today’s standards. 
Changes in insurance codes, as well as equip- 
ment and control standards have left some of 
your burner customers far behind. At least 
$1000 in potential business is there for your 
man to uncover on each call — in replacing ob- 
solete or run-down equipment to give your cus- 
tomers the ultimate in efficiency and protection. 





NOW TAKE THIS FIRST STEP 





All the material you'll need 


FIREYE Flame Failure Safeguards figure heavily 
in anyone’s modernization plan. Therefore we 
have prepared a complete sales development 
“package” for your use. It includes a quantity 
of 4-page, comprehensive “Modernization 
Check Lists” to guide your servicemen in making 
a thorough inspection, as well as other sales 
helps to follow up the survey with sales of 
FIREYE and other profitable lines. 


Never before have you had a program so prac- 
tical and v’~ll organized to take up the slack 
in sales thut occurs at this season every year. 
Indicate (on your business letterhead) the num- 
ber of servicemen you have, and the approxi- 
mate size of your customer list. We will send 
complete information and FREE materials. For 
samples, use the coupon. 





TO SLACK SEASON PROFITS! 








N 


COMBUSTION CONTROL CORPORATION 
Dept. OB-2,718 Beacon St., Boston, Mass. 


Rush me a sample “Modernization Check List’ 
and instructions for its use. 
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s at the FIRST AND FOREMOST IN INSTANT Firm..... 
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Pennsylvania markets served by Ship- 
ley Cooling & Heating all of his pet 
theories on personal salesmanship. He 
asked Clifford Murat, manager of 
| Shipley Cooling @ Heating, for per- 
mission to act as industrial sales man- 
ager for a limited period. He hired two 
experienced industrial sales engineers, 


Frank Holland and Fritz Heede. Both 


. . . « Industrial burner Sales 












| © SINCE 1926 * in the application, design ond 
_ mle. of pumpe — separators — hydrauli jes. 


FUEL OIL PUMPS 


Compact, lightweight pumps 
that operate at wide ranges 
of speed—to handle oils of 
all viscosities and give long 
trouble-free life. 















Direct-drive design 


Roller tolerances permit handling 
extraneous matter that would jam 
other mechanisms. Good suction 
characteristics. Capacities 60- 
600 GPH; pressures to 100 psi. 
Ask for Bulletin A-1330. 





Reduction-drive design 


Time-tested Kraissl design for di- 
rect burner supply—or as boost- 
er pump. The pump that will pull 
heavy oil when it is cold. Capaci- 
ties, 75-1800 GPH; pressures to 
100 psi. Ask for Bulletin A-1193. 
Bulletin A-1330 and/or Bulletin 


A-1193 . . . gives you full data— 
write for your copy today! 


co 


295 Williams Ave., Hackensack, N. J. 
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et 
ti 
in 
Monday morning sales meeting is a regular affair for the York-Shipley Industrial 
Division. (left to right) Fritz Heede, salesman; George Frank; manager of the 
Division, Frank Holland, salesman and Clifford Murat, manager of the Shipley tr: 
Cooling and Heating exchange ideas. és 
of them were familiar with the terri- ple who have to be sold, namely, the al 
tory; both of them were able salesmen. _ architect, the consulting engineer (in th 
Frank put the problem directly in some instances), the heating contractor ™ 
their laps: “Our product is as good in —_and the owner or end user. While all th 
York as it is in any city of the coun’ of them are important and require § 
try; our reputation is as high in York some selling, the owner frequently can = 
as anywhere else; our public accept- be the deciding factor. He further ° 
ance should be higher in ourown home __ stated that it is all too common a prac- a 
town than in any other city. Admitted- tice with industrial salesmen to sell mg 
ly, there is business in this area. I am “their right to bid” to the architect or I 
determined that we get our share of contractor, submit their bid, and then al 
that business this year. I am counting sit back and pray for the breaks, tha 
on you gentlemen to get that business He told them that much too often, J tis 
for me and I am setting up an incen- while one industrial salesman is de J "ts 
tive plan whereby your income will be pending on his contact with the archi frst 
directly tied to the profits on each job _ tect and contractor, some more enter fF 4" 
you sell.” prising salesman is out making friends J "CU 
In working out a day-to-day selling and influencing the ultimate owner. sale 
routine for his salesmen, Frank placed = Many times he winds up with the bus: fF ™4 
great stress on the value of the per- ness because one slight suggestion of and 
sonal selling job. He made it clear that preference from the owner is a power sales 
there frequently are three or four peo- ful inducement for the contractor, i 
OT 
nece: 
equi 
says 
lems 
dent; 
busir 
derst 
ity tc 
techn 
‘si 1 Bs 
New plant: Bendix Radio Division in York, Pa., is heated by a Steam Pak installof Pete 


tion. It represents a part of the half million dollars worth of industrial heating 
equipment sold by the Shipley Cooling and Heating Co. 
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architect or consulting engineer to 
switch alliance, pronto, | 

Frank hammered home the fact that | 
no industrial burner salesman should 
depend upon the architect, engineer, | 
or contractor to sell his product to the | 
end user, but should cover this exposed 
individual himself. All of which, he 
admits, takes more work and more per- 
gnal selling effort than the average 
“bidding” type salesman does. 

The job of selling the architect 
and/or the consulting engineer remains 
one of major importance, A truly good 
personal salesman can get his own | 
equipment written into the specifica- 
tions and thus, have his selling job well 
in hand. 















































True Salesmanship 


ustrial 











of the The job of selling the heating con- | 

hipley tractor a particular brand is a true | ae — ae 
exercise in salesmanship. “Unlike the | ee ’ ‘i 

[le of residential equipment, where | ‘‘eee Let’s cut this stack off here and puta 

y, the | 


the only place in which personal sales- | 


et manship can be used is on the end user, | Wing Draft Inducer on the boiler...We’ll 


ractor eal 
the sale of a piece of industrial oilburn- | 


_- ing equipment requires not only the| save the cost of the chimney, have better draft 
same kind of selling, but at least three | . en pe 99 

— times as much,” says Frank. “But who | and a better looking building. 

: ond should care, the jobs are five times as | 

. s big.” If you are building or rebuilding or increasing the 

O § } ‘4 ‘ ; 

tte In discussing with his salesmen over- | size of your boiler plant, a costly, tall chimney can 


add considerably to the expense. And a well 
planned architectural design can be ruined with 
an unsightly, towering stack. 


WING DRAFT INDUCERS 


eliminate this problem, provid- 
ing positive, adequate, uniform 
draft regardless of surrounding 
conditions, or variable weather. 
They cut operating costs too, by 
giving higher CO,’s. Smoking is 
reduced or eliminated. Higher 
boiler capacity is possible. 


d then all selling problems, Frank points out 
" that the same general rules apply in 
often, this job of selling as apply in any other. 
‘s de ‘it still is necessary for the salesman 
archi: | frst to sell himself and his own under- 
enter standing of the problems of the par- 
Sehimile ticular job; it still is necessary for the 
owner. § Slesman to sell his company and the 
he bus § ™anufacturer’s reputation for quality 
tion of | 2d service; it still is necessary for the 
power salesman to sell the ability of his com- 
tractor, § Pany to make proper installation and 
to furnish satisfactory service; it still is 
hecessary to sell the features of the 
equipment itself. “All of these things,” | 
says Frank, “are the same selling prob- | 
lems which face a salesman in the resi- | 
dential heating business or any other 
business I know. Given a thorough un- 
derstanding of his product and the abil- 
ity to do the required engineering and 
technical work, any good salesman can 
apply the standard selling rules to the 
industrial burner business with com- 
plete success,” 





Write for Bulletin I-52 


L.J. Wing MfQ.Co. 
66 Vreeland Mills Road 


Linden, New Jersey 
Factories: Linden, N.J. and Montreal, Can. 
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PERFORMANCE 
STANDARDS 


for MeL FUEL OIL HEATERS 







































Expert design by experienced heating 


engineers 


Carefully selected from a wide range 


of construction materials 


Full protection against corrosion 


M & L Guarantee against defects in 


workmanship and materials 





M &L FUEL OIL HEATER 





There’s a type for every fuel oil heat- 





“U" TUBE 2 OR 6 


ing need—commercial or industrial. PASS TYPE HEATER 


They meet the standards of the Fuel 


Oil and Water Heater Manufacturing 
Association. 


Send for our complete catalog includ- 
ing data on the new M & L Fuel Oil 
Guardian Heater (832-52-SA).~ 

*New York City Approval No. 





TANK OUTLET 
OIL HEATER 


28 Ogden Street 


SALES REPRESENTATIVES IN PRINCIPAL CITIES 


Newark 4, New Jersey 
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After a year’s experience, George 
Frank feels that he has proved his 
point. Without reducing either his 
selling price or his gross profits in ratio 
to competition and without making a 
single unusual concession, his York, 
Pennsylvania sales set-up has devel. 
oped into the largest single heating 
contractor in central Pennsylvania, It 
has written better than one-half mil. 
lion dollars worth of industrial ojl- 
burner business in one year and will 
have installed over $350,000 worth at 
the end of twelve months. 


Applications are varied 


A careful study of the jobs taken by 
Shipley Cooling & Heating demon- 
strates that its sales volume has not 
been limited to any one type of busi- 
ness, or to any one type of product in 
the line. Such outstanding factory jobs 
as Caterpillar Tractor, Edgecomb 
Steel, Sylvania Television, Bendix 
Aviation, and others are included in 
the roster of jobs sold and installed. 
Some of them are rotary burner in’ 
stallations, some packaged boilers, both 
high and low pressure, 

Like all alert industrial organiza- 
tions Shipley Cooling & Heating cashed 
in on the rush of new school buildings 
which have dotted the country. West 
York High School, the Smallwood 
School, William Shelley School and 
the Gettysburg College head the list 
of almost 20 school jobs sold during 
the period. Public housing jobs were 
not neglected, the huge Harrisburg 
housing development being one of the 
first sold by Shipley, (The writer 
wishes that this magazine were printed 
in four colors so that he could show 
the truly magnificent installation in the 
Harrisburg Housing Authority job. 
Every inch of pipe and conduit, and 
every control line is painted a dis 
tinctive color in order to make mainte 
nance of this sizable installation easier 
and the result is one of the handsomest 
boiler rooms I’ve ever seen.) 

In reviewing his year’s activities 
Frank disclaims any personal credit. 
“I don’t want to leave the impression 
that this job was in any sense 40 
achievement of my own. The truth of 
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_, . Industrial burner Sales 


the matter is that Shipley Heating & 
Cooling stood solidly and effectively 
behind the two salesmen I put in the 
field, Cliff Murat’s own knowledge of 
industrial burner application was of 
tremendous value, not only in instal- 
lation work, but in the necessary engi- 
neering prior to installation. Our or- 
ganization works both as an individual 
heating contractor, selling and install- 
ing equipment itself and also through 
the established engineering and con- 
tracting firms in the area. 

“The business of simply writing and 
submitting the bid is only the smallest 
part of the sale of any piece of equip- 
ment. If that were not true our lowest 
priced competitors would get all the 
business, but our own rapidly growing 
sales are proof that that is not the case. 

“As I look over the record made 
here in York and at the equally im- 
pressive records made by a number of 
our other distributors across the coun- 
try, I can say with a great deal of cer- 
tainty that the successful industrial oil- 
heating equipment distributor always 
does an aggressive selling job. In that 
respect, at least, there is no difference 
whatsoever between selling industrial 
or residential oilheating. It takes sales- 
manship to move equipment.” 


Formula for Success 


The following formula is that which 
Frank has preached to distributors and 
dealers across the country for years. 

1, Hire a salesman who has as much 
sales in him as engineering. 

2. See that he prospects in the laun- 
dry trade, the apartment house trade 
or other industrial classifications, do- 
ing some creative selling as he goes. 
While new construction is fine, each 
new job is known to every competitor, 
but the salesman owns the prospect that 
he creates in existing establishments. 

3. Have the salesman work out a 
good sales story that requires something 
ess than nine hours to tell and that 
covers product, manufacturer’s back- 
ground and the dealer’s ability to in- 
stall and service, 

4. Help the salesman assemble his 
necessary material—pictures of instal- 
lations, user lists, complimentary let- 
ters received from customers. 

5. Pay the salesman on an incentive 
basis; the more attractive you can make 








performance 
for the user 


Time-tested horizontal-rotary 
design. 

V-Belt Drive for the high cup 
speed essential to efficient 
atomization. 

Four-Hole Hinge circulates oil 
through oil heater so that hot 
oil is on the pressure side of 
the pump, allowing you to burn 
oil at higher temperatures. 
Adjustable Air Nozzle pro- 
vides accurate control of flame 
contour. 

Dual Pumps and Reservoir 
combined with Constant Oil 
Rate Control provide con- 
trolled firing regardless of 
viscosity variation. 

Burn any grade of oil. Also 
available with combined gas 
burner for any type of gas. 
Fully automatic in sizes to 
500 bhp with dual ignition, 
and hi-low or fully modulat- 
ing control. 


for performonce you can BA NK on 


SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 
















profit 


for the 
dealer 


ROTARY BURNERS 


pf YPERIGR 


Customer satisfaction is one of the best 
sales builders a dealer can have; and 
Superior Rotary Burners build customer 
satisfaction. 


Designed to provide the most complete 
combustion burning the heavier, higher-heat- 
content grades of oil, Superior Rotary 
Burners combine the time-tested features of 
horizontal rotary atomization with depend- 
able, automatic firing, precise control of 
firing rates, more accurate control of flame 
contour, and minimum upkeep. 


A few valuable unassigned territories are 
still available for the sale of these burners. 
If you are interested in bringing outstanding 
burner performance to your customers, and 
profit to yourself ...and if you have the 
facilities and background necessary to both 
sell and install these burners, write today : 
for complete details. 
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U @-: 
The smart installer 


Knows the answer! are 
He specifies the ‘Panacoil TYP F “GF : 
INDIRECT GAS FIRED FUEL OIL HEATER 


for those difficult jobs that need special oil heating facilities 


The Type “GF” Oil Heater is an integrated self-con- 
tained steam vapor generating exchanger using gas as 
its primary heat source. 


However, the gas flame does not come in contact with 
the tubes containing the fuel oil. Instead, vapor from 
the lower steam generating section does the actual oil 
heating! 


APPLICABLE TO ALL TYPES OF OIL FIRED APPARATUS! 
THE PERFECT HEATER FOR: 

© Low temperature forced hot water heating systems on #6 oil. 
@ Plants with starting difficulties after week-end shutdowns. 


BULLETIN 60-L 
WRITE FOR YOUR COPY TODAY! 


DAVIS ENGINEERING 


CORPORATION 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. * 1064 EAST GRAND ST., ELIZABETH 4, NEW JERSEY 





Approved by Board of Standards and Appeals, 
City of New York—Cal. No. 362-51SA 
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| his deal the less sales supervision he 
| will require and the more business he 


will do. 
6. See that the company or the boss 
does all of the engineering possible for 


| the salesman; the more assistance he 
| can get with his layouts and paper 


work the more time he has for selling, 
Frank says that many dealers do not 
seem to have their minds on the proper 


| objective when they hire a sales engi- 


neer. All too frequently the dealer is 


| thinking of how good an engineer the 


| man is, so that the boss won’t have to 


give him any help and not considering 
the fellow’s sales ability which is the 
thing that pays off. He says that it takes 
a very good man indeed to keep engi- 
neering and sales properly balanced in 


_ his mind or as Kipling said to “Treat 
| those two impostors both the same.” 


The application of Frank’s formula 
and theory, practiced to the limit, has 
produced really excellent results in the 
central Pennsylvania Market. 


oe, 
“9 


| Minn.-Honeywell expands 


Industrial Sales Division 


THE INDUSTRIAL Division of Minneap- 
olis Honeywell Regulator Co., Minne: 
apolis, Minn., has added 16 sales en 
gineers in branch offices in 13 cities in 
Canada and the United States. 
The appointees are graduates of the 
company’s industrial instrument trai- 


| ing school in Philadelphia and include: 
_K. J. Lesker, Dallas; O. E. Krienke, 


Jersey City; W. J. Boschert, St. Louis; 
W. G. Henderson, Chicago; R. P. 
Norton, Indianapolis; W. J. Young, 
Houston; W. C. Curp, Dayton; W. 


_ T. Lisenby and J. T. Gentry, Los An 


geles; J. L. Ciprari, Minneapolis; K 


| Batchelor, Houston and W. L. Bolton, 
| Atlanta. 


In Canada: R. J, Raycroft, Toron 


| to; T. M. Hunt and W. F. Harrison, 
_ Montreal and H. E. Allison, Interna 


| tional Division. 


J. A. Robinson, field sales managet, 
announced the appointments and ex 
plained they were in line with the di 
vision’s planned growth program © 


| meet expanded industrial demand for 


instruments. 
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Committee paves Way to set up 


Commercial-Industrial Division 


MAJOR DECISION reached during a 
A meeting of the Commercial-In- 
dustrial Committee, Oil-Heat Institute 
of America, on January 21, was the 
approval of a motion requesting the 
Institute’s Board of Directors to au- 
thorize establishment of a full-fledged 
Commercial-Industrial Division, The 
action was taken during the January 
meeting of the Board at the Edgewater 
Beach Hotel, Chicago, January 21 and 
22. 

Chairman Russell C. Westover, Jr. 
(Ray Oil Burner) presided at the 
meeting where more than 25 repre- 
sentatives of commercial-industrial 
oilburning and accessory equipment 
manufacturers spent a major part of 
the meeting discussing the advisability 
of setting up a Commercial-Industrial 
Division and how it should be organ- 
ized, Reviewing the beginning of the 
committee, it was explained that orig- 
inally it was intended to provide a 


sounding board for industry members, 
both in and outside the Institute, to 
discuss and seek solutions to common 
problems. 

It was the consensus that the com- 
mittee on the whole had benefited all 
who participated and had helped the 
commercial-industrial segment of the 
oilburning industry in general. Fur- 
ther, it was contended that formal es- 
tablishment of a Commercial-Indus- 
trial Division would help attract new 
members and permit it to function 
more concretely as a united voice. 

Specifically the committee during 
its existence has been able to institute 
revision of Underwriters’ Laboratories 
standards, has set up machinery for 
establishment of an educational pro- 
gram at college levels for commercial- 
industrial oilburning and has been suc- 
cessful in forestalling adoption of local 
codes and ordinances that would have 
been restrictive. In addition, the mere 


existence of the committee has in- 
creased the stature of commercial-in- 
dustrial oilburning. 


Now is the time, the committee de- 
cided, to make even more effective of 
the views of manufacturers of this type 
of equipment by incorporating their 
companies in a separate Division of 
the Institute, Accordingly, the motion 
adopted requested the Board of Direc- 
tors to authorize establishment of a 
Commercial-Industrial Division of Oil- 
Heat Institute of America and to name 
a committee of commercial-industrial 
manufacturers to prepare a set of By- 
Laws. These would outline organiza- 
tion, functions, objectives and mem- 
bership. 

The Board the next day referred the 
matter to its Constitution Committee 
to explore ways and means of comply- 
ing with the request after approving 
the proposal in principle. 

Participation of dealer and distribu- 
tor organizations was discussed at 
great length, with the feeling that 
without disturbing normal relation- 
ships between manufacturers and deal- 
ers, a Commercial-Industrial Division 





CHROMALOX | 


Electric HEAT 


EXCHANGERS | 


With Chromalox Electric Heaters it’s an easy 
matter to preheat inexpensive grades of fuel 
oil for easier pumping and better atomiza- 
tion. These packaged units—with built-in 
heating elements, and thermostat, heating 
chamber and insulation—are easy to install 
and simple to operate ... and save many 
times their cost. Chromalox has a model for 
any need, and provides engineering service 
to help you put heat to work. 


EDWIN L. WIEGAND COMPANY 
7762 Thomas Bivd., Pittsburgh 8, Pa. 












Write for Bulletin 701 which gives 
details on preheating fuel oil 
with Chromalox Circulation Heaters. 


| Meet every code 
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1860 BROADWAY 


PREFERRED 


INDUSTRIAL 
ANTI-SYPHON 
VALVES 


Non-Adijustable 
Angle Type 


Heavy Bronze 


Construction 


Approved by Underwriters’ 


Laboratories, Inc. 


PREFERRED UTILITIES MFG. CORP. 










A COMPLETE LINE 
TYPE A—1%" to 3”. Maxi- 
mum capacity to 1000 G.P.H., 
even with #6 oil. 

TYPE B—%4” and 1”. Maxi- 
mum capacity to 100 G.P.H., 
for #1 to #5 oil. 

TYPE C—%"” and 2”. Maxi- 


mum capacity to 30 G.P.H. of | 
#1 and #3 oil. 


Dept. OH-1 NEW YORK 23, N. Y 
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could offer specific helps to organiza- 
tions at the retail level. Such benefits 
would include an exchange of sales and 
service ideas, programs to attract more 
manpower for commercial-industrial 
work, ammunition to insure adoption 
of equitable ordinances and codes, or- 
ganization of training schools, partici- 
pation in meetings and the opportu- 
nity to advance constructive ideas. 
Dues for dealer memberships were sug- 


gested as a nominal annual fee. 

J. Verne Resek (Cleaver-Brooks) 
reported on the success his committee 
has had in getting Underwriters’ to 
change its standards for commercial-in- 
dustrial oilburning equipment. Stand- 
ards for combinations of burners with 
boilers and furnaces are ready for ac- 
tion by uL’s Advisory Committees, 
both domestic and commercial-indus- 
trial. They meet on February 17 and 
every indication points to quick ap- 
proval. Another code on burners only 
has not been completed. However, it is 








GUARD Against Leaking Oil Tubes 


0 
, ead 


with toe ALSTROM 


® completely "fuel-proof!" 
© really heats oil! 


... Suitable for both suction side and pressure side hook-up 


This "Safe Guard" Double Transfer Unit gives uniform heating at correct 
temperatures, with maximum efficiency and provides absolute protection. 


® compact © ruggedly constructed @ triple tested 
© Visual Indicator, standard on all models 


CONTAMINATING OF 
BOILERS AND HEATING 
SYSTEMS 


"SAFE GUARD" 
OIL PREHEATER 





Every "Safe Guard" Oil Preheater is equipped with necessary connec- 
tions for either below-water-line installation or *Vacuumatic installation. 
WRITE FOR LITERATURE 


THE yi 
ALSTRO CORPORATION 


Y 
790 EAST 176 STREET - NEW YORK 60, N.Y. + CY 9-2310 





*YACUUMATIC TANKLESS WATER HEATERS @ HEAVY DUTY SUBMERGED COILS e CON- 
VERTERS @ OIL PREHEATERS @ STEAM COILS ® TANKLESS GENERATORS @ HEAT RECLAIM- 
ERS @© WATER CHILLERS @ AFTER COOLERS 

*Reg. U.S. Pat. Off. 
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reasonable to assume, said Resek, that 


during 1954 all UL codes on commer. 
cial-industrial equipment will be final. 
ized. 

The Canadian Standards Associa. 
tion, Resek continued, has included in 
its requirements for commercial-indus. 
trial equipment points at conflict with 
UL rules. But the CSA has expressed 
willingness to re-write those parts of 
their standards. They will insist, 
though, that the Canadian Electrica] 
Code be followed and will conduct 
electrical breakdown tests on all burn- 
ers. 


Plan Convention Session 


Some progress was reported by Wil: 
liam Bohn (Preferred Utilities) on ar. 
ranging a program for a commercial- 
industrial session during the Institute's 
Exposition and Convention in Phila- 
delphia, May 16 to 20, It is the inten 
tion to have a complete session devoted 
to commercial-industrial oilburning 
topics and to invite architects and en- 
gineers in the Philadelphia area to at- 
tend. In general, a program is planned 
that will include a well-known speaker 
on some pertinent subject, such as air 
pollution. He would be followed by 
industry personnel who would describe 
control hook-ups or oil preheating 
principles, for example, as they are 
applied to commercial-industrial oil: 
burning. 

In this way, it is felt, the architects 
and engineers responsible for specify: 
ing equipment would become ac 
quainted with the essentials of good 
practice. The session would be fol 
lowed by a reception and then a tour 
of the section of the Exposition re 
served for commercial-industrial ex: 
hibits. 

Final topic discussed during the 
meeting was the equipment specifica 
tions being prepared for the Govern 
ment by a Philadelphia engineering 
firm. These are intended to provide @ 
means for Army, Navy and Air Force 
contracts to specify standard models 
of commercial-industrial oilburning 
equipment. However, there are itv 
cluded in the proposed specifications 
some requirements that would make it 

| impossible to use standard models. 

| As a result the committee voted t0 
ask Day & Zimmermann, the firm draw 
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that ing up the specifications, to allow the . 
cr | camitee mnten to comne tiem OHI offers Assistance on 
nal- and then have the Institute present the : 
committee’s comments and recommen- N VW 7 Y k > k R ] 
cia dations. It was recognized that the c Or ity SITLO € Uu cS 
din specifications would have to be re- 
dus. viewed in the light of what the mili- N NovEMBER 5 the Department of _ Institute has led a movement toward 
with tary services would need, which, nat- Air Pollution Control, New __ better combustion for many years and 
ssed urally, in some cases differ quite sharp- | York City, held a public hearing on _is actively engaged in an effort to up- 
s of ly from civilian requirements. seven proposed amendmentstoitsrules grade the smoke testing requirements 
sist, Before closing, Chairman Westover —_ and regulations, D. H. Bottrill, teche | at the manufacturing level, which we 
rical asked for suggestions in writing on nical secretary of the Oil-Heat Insti- think the Air Pollution Control De- 
duct topics to be included on the agenda of _ tute of America, New York 36,N.Y., _—_ partment will agree is the place where 
urn the next meeting, which is to take attended, along with other local indus- smoke control should begin.” 
place in Philadelphia during OHI's Ex- try representatives, to protest against The first of the proposed amend- 
position and Convention in May. restrictive rules as they affected oil- ments would require all boiler instal- 
P burning installations. lations using No, 5 or No. 6 oil to be 
Wil- “~~ During the hearing Bottrill offered —_ provided with two pre-heaters to keep 
n ar a the technical services of the Engineer- one in service while the other is being 
vaidl ing Committee of the Institute to help cleaned. Bottrill pointed out in his 
; sales representative for the Preferred .. ’ ov 
tute’s ‘ remove oilfired equipment from the __ letter that mere addition of extra pre- 
Unit Steam Generator in the east ; : = 
hila- list of serious smoke offenders” by pre- heaters cannot decrease smoke when 
Texas area. : 
nten paring equitable rules. In a letter to _ other causes are to blame. Instead, he 
voted A. O. Jaeckel has been elected presi- the Department, Bottrill further ex- said the oilburner industry feels it 
rning dent of the Davis Engineering Corp.., plained that the Institute has been en- would be wiser to adopt the rules of 
d en Elizabeth, N. J.; he joined the com- _— deavoring to make standard through- —_ the Underwriters’ Laboratories as a 
to at- pany in 1926 and will continue as out the country the Shell-Bacharach standard. This would require that only 
anned general manager, Frank F. Kunca, for- smoke spot test to replace the inaccu- burners having a UL label could be in- 
yeaker merly controller, is now treasurer. rate Ringelman charts and also, “The stalled in New York City and that 
as aif 
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ecifica’ anced, Readily and The Dewey Safety Air-flow Switch protects against 
* overt Easily a at It pays for itself in a few months opening of fuel valve until fan is up to speed. 
gah) . > and gives years of clear profit Insures purging of furnace before fuel valve opens. 
neering thereafter. | Closes fuel valve if fan slows up or stops. Flashes 
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Wp j @ Saves 10-30% in Fuel danger from gas fuel failure when used in connection 
r Force 2.0n side of breeching e@ Insures Uniform Draft with safety shut-off valve. 
models 4.Under breeching e Increases CO. Percentage Thousands sold. Factory Mutual and Underwriters 
e@ Reduces Boiler Maintenance Laboratories Approved. Standard equipment on 
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they should be installed in accordance 
with Underwriters’ procedure and ap- 
proved by the Board of Standards and 
Appeals of New York City. 
Another amendment would require 
electrical or other types of preheaters 
of sufficient capacity to adequately 
heat fueloil for the burner that fires 
a boiler. Also the Department would 
assume responsibility for specifying 


the temperature to which the oil should 
be preheated on every installation. 

The Institute’s letter explained how 
complex is the decision which burners 
need how much preheating and de- 
clared the question “cannot be solved 
by merely stating that all boiler in- 
stallations using No. 5 or No. 6 fuel- 
oil should be provided with pre- 
heaters.” Instead the regulation should 
specify that “all oils having a viscosity 
below 350 seconds Saybolt Universal 
at 100° F. should be exempted.” Also 
if the Department is to specify pre- 
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PETROMETER 
Remote Reading TANK GAUGES 


Here’s the gauge that gives you accurate readings—clearly 
visible—absolutely dependable. A quick glance at the 
gauge tells you the exact quantity of liquid in your tank— 
in inches of depth and in gallons, pounds or any other 
volume or weight units. 

The Petrometer operates on the principle of static pres- 
sure. There are no pulleys, wires, springs, or electrical 
mechanisms to go out of order. Operation is simple and 
reliable. 

INSTALLATION? IT’S EASY— 

These gauges can be installed on tanks above or below 
the ground and up to % of a mile away. The tank assembly 
unit can be installed even when there is liquid in the tank. 
The single copper tube line from the tank is connected to 
the gauge by one simple compression connection. No setting 
up or adjusting is required on the job. 

PETROMETER GAUGES ARE IDEAL FOR: 
Commercial and Industrial fuel oil storage tanks 
Petroleum Bulk Storage 
Storage tanks for chemicals, solvents and other industrial 
liquids. 
Write for Bulletin PF for details. 
8 


LIQUIDEPTH INDICATORS, INC. 


43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 
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heating temperatures, it should take 
into account the type of burner since 
different types require different tem. 
peratures even when using identical 
fueloil. 

A third amendment would require 
preheaters rated at least 100% in ex. 
cess of the maximum volume of ojl 
burned per hour under normal operat. 
ing conditions, This, the Institute said, 
would be contrary to accepted indus. 
try practice and would result in pre- 
heaters of excessive capacity, without 
any assurance of better smoke control, 

Two other proposals would insist 
upon a thermometer on each preheater 
and require each burner installation 
to be provided with a poster or manual 
of operation. There was little or no 
opposition to these, but the Institute 
did point out that the Board of Stand. 
ards and Appeals already calls for 
operating instructions on each job. 

Paragraph 11.2.2.6 of the regula- 
tions calls for automatic smoke alarms 
on all residual oil installations, Here it 
was explained that there were no such 
units presently available that func 
tioned well without constant atten’ 
tion and that nearly all would be out 
of order shortly after they were in 
stalled. 

Further, an impossible amount of 
policing would be necessary to make 
sure that such instruments were oper: 
ating. 

The final proposal would have the 
fueloil dealer provide a user with a 
chemical analysis of the oil delivered 
and recommend the temperature to 
which the oil should be preheated. 
This latter provision was condemned 
for the same reason as similar require: 
ments in other amendments, The 
chemical analysis actually has no rela 
tion to the temperature to which it 
should be heated. Bottrill stated in his 
letter that the intent of this amend 
ment could be covered by having the 
manufacturer of the burner recom 
mend preheating temperatures for dif 
ferent fueloil viscosities and having the 
fueloil dealer tell the consumer the 
viscosity of the oil being delivered. 

The seven amendments are still u 
der consideration, with the prospect 
that there will be additional public 
‘hearings and discussions before "Y 
final decision is reached. 
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sia 
Readers’ Problems 


Q. I have a problem. Three years 
ago we installed a rotary type oilburner 
in a cast-iron heating boiler. All pip- 
ing and radiation was done by a com- 
petent steamfitter. 

The purchaser brought it to our at- 
tention this fall that ever since we in- 
stalled the burner he has had a prim- 
ing problem. Cleaning compounds 
have failed to help. The boiler is not 
over-fired, and it has been back-flushed 
and blown down by us. All radiators 
have fast-acting valves and both return 
lines are vented with 34” valves. 

After trying the above prescribed 
remedies I’m putting it up to you. 
What next? 

C. O. A., West Concord, N, H. 

A. First, it can be concluded that 
the priming is not interfering with 
proper heating of the building, for 
after all it went on for three years be- 
fore the owner called your attention 
toit, After what you've done to arrive 
at a clean boiler that contains suitable 
water, you probably have no doubts 
that additional boiler cleaning or boiler 
water treatment is not needed. But 
there are compounds and compounds, 
all intended to serve these functions. 
We know of cases in which the fourth 
efort to end priming by using chemi- 
cals was successful. Also, success on 
some jobs depends on rinsing and rins- 
ing—to the point at which it seems that 
changing the rinse water six times is 
better than changing it five times. 

Therefore we suggest that you set 
up two identical pans over two identi- 
cal big flames on a gas stove; water 
from the boiler steaming at a high rate 
i one pan, in the other tap water. 
Make certain for yourself in this way 
that the need for additional cleaning 
of the boiler or additional boiler water 
treatment is not causing the priming 
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4. PRECISION AIR-OIL CONTROL 
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View of “VOLUV ALVE” 
which vastly improves au- 
tomatic starts on #6 oil 
and combustion at all fir- 
ing rates. 


VOLUVALVE FUEL REGULATION 


@ The patented VOLUVALVE is one of several outstanding 
features that have established Preferred Horizontal Rotary Oil 
Burners as “tops” in performance and customer “boosting.” 

The VOLUVALVE receives a constant volume of heavy fuel oil 
from the discharge pump, meters the right quantity of oil, regard- 
less of temperature, pressure and viscosity changes, and delivers 
it at all times in the exact volume required by the fuel atomizer. 

The VOLUVALVE, plus the other built-in features (listed 
above) has put Preferred Horizontal Rotary Heavy-Oil Burners 
in a truly preferred class for fully automatic operation, uniform, 
efficient combustion throughout the entire high-low range of 
burner control and long service life. That is why Preferred is the 
leader today among commercial oil burners. 

Preferred Oil Burners are available in sizes from 12 to 175 
G.P.H. and 45 to 525 B.H.P. They are also made in combination 
oil-gas burner types, with quick change from one fuel to the other. 

Install Preferred and be sure of performance that leads to 










































ok. wider demand for this truly fine commercial oil burner. 
v-. masa J} Approved by Underwriters’ Laboratories, Inc. 
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PREFERRED UTILITIES MFG. CORP, 


1860 BROADWAY Dept. OH-] NEW YORK 23, N.Y 











soot retardant and rust inhibitor... 





Fully effective with ALL grades of fuel oil. 
neutralizes sludge and picks up water condensation. 


WRITE TODAY for Exclusive Franchise Details. 


LOOK! 


Absolutely Safe—Non-Toxic—Provides Clean and Complete Combustion 
American Sano Banum (Co. 


Stops tank rust . . . contains an exclusive 
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You do not indicate the type of ro- 
tary burner involved, or whether the 
boiler is a rectangular-base or circular- 
base model. Therefore the following 
suggestion may or may not fit the 
equipment. 

If there is any chance that the man- 
ner in which you installed the burner 
causes overheating of the lowest water 
channels of the boiler, and excessive 
steam formation in these channels that 
causes lifting of the water above them, 
you may want to consider blanketing 
the lowest direct heating surfaces with 
a YY" or 1” thickness of insulating 
firebrick. Consider blanketing in this 
way the lowest 47” to 9” of the direct 
heating surfaces, if it appears to you 
that the type burner you are using is 
tending to overheat these surfaces. 

We know, of course, that there’s 
considerable work to this. But it has 





done the trick—ended priming trouble 
—on certain jobs equipped with cer- 
tain types of burners. More than that, 
it actually led to improved combustion 
and reduced fuel bills) Do not fail, 
however, to discuss beforehand with 
the manufacturer of the burner all the 
details of the  insulating-firebrick 
blanketing arrangement that you de- 
cide might fit the installation, for cer- 
tain manufacturers of rotary burners 
will not agree that this is a good idea. 

If the bad thing about the priming 
lies in slugs of boiler water reaching 
the steam mains and the risers to the 
radiators, then a simple and positive 
remedy for the trouble may lie in a 
large dripped header installed over the 
boiler; 4” to 6” size may fit the size of 
the installation and slow down the 
steam sufficiently to allow slugs of 
water and entrained water to drop out 
of it. 

As we mentioned at the start, you 
do not seem to be in great trouble. A 
dripped header, if the job hasn’t one, 
or a larger and better dripped header 
if it has one, may end all the trouble. 


Q. After buying a package oil-boiler 
that uses No. 6 fueloil, this industrial. 
ist learns it goes six months with no 
tube cleaning and no increase in stack 
temperature caused by sooting of its 
flue tubes. He becomes disgusted with 
the many coal-designed big boilers he 
has, low pressure and high pressure and 
also fired by No. 6 oil (mostly rotary 
cup burners), because these boilers 
load tubes up with soot so that they 
have to be cleaned every 30 to 60 
days. What kind of steps can be taken 
so that these typical coal-designed 
boilers, sizes from about 50 to 300 hp, 
need less flue cleaning? 

M.S. O. B., Brooklyn, N.Y. 

A. Take the kind of steps that give 
you lower smoke-instrument readings 
with the burners adjusted for about 
10% or 12% COs. Probably the fire- 
boxes in the coal-designed boilers need 
much improving. More preheating of 
the oil flowing to the atomizing cups 
may be needed. Anything that im 
proves atomization and the shape and 
“character” of the flames will reduce 
the amount of soot that plugs the tubes. 
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NOW OFF THE PRESS 
“Commercial & Industrial 


Oilburning Book”’ 





No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn Na. 5 heavy fuel oil. Self- 
contained, all electric. Self-lu- 
bricating. Many new exclusive 
features. Write for full details. 


GOOD TERRITORIES OPEN 


C. L. RAYFIELD CO. | 


Chicago 8, Ill. @ 





2010-18 S. Halsted St., 
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It contains a series of articles that have appeared 
in FUELOIL & OIL HEAT magazine, including 
twelve features by Kalman Steiner. This 80 page 
book 814 x 11 is profusely illustrated with photo- 
graphs, charts, and diagrams. Price only $2.00. 
We prepay mailing and postage. Please mail re- 
mittance with order. 


FUELOIL & OIL HEAT 
2 West 45th St. NEW YORK CITY 
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The old, coal-designed boilers prob- 
ably are not being fired at precisely the 
rates that cause minimum sooting, 
whereas the new package boiler is fired 
at precisely the rate that soots it least. 


Q. My problem concerns a one-pipe 
steam plant equipped with two motor- 
ized steam-main valves and heating a 
two-family dwelling. The boiler piping 
is arranged so that all but two of the 
12 radiators have their condensate re- 
turned by a wet return entering the 
boiler through a Hartford loop. The 
branches of the two remaining radia- 
tors are piped directly from the header 
work of the boiler, returning their con- 
densate through the same feed pipes. 
We know for a fact that the sizing of 
all the piping is large enough. 

The problem: 

When either apartment needs heat 
and a head of steam is raised, there's 
serious banging throughout the system; 
on at least one occasion the boiler is 
known to have lost its water, the sight 
glass gage becoming empty. 

The boiler has been “blown off” 
several times at three to five pounds 
pressure using dry steam. That has not 
helped at all. This job has no check 
valves in the returns, Could that influ- 
ence the operation of the heating plant? 

Will you please answer this puzzler 
for me at your earliest convenience? 
Thank you. I am an avid reader of 
Furtow, & Or Heart. 

K. T, H., Richmond Hill, N. Y. 

A. Standard practice in designing 
a heating plant of this type is to pro- 
vide a condensate receiver and pump. 
Connect the wet return lines from both 
zones to the receiver. Use an open re- 
ceiver and use suitable traps for the 
returns so that line steam cannot enter 
the receiver, Then with steam pressure 
of two to five pounds on the boiler, 
the boiler pressure will not cause the 
boiler water to leave through the re- 
turns of a turned-off zone, as it now 
does, 

True, every so often we hear that 
check valves in the return lines are 
being used successfully in place of the 
atrangement just described. But check 
valves in such a system often give 
trouble by failing to close dead-tight. 
A motorized valve may be used to- 
gether with a check valve, in the re- 


| The new, improved Yula “YT” 
| “U" Tube Heater precludes 


The NEW, Improved... 


turn line of each zone. This return- 
line motorized valve opens and closes 
simultaneously with the steam-main 
motorized valve of the zone so that 
when the steam main of a zone is 
turned off, the zone’s return line also 
is turned off to prevent boiler water 
from flowing backwards through it. 
The following short-cut, inexpensive 
way out of the trouble will help you if 
you are lucky—if the headroom in the 
boiler room is high enough and the 
overhead piping is sufficiently above 
the waterline of the boiler. Try this 


procedure, for you can do this quickly 
and at negligible expense compared to 
the cost of using other methods for 
ending the trouble: 

First, install on the boiler a vapor- 
type steam pressure control and set it 
to stop the burner when only a few 
ounces of boiler pressure have been 
developed. Start out trying maximum 
pressure on the boiler of only one- 
quarter or one-half pound. Such low 
pressure will not cause the water in the 
returns of a turned-off zone to rise 
many inches, whereas the higher steam 








unit and sounds an alarm. 
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FUEL OIL PRE-HEATER 


PROTECTION 


PATENTED 2,610,267 















The Yula-trol is connected 
with a ‘‘probe’’ in the shell 
of the fuel oil pre-heater. 
Should the water be displaced 
from contact with the ‘‘probe”’ 
by oil or air, the Yula-trol in- 
stantly shuts off the heating 


possibilities of Air Pockets. 
It is designed to pre-heat No. 
6 (Bunker C) fuel oil efficiently 
and economically by use of hot 
water as the heating medium. 


Approved by the New York City Board 
of Standards and Appeals. No. 367-50-s.a, 


Y ui LA -T g 0 L FUEL OIL DETECTOR 





| and.. JY TL L A 7 YT” “U” TUBE FUEL OIL HEATER 
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1» « Simultaneously shuts off the heating 
unit, sounds an alarm and flashes on 
a red light in case an oil leak occurs 
in the pre-heater. 

2 «« Acts as a Low Water Cut-Off. 


RESULT: Positive heating system 


protection at low cost. 
For Complete Information, Write DEPT. FO-12 


Yula Straight Tube 
Fuel Oil Heaters. 


Yula Suction Oil Heaters. 


Yula Bayonet Type “‘B” 
Oil Heaters. 


Yula Type SS Conventional 
Heaters 
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166 WEST 225th STREET, NEW YORK 63, N.Y. 
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ARTCRAFT 


Direct Fired 


SPACE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 


© INDUSTRIAL 
BUILDINGS 


© BARRACKS 

© REPAIR SHOPS 
© HANGARS 

© WAREHOUSES 
e SCHOOLS 


© RECREATION 
HALLS, 
CHURCHES, 
ETc. 


OR OIL 


Capacities: 200,000-2,000,000 B.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S$. ANTHONY AVENUE 
CHICAGO 17, ILL. 














TAKE THE GUESSWORK 
OUT OF DRAFT! 


GIVE YOUR OIL BURNER INSTALLATION 
A BREAK, with UNIFORM draft under 
all conditions 
THe WHITTY ID Series of Induced 

Draft Fans have been scientifically 

yet simply designed to suit any steel or 
cast-iron boiler application. 
No guess work—no complicated engi- 
neering. Just select the fan correspond- 
ing to the boiler being fired. Fan 
performance and design have been inte- 
grated in advance with the character- 
istics of the boiler, oil-burner, and load. 
Ordering a WHITTY INDUCED 
DRAFT FAN is easy. For open terri- 
tories, prices, phone or write for 
Bulletin 8406. 


The WHITTY CO., Inc. 


86 Western Ave. Boston, Mass. 
St 2-4711 
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FIRED WITH GAS | 





pressure you are now trying to use does 
cause the boiler water to leave the boil- 
er through the returns of a turned-off 
zone. 

Second, equip every radiator with a 
modern vent-valve that permits it to 
heat properly with maximum steam 
pressure on the boiler of only one- 
quarter to one-half pound. 

Third, make certain to use the low- 
est firing rate that will heat the build- 
ing properly on coldest mornings, Con- 
sider reducing your present firing rate 
by 20% to 35% for try-out. 

Fourth, adjust the sensitivity of the 
two room thermostats for “‘on”’ periods 
about 20 minutes long. When a motor- 
ized steam valve opens because a zone 
needs heat, it should remain open 
roughly 20 minutes. 

On certain jobs, these steps ended 
the trouble except for small amounts of 
water reaching steam-main quick-vent 
valves at the ends of steam mains. 
Removing the quick-vent valves and 
plugging their openings proved prac- 
tical, Good venting of the entire sys- 
tems, including the steam mains, was 
insured by double-venting or triple- 
venting the largest radiators and the 
end radiators of the sysetms, Two or 
three rapid-acting radiator vent valves 
were installed on each of these radia- 
tors. 

A low-water control is a “must” 
for an installation of this type. Main- 
tain the boiler water at such a level 
that if it drops only an inch or two, 
the low-water control will stop the 
burner. On some jobs that perform 
peculiarly but give satisfactory heat, 
the low-water controls stop the burners 
as water tends to leave the boilers 
through the return lines, thus prevent- 
ing flooding of the returns with boiler 
water. On these jobs, maximum boiler 
pressure occurs just before the low- 
water controls stop the burners, be- 
cause the burners are stopped (by 
their low-water controls) when the 
boiler pressure tends to become high 
enough to flood the returns. 

We hope that each of the motorized 
steam valves on this two-zone job has 
an auxiliary switch wired so that the 
burner runs to generate steam only 
when one of the motorized valves is 
open. 

Many points on this subject of zon- 
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ing a one-pipe steam plant appeared 
in the January, 1953, issue of FUELoy, 
& Om HEAT starting on p. 164, See 
also the item that starts on p. 174 of 
the May, 1953, issue. 


Q. Enjoyed and got many new 
points from your November article on 
Minneapolis-Honeywell controls, but 
as the result am confused on one point, 
Article says in connecting two-wire 
thermostat to RA117A, “‘R” or red ter. 
minal of this stack control is not used, 
Always, in connecting two-wire con 
trols to thermostat terminals of all 
M-H Protectorelays, we have used 
jumper from “R” to “B” terminals— 
connected one leg of two-wire control 
to this jumper, and connected other 
leg of control to “W” 


Protectorelay. 


terminal of 


Now, since you say the ‘“R” to “B” 
jumper is not needed, please tell me 
if for years I did wrong thing in in 
stalling this jumper? 

F. H. K., Riverhead, N. Y. 

A. You have not been doing the 
wrong thing. Whereas the RAII7A 
does not need such a jumper when a 
two-wire control is used in its thermo. 
stat circuit, there are M-H Protecto- 
relays that must have the jumper to 
work properly with two-wire controls 
in their thermostat circuits, There’s no 
harm in using the jumper with the 
RA117A or any other Protectorelay 
that does not need it. Your idea of 
providing the jumper whenever you 
connect a two-wire control to the ther: 
mostat circuit of any Protectorelay is 
good, It is used by many installation 
and servicemen. Using it, these men 
do not have to remember which Pro 
tectorelays must have the jumper, and 
which do not need it. The idea cannot 
get you into trouble on any job. It 
avoids the trouble that comes of fail 
ure to provide the jumper where one 
is needed. 


Q. Sparky chasing the burner owt 
er into the coal bin, in your December 
issue, rings the bell with me. In 25 years 
of servicing burners, I've met man) 
burner owners who need at least chav 
ing into coal bins. I agree with Sparky 
that 90% of our headaches are caused 
not by burners, controls, etc., but by 

(Please turn to page 122) 
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Everyday Snags 


For Safety .. . Don’t 
overlook safety Catch 


Cornered and forced into telling 
about the worst mistake he’d ever made 
ervicing a burner, this big-burner ex- 
pert had this to tell. 

“Working on this particular job, 
when I open up the burner on its 
hinge—this is a rotary-cup job—I un- 
crew a knob a bit to loosen the catch, 
[swing open the catch, I undo two 
tkectrical plugs, one for the oil heater 
and one for the motor, and finally I 
wing open the burner. 

“Closing up the burner, I’ve always 
done all these things in reverse. I’ve al- 
ways swung the catch closed, then 
turned its knob tightly, when I've 
wung the burner into its closed posi- 
tion—its firing position. 

“Testing out the ignition system and 
wther things thoroughly on this par- 
ticular day, I opened and closed the 
burner on its hinge many times with- 
wut ever firing it. So I figured I'd save 
tme by just swinging it closed and 
‘necting its two electrical plugs. I 
Wasn't going to fire up before I swung 
the burner open again, so I saved time 
y swinging it into place without clos- 
ng the latch and screwing tight the 
‘nob of the latch. 

Then I did it. After I'd closed the 
‘umer hastily in this way and not 
"stened it shut—I was planning to 
‘wing it open again before firing it— 
| must have changed my mind. I de- 






DEVELOPMENT REPORT 


WHY ENTERPRISE 
USES V-BELT DRIVE 
EXCLUSIVELY! 


@Enterprise pioneered V-Belt 
Horizontal Rotary Oil Burners. 
Both direct drive and V-Belt 
were produced for several 








years. 


@ In 1938 an extensive survey ot 
both distributors and users in- 
dicated an almost universal 
preference for V-Belt drive. 


Efficiency— with V-Belts 
Any desired operating speed can be 
provided to produce fine atomization 
of any type of fuel. Direct drive 
burners have only one speed. 


Flexibility— with V-Belts 

The capacity of Enterprise Burners 
can be increased or decreased simply 
by changing motor size and sheaves. 
Extra capacity in direct drive burn- 
ers can only be obtained in a larger 
burner size. 


@For 14 years V-Belt drive has 
been used exclusively on all 
Enterprise Oil and Combination 
Oil-Gas Burners...for these 
reasons— 





Enterprise Burner 


; Economy—with V-Belts 
capacities range from 4 


Standard motors (1) incorporate the 





















to 200 gallons per 
hour, 12 to 650 
boiler hp. 







most efficient design and construc- 
tion; (2) are available throughout 
the world; (3) cost less than com- 
ponent parts of special direct drive 





motors; (4) require less time to re- 
place, thereby reducing replacement 
cost. 

It will pay you to look at this and 
other features that make ENTER- 
PRIZE the Quality Line of Horizon- 
tal Rotary Oil Burners! Write to- 
day for full information. 







ENTERPRISE ENGINE & MACHINERY CO. 
A Subsidiary of General Metals Corporation 


18th and Florida Sts., San Francisco 10, California 
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. . « « Everyday Snags 


cided to fire up. The burner was in its 
firing position, I saw at a glance, so I 
fired it. 

‘Like I always do, I stood there with 
my hand on the main switch, as I 
waited for the burner to light up. That 
proved to be a good thing, for as she lit 
up, the burner started swinging open 
on its hinge. I can testify that firing a 
burner when it’s partly open makes 
quite a mess! Even though you shut 
her down before she opens up very 
far! 

“T learned my own new safety rule 


that I’ve never seen in a book. Here 
it is. When you close up a burner so 
that it appears to be ready for firing, 
latch it up tightly, Then you'll never 
fire up a burner that appears to be 
latched but isn’t.” 


Combining gravity Flow 
and forced hot Water 
In our field travels, we ran into a 
dealer who was snagged by the same 
problem that has snagged dealers be- 
fore. 


“Now don’t think I didn’t plan this 








DON’T PASS UP SERVICE PROFITS 


SID HARVEY'S HAS ALL 
REPLACEMENT PARTS 








G. E. 


Service the G.E. Oil Furnace 
Get Good Oil Accounts, too 


Sid Harvey’s has Immediate Exchanges 
on Flame Detectors — Motor Com- 
pressors — Master Controls — Burner 
Head and Nozzle Assemblies — Screen 
Valves, etc. 


All guaranteed rebuilt to G.E. stand- 
ards. 


New Master Controls — Transformers 
— Ignitors — Controls — Nozzle 
Wrenches — G.E. Service Hand Book. 


OIL-O-MATIC—— 





TER, PROVIDENCE, HARTFORD, BRIDGEPORT , BROOKLY 


NT VERN REAT 


ILADELPHIA, SOUTH PHILADELPHIA, ALLENTOWN, 





Oil-O-Matie users will welcome 
your service 


Sid Harvey’s has everything you need, 
from the nozzle to a completely rebuilt 
burner. Stators — Transformers — 
Ignitors — Fans — Nozzle lines — 
Couplings — Pumps — Strainer screens 


— Gaskets, etc. 


Oil-O-Matic Service Manual. 


28 Sid Harvey stores to 
serve you 
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renovation job carefully and thorough. 
ly to take every factor into account. 


“To make this cast-iron boiler big 
enough to heat eight additional rooms 
being added toa private school, I added 
ctions to it—plenty of sections, I re. 


$s 


Pp 


a bigger one able to fire 12 gph—alg 


4) 


2 


aced the small pressure burner with 


plenty big enough. 

“When it came to figuring the radja- 
tion, I was very smart, I thought. First. 
I used cast-iron radiation of the same 
type that heats the original building 
This is not a zoned heating system, so 
the old rads and new rads must per. 
form similarly for the heat to be bal- 
anced in the new part of the building 
and in the old part. 

‘Second, I was smart enough to fig 
ure the new radiation on the same 
basis as the radiation already installed 
—50% over steam size radiators. The 
old system was layed out for gravity 
circulation with coal firing.” 

To keep down the cost of the new 
system for distributing heat to the new 
radiation—this was a cheap job as you 
can tell from the fact the dealer did 
not make it into at least two zones— 
the dealer decided to install a circw 
lator that would start and stop with 
the burner motor, and use small, in 
expensive, modern piping for the long 
runs to the new radiators, 

“After all that bother,” the dealer 
exploded ruefully, “the darn job’s giv. 
ing trouble. In spite of the big radia 
tors in the new rooms—50% ovet 
steam size—and the forced circulation 
for them compared to gravity circula 
tion for the old radiators, the new 
rooms are greatly underheated when 
the old rooms are properly heated.” 

“Thermostat’s in the old building 
where it always has been?” we asked. 

“Yep. I’m afraid to switch it to the 
new addition. That would heat the 
new rooms properly. But it would 
overheat the old rooms of the main 
building and drive the oil consumption 
sky high.” 

Just how is the circulator started 
and stopped, we wanted to know, for 
we had to make certain. 

“It’s simply wired in parallel with 
the burner motor, Starts and stops with 
the burner motor.” 

The dealer had not spent much time 


on the job studying the performanc § 
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with proven 
Snap-Acting 
contacts 


combines 


with Beauty 


Sparkling new, the modern beauty of the Penn hori- 
zontal room thermostat is more than “skin deep”. 
Under the attractive, pleasing cover, you'll find the 
time-tested SNAP-ACTING CONTACT structure that 
is still the very best for sturdiness and long-life de- 
pendable operation. This is still the type of contact 
structure used in highest quality thermostats. 


Another “inner beauty” is heat-anticipation ... the 
Penn-made magic that stops HOT-n-COLD LIVING. 
Automatically, it quickly balances heat in-put with 








heat loss to keep indoor temperature within a half 
degree of selected level. And that is the kind of heat- 
ing comfort your prospects want. 


Don’t settle for less. Specify and install Penn heat- 
ing controls...they’ll always deliver the better 
heating comfort you sell. And that means more sales 
through more satisfied customers. Penn Controls, 
Inc., Goshen, Indiana. Export Division: 13 E. 40th 
Street, New York 16, N. Y., U.S.A. In Canada: Penn 
Controls Limited, Toronto, Ontario. 
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of the equipment, we found out. He’d 
been there twice to make certain the 
new rooms were as badly underheated 
as their occupants complained they 
were. They certainly were under- 
heated. On a 35° day, the rooms in the 
old building were in general about 75°. 
To give the new rooms a bit of heat, 
the setting of the thermostat had been 
raised, Still the new rooms all were 
but 69° to 68°. 

Luckily we could tell the dealer the 
cause of his trouble and an inexpen- 
sive remedy for it. 

Cause of trouble: On mildly cold 
days, this burner ran but 20% to 30% 
of the time; on extremely cold days, it 
ran but 60% to 70% of the time. Each 
time it stopped, circulation of hot 
water through the new radiators also 
stopped instantly. The new rads were 
piped for forced circulation, and the 
circulator serving them stopped when 
the burner motor stopped. But the old 
rads continued receiving heat from 
the hot boiler, after the burner stopped. 
They were piped up for gravity cir- 
culation. This boiler did not provide 
summer-winter hot water, therefore 


RA BOILER TEMP 
CONTRO 
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TRICK CONTROL FOR NEW CIRCULATOR 


the system had no flow-control valves. 

Remedy: Install for the circulator 
the two controls shown in the accom- 
panying drawing. The reverse-acting 
stack temperature control, which the 
dealer makes up by altering an old 
stack control, must be suitable elec- 
trically for starting and stopping the 
circulator motor. A 10-ampere mer- 
cury tube in it will do the trick. 
A pipe nipple over its bimetal helix 
gives it a time lag, and in addition 
the control is set to work at the low- 
est temperature it can. The result 
is that this smokepipe control will start 
the circulator a few minutes after the 
burner starts and—important—will 


keep the circulator running many mip, 
utes after the burner stops. During 
mildly cold weather, following stop. 
ping of the burner the circulator should 
continue running until the boiler has 
cooled down appreciably. 

During colder weather when the 
boiler remains fairly warm all day, the 
reverse-acting boiler temperature cop, 
trol set at 120° will keep the circulator 
running continuously all day, though 
the burner starts and stops. 

Other ideas than this can be used to 
lick the same trouble, of course. Lack. 
ing a suitable stack temperature con- 
trol for the control layout in the draw- 
ing, one burner dealer was inventive 
enough to install a reverse-acting, 10 
ampere room thermostat a foot or g0 
over the smokepipe of his trouble job. 
He adjusted this so that it would k 
off only when the smokepipe is prac- 
tically at room temperature, he reports, 

On a job of this type you can, of 
course, wire up so that the circulator 
starts and stops for a room thermostat 
located in the coldest room of the new 
rooms. Or you can install a thermostat 
affected by outside temperature, and 


Model FF-530-V—34” opening 
For: Central heating plants. 


Model FF-430-G—3/,” opening 
For: Central heating plants. 


Model JR-60— 14” opening 
For: Space heaters, floor 
furnaces, etc. 


*Model JR-80—1/,” opening 
For: Space heaters, floor 
furnaces, etc. 


*Nodel FF-430—3/2” opening 
For: Central heating plants. 
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Brooks Stevens 


in a new color, Mountain 
Spring Green : 
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For complete year-’round Air Conditioning 


The cutaway view above shows how the Type 
116-216 is designed and styled for cooling. 
You simply insert the compact, 24-inch 
Square, Type 916 cooling module between 

¢ heat exchanger and the blower-filter type. 

Or you can install the Type 116-216 with 

€ cooling casing in place. Then later you 
can add the Mueller Climatrol coils and con- 
denser for a profitable repeat sale. No mat- 
ter which way you install the Type 116-216 
you provide the finest home comfortavailable. 


by world-famous industrial designer, 


TYPE 116-216 WINTER AIR CONDITIONER « 90,000—110,000—130,000—150,00 Btu input 


It’s better in appearance, 
better in performance and 
a better-than-ever 


money-m you! 


Every time you sell a Mueller Clima- 
trol Type 116-216, you and your cus- 
tomer both come out ahead. 


Look at it from your 
prospect’s viewpoint 


In the Type 116-216, he gets famous 
Mueller Climatrol Designed Converti- 
bility. He can install the unit for oil 
now — convert to gas later inexpen- 
sively and get the same top efficiency. 


And he gets extra value for his heat- 
ing dollars, with such Mueller Climatrol 
features as: (1) All-welded, heavy- 
gauge steel heat-exchanger with free- 
floating radiator that eliminates expan- 
sion and contraction noises. (2) Large 
blower that is cushioned on rubber for 
quiet operation. 


* Available about March 1, 





Look at it from 
your standpoint 


The Type 116-216 gives you extra sal- 
ability, with the eye-appeal of new, 
modern styling and a new, handsome 
finish — the buy-appeal of Designed 
Convertibility and famous Mueller 
Climatrol performance. 


You cut installation time and increase 
your profits, because the Type 116-216 
is pre-wired and pre-assembled. The 
unit is shipped in two sections — goes 
through any ordinary door and down 
narrow, winding basement stairs with- 
out trouble. 

The Type 116-216 is one more exam- 
ple of the leadership in design and 
quality that has made Mueller Climatrol 
the Big Name in Heating. 


Get the facts and figures 


Get the complete story on the Mueller 
Climatrol Type 116-216. Write for facts 
and figures. 


Muel er Cli matr ol cea ny gn ree 










. » « « Everyday Snags 


wire and adjust it to run the circulator 
continuously when the outside tem- 
perature is below 65° or so. The draw- 
back to both these ideas, however, lies 
in their wasting much electricity by 
running the circulator futilely for 
hours and hours at times when the 
heating boiler is cold or nearly cold. 


Burner Dealer tries out 
different oil Filters 
The EVERYDAY SNAGS department 
mentioned a fueloil company burner 
expert who doesn’t know which of two 


oil line filters is better. Both are good 
for ending nozzle plugging on pres- 
sure burner jobs fired at low rates such 
as .65 or .50 gph, Encountering bad 
nozzle plugging trouble that he wants 
to end immediately, this burner expert 
always installs both makes of filters 
. piped in series, The stunt has 
worked for him every time, and he’s 
afraid to install just one of the filters. 
That might not work, he feels. 
Discussing 0ilburner accessory 
equipment in a supply house, we 
learned that a nearby burner dealer 

















... £0 be continued 


Blackmer’s growth has been earned by the 
development and manufacture of products 
backed by 50 years of constant laboratory 
and field research. These products include in- 
dustrial bulk pumps, truck pumps, hand pumps, 
strainers and fluid motors. 
vanced design, smooth operation, economy 
and flexibility of use . . . have been perform- 
ance proved throughout the last half cen- 
tury. Wherever liquids are handled, Blackmer 
pumps are known for quality, dependability 
and record durability. Simple, basic design 
of all components assures trouble-free service 
and freedom from maintenance problems. 
And now, new products soon to be announced 
promise a new standard of performance. 
You'll find our engineers can solve your liquid 
materials handling problems . . . why not 
write for more details today! 


Blackmer’s ad- 


liquid materials handling 


ACKME 
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INDUSTRIAL HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK e ATLANTA e CHICAGO e GRAND RAPIDS e« DALLAS « WASHINGTON « SAN FRANCISCO 


See Yellow pages for your local sales representative 








120 


February 
1954 





<— RETURN LINE 


vac. VAC 




















had been coming in for many different 
kinds of filters. He seemed to be test. 
ing out different makes for himself. 
He’d mentioned to the supply house 
owner that he read the EVERYDAY 
SNAGS item on using two filters in se- 
ries—had said he aimed to avoid using 
two filters on one job. He’d find out 
which filter actually picked up most 
dirt from fueloil, and he’d standardize 
on that make and model. 

We quickly looked up the dealer 
and he showed us his filter-testing 
equipment, which was simple enough. 
An accompanying diagram shows tt. 





He was using a motor-driven pump 
suitable for light fueloil and having 
a capacity of about 90 gallons of ail 
per hour. A standard fuel unit made 
for a pressure burner could be used 
instead, in this layout. 

Because No, 2 fueloil did not plug 
the filter being tested fast enough, he 
decided to use heavier oil. To have 
enough oil on hand for making many 
tests using the identical test oil, he or 
dered 1,000 gallons of No. 4 oil and 
had it delivered to an above-ground 
tank located behind his shop. After his 
tests were completed, he figured, this 
cil could be put gradually into the 
storage tank from which a big prey 
sure burner draws the oil. 

His test procedure consisted of fil 
ing the 55-gallon oil drum in the draw: 
ing with the No. 4 oil, turning on the 
oil pump and letting it run continu 
ously, and reading the two vacuum 
gages every 24 hours for ten days. He 
decided to consider as best the filter 
that, clogging fast because it was fe 
moving much dirt fror the oil being 
circulated, gave greatly different read: 
ings on the two vacuum gages (se 
drawing) in the least time. He soon 
learned that some filters build up high 
cause the two vacuum 


gages to give greatly different read: 


resistance — 


ings—when relatively small amounts 
of impurities collect in them. Others 
can collect much greater amounts of 
impurities before building up high ® 
sistance to the flow of oil. 
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After 6 years successful use in heavy industry 





Oil-Treet, the proved additive, 
will increase sales for YOU 


Now you can confidently offer 
your customers an additive 
better than competition is using 


The use of fuel oil additives by some 
of the major refineries has given them 
a terrifically powerful sales advan- 
tage which they have never enjoyed 
before. In fact, for many of the na- 
tion’s fuel oil refiners, distributors, 
and dealers a decline in volume is 
inevitable unless steps are taken 
promptly. Because of this situation, 
the Saginaw Salt Products Co., a lead- 
er in the field of industrial chemicals 
since 1914, is making available their 
additive OIL-TREET. Unlike other 
fuel oil additives, OIL-TREET has 
§ years of industrial success to prove 
its every claim. It is offered to the 
American public with the strongest 
money-back guarantee possible. 


OIL-TREET is the only complete 
tuel oil additive now available! 


The ordinary fuel oil additive is only 
formulated to prevent plugging of the 
filter and nozzle, or to offer corrosion 
protection. These are fine qualities 
and give a competitive edge to the 
companies using them. OIL-TREET 
however, not only affords all of the 
normal advantages of the ordinary 
additive, but delivers a big PLUS as 
well! OIL-TREET contains a sub- 
stance that promotes a catalytic ac- 
tion resulting in the most complete 
combustion now known to oil chem- 
ists, In addition, OIL-TREET is 
formulated to lessen the formation of 
new soot, while gradually burning up 
all old soot in the combustion cham- 
ber, These exclusive properties give 
companies using OIL-TREET a tre- 
mendous sales advantage over all 
competition. 

With OIL-TREET, you can offer 
your customers and prospects (a) 
maximum solvent action on gums, 
waxes, resins and sludges in the tank, 


Oil. 
Treet 


Mfrd, by Saginaw Salt Products Co. 
Serving Industry Since 1914 


Saginaw Michigan 
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Consumer package, lithographed in 
three colors, with guarantee printed 
right on it, is a “silent salesman” 


lines, and filters; (b) water-removal 
that prevents corrosion and elimi- 
nates erratic burner action and shut- 
downs; (c) practical elimination of 
soot, excessive smoking and offensive 
odors; (d) the exclusive advantage of 
getting more heat from every single 
drop of oil used. 


Formulated by a reliable 
organization—proved 
by 6 years industrial use 


No intelligent fuel oil man will risk 
using an additive formulated by a 


relatively unknown organization... 
or an additive which is simply “lab- 
oratory-proved.” OIL-TREET can 
be used with complete confidence in 
both the product and the organization 
in back of it. 

OIL-TREET is manufactured by the 
Saginaw Salt Products Co., of Sag- 
inaw, Michigan—a leading chemical 
organization since 1914. We have 
been supplying industry with special- 
ized chemical products for forty 
years. Originating as an industrial 
salt processor, our business has ex- 
panded into many and varied fields. 
Our reputation in industry is sound, 
stable, and reliable. 

For more than 6 years, OIL-TREET 
has been sold to industry and today 
is being used in plants whose names 
you would recognize immediately as 
industrial giants. Yes, OIL-TREET 
is proved—it has had to be right. 


Profit by adding to bulk stock 
or selling in consumer packages 


OIL-TREET offers you the choice of 
adding it to bulk oil, or having your 
drivers sell an attractively packaged 
can to the customer. The details of 
your selling plan, of your costs, and 
most important, of the profits to be 
made with OIL-TREET will be sent 
you immediately. Fill in and mail the 
coupon below—it’s the first step in 
getting a terrific initial sales advan- 
tage for your products... and will 
continue to keep your customers 
happy with your oil. 





IMPORTANT: 


some territories open where we 


There are 


desire reputable distributors, job- 
bers, or manufacturer's agents. 


Write or wire us today. 











Name 
Company 
Address 


City .. a on ae we 
SAGINAW SALT PRODUCTS CO. 


SSSceeeeeeeeeseeeeeeeeneeeeseceseseEeEE, 


SEND ME ALL THE FACTS about using OIL-TREET with my fuel oil. 


Title 


Reale: =) MR Sik wit eae 
SAGINAW, MICHIGAN 
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Readers’ Problems 


(Begins on page 


“the people in the houses.” 
The Sparky article on my mind, I 
have to ask these questions pointblank 
1. Did this really happen, the own- 
er installing the stack control on the 
side of the coal bin instead of in the 


smokepipe? 


2. If so, why in the world did he 
pick that location for the stack control? 
O. Y. L., Evanston, Ill. 


1. It is more astonishing than many 
things you can dream up and it may 


Mew 


low-priced 
hose reel 


operates 
Aver 


1,500,000 
revolutions 
without 


losing a drop 


Hand-wound reel for rear 
box installation 
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prove that the truth often is stranger 
111) than fiction, but it really did happen— 
as certain experts in the New York 
ofhce of a control manufacturer can 
testify. 

2. Exactly why the owner installed 
the stack control as he did is not known 
to Sparky and the other oilheating ex- 
perts involved in this unusual episode. 

Defending himself, the owner told 
Sparky that at least he followed the 
instructions about not locating the 
stack control too close to the smoke- 
pipe draft regulator. These instructions 
told him to locate the stack control at 
least 12” or 18” from the draft regu- 


Electric driven reel for side box installation 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
yressed gases and chemicals. Will never wear out. Ex- 
hamaieely tested. 

No leaking, no sweating after a million revolutions at 
pressure from zero to 100 lb. per sq. in. 

A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 

Features bk orn light weight (85 lb.); holds 100 ft. of 144” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded th~oughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 

This hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE «+ PHILADELPHIA 34, PA. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 
Howard Suppl : Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 
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lator, and he'd played safe by | cating 
it more than four feet from the draft 
regulator, he pointed out. 

It’s known that in trying to educate 
himself in installing his burner, the 
owner had been to a heating or oj]. 
heating show and had toyed with con- 
trol demonstration panels. He might 
have gotten the idea that he should 
mount and wire the stack control as 
he’d seen it on a demonstration panel, 


Q. Does this make sense? Man who 
bought a forced hot-water heating 
plant from me has had good hot water 
for years, but after he buys a dish 
washer finds out it works poorly be- 
cause he needs 160 to 180 degree hot 
water but has only 130 degree hot 
water with dishwasher drawing on 
tankless water heater in his boiler, | 
plan to install on the outside of boiler 
an additional big tankless heater, trade- 
priced to me at about $60, pipe it in 
series with tankless coil in boiler so it 
superheats the hot water leaving his 
present tankless coil, First, shouldn't 
this provide 160 to 180 hot water! 
Second, in your opinion shouldn't I 
charge him for the additional heater 
(I have in mind about $150, which 
would give me no profit in view of 
material and labor expense and my 
overhead, insufance, taxes, etc.) im 
view of fact he had good hot water 
from equipment I sold him, until he 
bought the dishwasher? 


F. S., Cedar Falls, Ia. 


A. First, the additional tankless 
water heater should do the trick. ... 
If you keep the heating boiler at the 
maximum temperature that’s practical 
for it. That may be above 200° F. 
Check this with the manufacturer of 
the tankless water heater you plan to 
install. You could install a kitchen 
switch or an automatic control arrange 
ment to raise the boiler temperature 
to 210° F. when the dishwasher is be 
ing used, though usually the boiler i 
at 160° F. to minimize its standby 
losses and keep down fuel bills. 

Second, your side of this argument 
seems reasonable to us, for when you 
sold the boiler years ago you did not 
indicate it could provide 160° to 180° 
hot water for a dishwasher. You indi 
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_ fuel oil handling by gravity systems 
or inefficient pumping methods do not 
meet today’s demands. That’s why the trend 
today is towards the use of efficient centrif- 
ugal pumps — J-R Motorpumps. 





° : MORE PAYLOADS...Motorpumps pump faster 
' $01 ° ae . 
hi — reduce driver waiting time. 
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~ LOWER MAINTENANCE COSTS...The advanced 
Jt design of Motorpumps reduces wear on vital 
water 
til he trouble-free service. Install them and you can 
ractically forget them! 
P y forg 
Ils, Ia. 
pa IMMEDIATE DELIVERY...Call the nearest I-R 
ae distributor or branch office. If you want more 
at the details, they will be furnished promptly. 
actical Write today! 
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VERTICAL 


Steel Boilers! 


Designed and constructed to provide 
unsurpassed heating excellence, NEW 
YORKER vertical boilers offer bigh- 
est possible efficiency. 


Send for details NOW! 


NEw YORKER : 
STEEL BOILER CO., INC., Colmar, Penna. 


HERE'S the finest 



















these 
advantages: 


Chec 


Attractive hammertone jackets 
can be installed after all piping 


has been completed. 


Clean and quiet operation. 


and stamped. 
Extra-large instantaneous coil. 


Large swing-type fire inspection 
door. 


a/ 
Vv 
/ Can be had in ASME construction 
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ee . Readers’ Problems 


cated it would provide proper hot 
water for the house as you found the 
house, and that it did for years. 


Q. Gremlins are at it again, to judge 
from trouble reports we get from a job 
in a little town down in Illinois, Every 
time oil is delivered to this outside tank 
connected to a pot burner firing a pipe- 
less furnace, the burner goes out. Re- 
lighted, in a few hours it goes out 
again, keeps this up for a week after 
oil truck is there. Can you explain 
this? Remedy for it? 

J. W. J., Janesville, Wis. 


A. Simple! Fueloil storage tank has 
accumulated much dirt, which usually 
lies on bottom, Delivering oil stirs up 
the dirt, causes it to flow to burner, 
where it clogs small oil passages, End 
the trouble by installing in the oil line 
to the burner the best, most effective 
oil filter you can buy. Install a filter de- 
signed to end such trouble. 

It’s been mentioned before in this 
department that a certain fueloil dealer 
is undecided about which of two makes 
of oil-line filters is best. When he is 
determined to end burner clogging 
trouble, he installs both filters—in 
series with one another in the oil line 
to the burner. He’s done this for years 
because it has proved to be 100% suc- 
cessful at ending all such trouble. 

To clean the storage tank certainly 
would not be a bad idea, Do it in addi- 
tion to installing the filter. 
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Q. I sell fueloil and install and 
service oilburners. In my service work, 
I find burners that fire at 1.0 gph and 
less which have nozzles that are cov- 
ered with a brown, jelly-like substance. 
I do not find this condition on burners 
firing over 1.0 gph. Because I furnish 
the oil, I wonder if this condition could 
be the fault of the oil. 

The burner manufacturer cannot 
explain the condition but feels a good 
filter on each job would end the prob- 
lem. But all jobs with this condition 
already have the best in filters. I find, 
then, that a filter is not the answer. 
Because I do not furnish other brands 
of oil, I do not know whether all brands 
cause this trouble. 

B. A. W., Amsterdam, N. TY. 

A. That the brand fueloil you han- 
dle has the peculiarity of causing this 
trouble is highly unlikely. Stop worry- 
ing about that! 

The temperature of the nozzle dur- 
ing a firing period and following stop- 
ping of the burner has much to do with 
such trouble, and may be different on 
your jobs fired at 1.0 gph and at lower 
rates than it is on your larger jobs. It 
is likely that low nozzle temperatures 
low-capacity installations 
cause boiling away of only the more 
volatile parts of the oil following stop- 
ping of the burners and slight drooling 
of the nozzles. Then heavy ends of the 


on your 


oil would remain on the nozzle, ulti- 
mately forming the gummy coating, 

If you haven’t done this, on half a 
dozen test jobs install solenoid valves 


in the nozzle lines, or use other meth- 
ods to minimize nozzle drooling fol- 
lowing burner shutdowns. Find out if 
that will decrease or eliminate the 
trouble. 


Q. We continue to have trouble 
with some of the older burners which 
do not have any gun-tube air cone or 
air diffuser to speak of. For example 
the ----- burner made about eight 
years ago, and the present ----+ 
burner. 

We have cured some of them by 
inserting an air diffuser, but mostly 
they still are bothering us. 

Now, to describe our trouble in 
detail. 

We find a very smoky fire with 
plenty of stars indicating unburned 
oil. We find mostly there will be a spot 
of carbon formed on the inside of the 
combustion chamber, This trouble oc’ 
curs mostly with small nozzles, ¢§. 
.75 to 1.00 gph. We believe we have 
checked almost everything, viz., ail 
pressure at the pump, oil flow, grade 
of oil, cleaned burner fan, draft, and 
all the other little things. 

Please let us have your thinking on 
this. We seem to be in sort of a pickle. 

C. T. N., Richmond, Indiana 


A. You are in sort of a pickle sim 
ply because you want from guntypé 
burners of poor design or ordinary de 
sizn the results that are obtainable 
only from gun-type burners of truly 
excellent design. 
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Dunham’s new, complete hot water line can help you sell, figure 
and install any job faster. One order not only covers everything 
you need... including radiation... but also puts full responsi- 
bility for performance on one source. Every item shown has 
special features. 


Dunham Circulator Valves, for example, have a larger free water- 
fow area than any other hot water valve. This reduces water 
friction and pump load. Valves are self-cleaning and have a new 
T-type handle that fully opens and closes with % turn. 


Dunham Balancing Fittings have a unique sloping seat that mod- 
ulates flow far more accurately than vertical seats. Dunham’s 
entire line of valves and fittings is available in both angle and 
straightway patterns. 





RADIATION « UNIT HEATERS « PUMPS © SPECIALTIES 
QUALITY FIRST FOR FIFTY-ONE YEARS 
C. A. DUNHAM COMPANY e CHICAGO « TORONTO e LONDON 


HOW DUNHAM’S NEW HOT WATER LINE 
TAKES HEADACHES OUT OF YOUR HEATING JOBS 
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New Dunham Circulator Valve. Complete line 
includes Balancing Elbows and Fittings, Vent 
Tees, Union Elbows and Connectors. 


C. A. Dunham Company 

Dept. FOH-2, 400 W. Madison St. 

Chicago 6, Illinois 

Send complete Hot Water Line Literature 
OAR eh ee oe 
I ee ee 
pS LORRY BM Mie ee ES 
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. . . « Readers’ Problems 


Face this squarely: An eight-year- 
old jalopy that you can buy for $100 
won't give the performance of a 1954 
Cadillac. An eight-year-old gun burn- 
er that’s been poorly installed and 
serviced can be expected to use 200 
gallons of oil in place of one ton of 
coal; along with this, it gives the signs 
of inefhcient combustion that you so 
well describe. The best gun burner you 
can buy will use 130 gallons of oil 
against a ton of coal on the same in- 
stallation, if you install it properly. 

The best new burners you can buy 





today are tremendously better than the 
cheapest, skimpiest burners you can 
buy, especially with respect to the air- 
handling parts of gun-type burners. 
Dealers and home owners who put ex- 
tra value on beautifully designed oil- 
burners are not fools! 

To get to first base when you have 
to work on burners of poor design, you 
must use combustion testing instru- 
ments, just as you must use such in- 
struments to obtain maximum perform- 
ance from excellent burners. We rec- 
ommend that you equip yourself with 





SAVE TIME ON 
: SERVICE CALLS—USE THE 
EDDINGTON FLEXIBLE INSPECTION 


MIRROR FOR INSTALLATIONS, | 
ADJUSTMENTS, AND CHECK-UPS. 
EXTRA LENGTH EXTENSION HANDLE 


FOR HARD-T0-GET-AT-PLACES. 


® Noassembly required ' 


® Highly polished stain- 
less steel mirror 


® Adjustable to any 
position 

® Easily packed —just 
recoil and place in box 


® Price sheets and de- 
tailed information on 
request 


126 











a COz tester, stack thermometer, draft 
gage, and smoke-checking instrument, 
Become a specialist at using these in- 
struments. 

Become a specialist, also, at build 
ing excellent combustion chambers, 
Dealers report to us that by replacing 
cheap fireboxes with fireboxes excel. 
lently designed and made of light. 
weight insulating firebrick, for exam- 
ple, they are reducing the fuel bills of 
many installations by as much as 25%. 

Finally but most important, con- 
sider starting a sales campaign to sell 
truly excellent domestic oilburners to 
owners of old jalopy oilburners, and 
even to owners of new burners which 
waste oil because of poor design. You 
should be able to promise many home 
owners fuel savings of at least 25% 
as the result of switching to well in 
stalled, well serviced burners of beau. 
tiful design. Your combustion test in- 
struments can be used to tell you which 
of the old burners and burners of poor 
design are wasting most fueloil. Your 
instruments also will help your efforts 
to obtain peak efficiencies from the 
new burners you install. If you install 
gun-type burners, don’t fail to provide 
them with literally the best combustion 
chambers you can install. 


& 

Jack F. Gow has been named man- 
ager of the public relations and pub: 
lications department of the Eastern 
Division of the Tide Water Associated 
Oil Co. He has been with the com 
pany since 1946 and will be in charge 
of all public relations and_ publicity 
for a 13-state area with headquarters 
in New York City. 


William S. Rheem II has been 
named general manager of the Rheem 
Manufacturing Co, in charge of all 
domestic manufacturing and market 
ing. His headquarters will be at the 
South Gate plant in Los Angeles, 
Calif. C. V. Coons, vice president and 
member of the board of directors, who 
has been general manager, was named 
resident director in New York City. 
The company also announced the ap 
pointments of William S, Goodfellow 
as Eastern Division Manager and 
Joseph P. Makenas as Central Division 


Manager. 
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New Prod: uct 


Each New Products item has an identifying number. 
If you want more information on any equipment described 
here send the coupon on page 146 to FUELoL & Om Heart, 
2West 45th St., New York 36, N. Y. and identify the prod- 
uct in which you are interested by circling its number on the 
coupon. 


C. A. Dunham introduces new line 
of hot water heating Equipment 


Cc. A, DUNHAM CO. has announced the addition of a com- 
plete line of hot water heating equipment, including radia- 
tion for residential and 
commercial hot water 
heating installations, 
with the exception of 
the boiler. Dunham will 
produce the circulator 
shown here, and a com- 
plete line of circulator 
valves having extra- 
large water flow areas, 
balancing elbows and 
fittings with a sloping 
valve seat, and diaphragm-type pressure relief and reduc- 
ing valves. The expansion type air vents are designed for 
both automatic venting and for manual shut-off. 

Made by: C. A. Dunham Co., 400 W. Madison St., 
Chicago 6, III. 





Circle El on coupon. 


Kolb develops 16” combustion Chamber 
to fit all Boilers and Furnaces 


4 LOW CosT, 16” high combustion chamber which fits all 
boilers and furnaces, and has a capacity from .75 to 8 
gallons, has been developed by Kolb 
Refractories Co, Called the Kolbkast 
hiversal, it is available in two types: 
Kolbkast Insulating for temperatures 
UP to 2100°F., and Super Duty Kolb- 
kast for temperatures exceeding 2100° 


: Both have a K Factor equal to insu- 
ating 





. brick, and are available as a com- 
Plete package including the chamber, steel bands and sufh- 


eloil 


) wry to 
MODERNIZE 
ol burnt nitallations. 





install VENTALARM ge 
Whistling Tank Fill Signal [ai 
Here's the way to provide for 


modern, automatic oil delivery. 


Guarantees accurate, no-spill fills 
day or night, whether customer '!s 


at home or away. 
“Just Fill While the Whistle Blows” 






A variety of 
models for 
new and old tanks. 



















Install 
SCULLY ° GAUGE 


Underwriters’ Approved 
A modern convenience in every way. 
Big figures readable at first glance. 
Face adjustable to any angle. Built 
for accurate, service-free operation. 
Specify tank depth when ordering. 


“BUTTON-LIFT” 
INSTALLATION 


Lifting the button indi- 
} cator draws cork arm up 
{ close to main shaft for 4 

easy installation even in Crom 

partly filled tanks. 












or install this combination... 


VENTALARM °* GAUGE 


Underwriters’ Approved 


The famous whistling fill signal and 
easy reading gauge in one mod- 
ern unit. Goes on tank as integral 
part of vent pipe. 

Specify tank depth and opening 
: when ordering. 


One item to install instead of 
three . . . with button-lift con- 
venience described above. 








_ Scully Products are manufactured under U.S. 
_ and foreign patents or patents pending. 


See your regular Supply House. 


CULLY SIGNAL COMPANY 





174 Green St.. Melrose 76, Mass. 


| Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 
| | ©1953 Scully Signal Co. 
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Applying Fertil-Ade, true liquid 
fertilizer, to your customers’ 
lawns and gardens. 


















































10 gallons of Fertil-Ade, mixed with 1,000 gal- 
lons of water, fertilizes 10 lawns of 4,000 square 
feet. One truck can service at least 20 lawns a 
day; at a selling price of $8.50 per 4,000 square 
feet, you gross $170.00 per day. Fertil-Ade for 20 
lawns costs only $20.00! 


There’s no dead-head depreciationon trucks or sum- 
mer layoffs of valuable trained help if you con- 
vert to Fertil-Ade servicing this Spring. Your 
trucks and drivers operate profitably all year, you 
keep in contact with your present customers, and 
you develop new fuel-oil customers. 


These Sales Aids make 
Fertil-Ade easy to sell ! 
® Four-page, two-color handbills. 
® Colorful direct-mail pieces. 


® Contract forms for regular servicing. 
© Hard-selling newspaper ad mats. 





Converting a fuel- 
oil truck is easy... 
costs less than 
$300.00 per truck. 





SMITH EQUIPMENT AND SUPPLY CO. 


1615-21 N. Central Avenue, Chicago, Ill. 
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For additional information and prices write to: 








...« New Products 


cient Kolbkast castable to cast a 1Y2-inch-thick interior base, 
or packages of runners and door sections can be purchased, 

Made by: Kolb Refractories Co., Meadow-Jackson St, 
Philadelphia 48, Pa. 


Circle E2 on roupon. 






New heavy-duty pressure atomizing 
Oil Burner introduced by Iron Fireman 


A NEW BURNER, known as Model C-1-A, for firing CS 
No. 2 or lighter fuel with capacities ranging from 4 to 8 
gallons per hour has > 

been introduced by 
Iron Fireman. Built 
around a rugged cast 
iron fan housing, con- 









venient external ad- 
justments are provided 
for the atomizing noz- 
zle position and _posi- 


tion of the air diffuser . A 
assembly, permitting « 
adjustments while the burner is in operation. 

It is equipped with a totally enclosed, permanently lubri 
cated, ball bearing motor, and is available for use with 
stack switch or electronic controls in draft tube lengths 
of 9”, 16” or 22”. It features twin nozzles for improved 
atomization, 

Made by: Iron Fireman Manufacturing Co., Cleveland, 
Ohio. 


Circle E3 on coupon. 


Lindy Flying Saucer is tankless 
water Heater; available in two Sizes 
TWO SIZES of the Lindy Flying Saucer tankless water heat: 


ers are available for homes and apartment house applica 
tions. One size delivers 472 gpm, the other has a capacity 


SCC eo Dene SPP este Geer eee eH HeeeteeCeoeERER Co Db RD OOS ERE 





Mounted on a light truck chassis this 10-foot merchandiser 
body is adapted through the use of 12” steel bins 4s 4 
rolling stockroom for-oilburner parts. For installation 0% 
a complete furnace and tank can be carried in the ais 

Made by: Boyertown Auto Body Works, Boyertown, Pa. 


Circle E4 on coupon. 
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NOW is the time 
to STREAMLINE 
your Truck Fleet 


UTTERSON FUELS 
% 


EXTRA PAYLOAD on fuel oil transport service and 
big deliveries is White 3000 exclusive advantage. 
Here is White 3022 tractor owned by PATTERSON 
FUELS, Philadelphia. 





with the WHITE 3000 





PROFIT today depends on split-penny distribution 
efficiency in the fuel oil industry. 


Match time and labor-saving plant operations with FIND OUT FOR YOURSELF! 


the most modern motor truck available for your busi- 


ness—the White 3000. ELIMINATE high-cost trucks in your 


Its functional design assures delivery savings you can delivery fleet .. . today! Your White 
measure first day in service ...and count on for years. Representative is prepared to analyze 
F : P ‘ di your truck fleet and truck needs and 
rom its safety power-lift cab to its outstanding provide you with latest technical in- 
maneuverability and visibility, the White 3000 is formation on delivery efficiency for 
tailored exactly to your needs. See your White Rep- your business. He can show you how 


profitable it is to STREAMLINE your 


resentative today! 
ative today truck fleet... now! 


THE WHITE MOTOR COMPANY = Cleveland 1, Ohio 


















oe. With the 
Safety 
Power-Lift 
Cab 







FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
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GET ALL THE 
FEATURES 


WITH A 


FURNACE & BOILER 
VACUUM CLEANER ; CONVERTS 


TO POWER 


and Power Blower BLOWER IN 


2 SECONDS 





COMPARE THESE PULLMAN 
FEATURES WITH ANY 
OTHER VACUUM CLEANER 


@) Powerful turbine type suction 
and (2) automatic power blower 
coupling. (3) Balances for one- 
hand carry and (4) has low, 
non-tip, center of gravity. 
(5) Auxiliary disposable paper 
filter and (6) NO outside bag to 
snag or tear. 











Meme mCUT HERES ee ee 


ind Hee oo Dal 


~ Send information on Boiler & Furnace Vacuum Cleaning. 


eee 
g 
& Pullman Vacuum Cleaner Corp., Boston 19, Mass. 


SIGNED 





' COMPANY 





a STREET 








@ CITY ZONE STATE 
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.... New Products 


of 61% gpm. The unit features a cast-iron body, with cop 
trol tapping located for fast heavy draw action. There ig 
a special 34” tapping in the cast-iron shell for hot water 
connection to feed boiler. 

The Flying Saucer is designed with the greatest cop 
centration of copper coil heating surface in hottest boiler 
water. An insulated metal jacket is available, 

Made by: Lindy Heaters, Inc., 2370 Hoffman St., New 
York 58, N. Y. 


Circle E5 on coupon. 


Monarch inspection Mirrors offered 
in round and rectangular Models 


OILBURNER flame inspection mirrors announced by Mon 
arch consist of highly polished chrome finish plate, 3V,” 
round or 244” x 31%” rectangular, 
mounted on a swivel joint attached to 
a 20” long three-piece knurled handle. 
Handle parts subject to intense heat 
are nickel-plated brass; the two end 
pieces are aluminum. An additional 8” 
long aluminum handle extension can 
be had separately. 

Intended for inspecting oilburner 
flame characteristics, electrode loca- 
tion, nozzle setting, firebox conditions, 
and flues, the mirror’s swivel joint 
permits viewing from any angle. Mir- 
rors are quickly interchangeable by removal of a single set 
screw. 

Made by: Monarch Mfg. Works, Inc., 2501 E. Ontario 
St., Philadelphia 34, Pa. 

Circle E6 on coupon. 


General Air Tandem Suspension used 
by Tructor Corp. on Semi-Trailers 


BUILT ALONG the lines of the standard trailer assembly 
General Air Suspension has been substituted for steel 
springs on semi- 


rerpeee 


een 


hey ® 


trailers. Two yokes 
or radius arms tow 
the axle to keep it 
in constant align- 
ment, and also elimi- 
nate axle hop. 

The assembly has a cross stabilizer bar eliminating rolling 
of equipment and is available with either mechanical aif 
brakes or electric brakes. 


Made by: Trucktor Corp., 1137 Route 22, Mountainside, 
N. J. 


Circle E7 on coupon. 


Burner Booster, alloy with refractory 
properties, brought out by Hall's 


THE BURNER BOOSTER, described as being an alloy of “ai 
with refractory properties, is being introduced by Hall's 
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“EXAMPLE No. Tz sce naving ue seh 


equipment to offer will never cause you to 
lose a sale when you handle Bryant. It’s the 
most complete line in the industry—offering you 
up to 114 separate sales opportunities in the 
broad range of types and sizes available in 
Bryant heating, cooling and water heating 





equipment. Gas furnaces, oil furnaces, con- . The most complete line in the industry 
version burners, boilers, air conditioners, Quality products—Competitively priced 
rolling water heaters, space heaters and unit heaters . Established name—Good customer acceptance 


ical aif —here is everything you need to meet any . Broad, attractive profit margins 
prospect s requirement — pr ofttably . . Local Distributor warehousing and service 
Your nearby Bryant Distributor has com- . Factory district representatives and traveling 


inside 
melee plete details. It will pay you to call him today. sales training and service teams 
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CONVERSION JOB 














How Lightweight Refractories 
Reduce Soot and Odor 


“But don’t you get a lot of soot from oil 
burners?” 


You’ve probably run into this question 
more than once, and with today’s tough com- 
petition from other fuels, getting and holding 
an oil account is no cinch. Today’s home 
owner knows there is such a thing as clean, 
odorless heat—and he doesn’t want any soot 
or smell from his oil-fired conversion job. 


What does this have to do with refractor- 
ies? Just this: The lighter the firebrick you 
install, the higher the flame temperature will 
be. This is because lightweight insulating fire- 
brick come up to operating temperature on 
the surface in a fraction of the time it takes 
to heat ordinary firebrick — in effect, they 
bounce the heat back into the firebox, result- 
ing in a higher flame temperature. This 
means more complete combustion—clean, 
odorless heat. 


Because B&W Insulating Firebrick are the 
lightest weight refractories of their kind 
made, you can be sure of less soot and odors 


with a B&W IFB firebox. 
Naturally, because B&W IFB store and 


conduct less heat, you are going to build a 
community-wide reputation through your 
customers’ lower fuel bills. B&W Insulating 
Firebrick can mean as much as 25% fuel 
savings—a fact your customers will be sure 
to talk about. 


Send today for the 
B&W FIREBOX HANDBOOK 
a valuable guide 
for every installer 





THE BABCOCK & WILCOX CO. 


REFRACTORIES DIVISION 
General Offices : 161 East 42nd St., New York 17,N.Y. 
Works: Augusta, Ga. 


R-495 
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...~ New Products 


In operation, the booster rests upon the floor of a combys 
tion chamber; the burner flame impinges upon it during 
the “on” period, and the product is said to glow long after 
the burner has shut off, prolonging the “off” period, with 
a resultant saving in fuel. Rectangular in shape the Burne, 
Booster is about as high as an average combustion chamber, 
and is surmounted with a circular refractory corbel. 


Made by: Hall’s, 101 E. Cooper St., Athens, Pa, 








Circle E8 on coupon. 






Hydrovalve adds electrode Bender 
and special helix replacement Tool 











ADDITIONS to the Hydrovalve line of oilburner service tools 
are electrode benders and special helix replacement tools, 

The electrode 
bender, shown in 
the _ illustration, 
was developed to 
shape and _ align 
oilburner elec- 
trode tips for cor- 
rect gap clear- 
ances. It has been 
designed to prevent insulator breakage and give proper 
bending leverage. Non-slipping, deep-milled 3/32” and 4" 
slots hook on the electrode tip. 

The helix tool has been specially designed for simple 
removal and replacement of the helix in MH-RA-II7 
controls, It holds the hard-to-get-at “U” nut in place and 
facilitates the operation. 

Made by: Hydrovalve Co., 1319 Utica Ave., Brooklyn 
3,N. Y. 





Circle E9 on coupon. 


Mund cross-drum steam Boilers feature 
low Headroom in four available Sizes 


MUND CROSS-DRUM steam boilers provide ample power i 
the 100-200 hp range with completely packaged units that 
take up less head- 
room. The Mund 
cross-drum design 
features heating 
surface of 714-8 
sq. ft. per hp, 
augmented by Fi- 
berglas insulation 
throughout. 
Straight, steeply 
inclined water 
tube construction 
with extra circu- 
lators provide positive circulation. 

Firebox, pre-cast refractory walls and the complete wate! 
supply with pump, motor and tank are all installed at the 
factory before shipment. Each boiler is supplied as 4 ™ 
plete unit, skidded and pre-piped, ready for immediate 
operation after fuel and water lines are connected. Opera’ 
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New Chevrolet Trucks for ’54 


Loaded with brand-new advantages you need and want! 






















.A-L17 
ce and You'll get more work done in less time and at and unloading. New truck Hydra-Matic trans- 
lower cost with new ’54 Chevrolet trucks on the mission* lets you drive all day without shifting. 
job. They bring you more new features ... more It’s offered not only on 44- and %-ton Chevrolet 
rook|yn big new advantages than any other truck on the trucks, but on 1-ton models, too. New Comfort- 
road. master cab with one-piece curved windshield and 
For example, you get new engine power in all amazing new Ride Control Seat* offers the last 
models. The advanced ““Thriftmaster 235” engine word in comfort, convenience and safety. 
combines bigger displacement and higher com- Plan now to see your Chevrolet dealer and get 
re pression with other new features to give you all the facts about the new Chevrolet trucks for 
git greater power and finer performance. The rugged °54. ... Chevrolet Division of General Motors, 
Sizes “Loadmaster 235” engine offers increased strength Detroit 2, Michigan. 
and stamina for heavier trucking operations. The 
ower in all-new “Jobmaster 261” engine* brings you extra 
vits that reserves of high-compression power for hauling 


big loads on schedule. S Most trus ' vi rth 
In addition, you enjoy new and even greater Lo 
Operating economy. All three 1954 Chevrolet y 
truck engines bring you the full benefit of thrifty 
high-compression power. 
And there are many, many more new things 
you'll like about these great new Chevrolet trucks. 


New, roomier pickup and stake bodies let you _ADVANCE-DESIGN. TRUCKS 











haul more . . . save you time and extra trips. And Lo 
they’re set lower to the ground for easier loading ia 














THREE GREAT ENGINES—The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 

CHEVROLET master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
ADVANCE-DESIGN HYDRA-MATIC TRANSMISSION*—offered on 4-, #4- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRUCK FEATURES TRANSMISSION—for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 








on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT* eliminates back- 
ater rubbing, NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
ete W ~offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD—for increased driver vision. WIDE-BASE WHEELS—for 
ed at the § increased tire mileage. BALL-GEAR STEERING—easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


1s a Com’ *Optional at extra cost, Ride Control Seat is available on all cab models, “ Jobmaster 261” 
diate engine on 2-ton models; truck Hydra-Matic transmission on '/2-, ¥4- and 1-ton models, 
mme 


J, Oper: MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE! 





r 
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_ HEAT-RESISTING STEELS 


SHEARED | 


TO SIZE FOR YOUR _ 





Exceptional Forming Qualities 


Ingersoll specializes in producing heat- 
resisting stainless steels—of exceptional 
forming qualities—specifically for oil burner 
combustion chambers. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer 
exceptional service by custom shearing to 
your own specified combustion chamber 
blanks, or multiples thereof. 


Advantages 
OF HEAT-RESISTING STEEL CHAMBERS 


@ No breakage in shipment or handling 
e Lighter weight lowers freight costs 


e Quicker heating—greater efficiency 


Write, wire or phone for details 


Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 





. ..« New Products 


| tion of cross-drum units is fully automatic and all controls 


| and safety measures are provided. Four models, with ¢q- 


pacities from 100-200 hp are available. 
Made by: Mund Boilers, Inc., 1600 N. Indiana St., Los 


| Angeles 63, Calif. 





| gph nozzle. Its 10” 





Circle E10 on coupon. 


Saginaw Salt Products offers 
Oil-Treet fueloil Additive 


OIL-TREET fueloil additive, which has been used in industry 
for the past six years, now is available in pint, quart and 
gallon containers for household and small business usage. 
To introduce the product a free booklet telling “How to 
cut your fueloil heating Costs this Winter” is offered with 
every pint can. 

The manufacturer explains the composition of Oil-Treet 
as containing one ingredient for burning out sludge, gum, 
wax and resins, while another ingredient burns soot out 
of the furnace. Still a third component is provided to re- 
move gradually any excess water that may be present in 
tank or oil lines. 


Made by: Saginaw Salt Products Co., Saginaw, Mich. 
Circle Ell on coupon. 


Certified floor Furnace fired 
with pressure-atomizing Burner 


CERTIFIED’S floor furnace, fired with a pressure-atomizing 
burner has an output rating of 80,000 Btu/hr, using a .75 


circulating fan 
operates continu- 
ously through a 
built-in fan and 
limit switch. 
Model FL80 is 
factory - assem- 
bled, equipped 
with draft regula- 
tor and pre-wired electric harness, The fuel pump is capable 
of lifting oil from a tank located lower than furnace level. 
Furnace casing measures 2914” from top to bottom; floor 





| grill is 24” by 32”. General Electric controls are used. 





Made by: Certified Furnace Corp., Trenton 8, N. J. 
Circle E12 on coupon. 


Holub offering screw Anchors, 


Connector for No. 16 and 18 Wire 


TWO PLASTIC ANCHORS, available from Holub Industries 
are designed for use with 3%”, 7/16” and Y2” lag screws 
or corresponding wood screws. Made of ethyl cellulose, 
the anchors provide two separate sections. One receives the 
screw and the other engages the wall of the drilled hole. 
As the screw is turned in, the anchor expands and the 
plastic material cold flows into every crevice of the drilled 
hole. Sold as ““Sand*Scott” anchors, they supplement 4 line 
for wood and sheet metal screws. 
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HOME HEATING and COOLING 





© REASONS why c-ci: 


your Franchise with a Future 


Now is the time to get into home air conditioning... 












MOST COMPLETE LINE of furnaces, boilers and 
cooling units in the business. Over 220 differ- 
ent year-round air conditioners from a few 
basic units! And G. E.’s Air-Wall* System gives 


you a big selling plus! hand” at the game! 








SALES PROMOTION SUPPORT by G. E. offers power- 
packed selling aids that help seek out pros- 
Pects and sell those who “just can’t make up 
their minds.” G-E ad mats, literature, displays 


and signs clinch sales! know fo sell builders! 


G. E. gives you 3D for 3M! G. E. heating and cooling units 
operate in all 3 Directions—upflow, downflow and _ hori- 
zontal—so that you can serve 3 Markets—new construction, 
replacement, modernization—and make the most profits. 
You and your customers have a choice of oil or gas heat- 
ing and cooling, of any size to fit any job! 

G-E Air-Wall* System is a pre-engineered distribution sys- 
tem, ideal for both heating and cooling. G-E Sealed-in-Steel 
refrigeration units assure long life...are backed by a G-E 
5-Year Warranty. 


A 
ae 


@ AZAWLALL 


HOME HEATING AND COOLING 


*? 
€9 Trademark General Electric Co. 





s 


FACTORY TRAINING for your own men right in the 
G-E factory school in application, service and 
sales for the entire G-E line. When you start off 
your dealership, you‘ll already be an “old 


SPECIAL BUILDER PROGRAM developed by G. E. 
includes ““Guide to Builder Business.” 
with merchandising aids, it tells you about sales 
presentations, model homes—all you need to 


and a G-E franchise can put you on the road to profits! 





; ad ot oy 
NATIONAL ADVERTISING by G. E. pulis in pros- 
pects, boosts your prestige. Over 10,000,000 
people will be reading G-E Home Heating and 
Cooling ads this year—thousands of them right 
in your areal 






eek CM TIO MENE 











PUBLIC ACCEPTANCE of the G-E name is unequalled. 
In a nationwide independent survey of Ameri- 
can industry leaders, G. E. enjoyed more posi- 
tive good will than any other company. And 
you can get on the G-E team! 


GENERAL @@ ELECTRIC 


Packed 


for more details on how you can have a “Franchise with a Future.” 


See moa see wm am 


ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 


General Electric Company, Air Conditioning Division, 
Sec. FO-2, Bloomfield, N. J. 


Please tell me more about my opportunities with a G-E Home Heating and 
Cooling Franchise. My principal business is 


Name 
Company 
Address 


County State 


City 





YOU ALSO GET THE 


BIG SIZES 


A COMPLETE RANGE OF SIZES... 
from 75,000 BTU to 500,000 BTU 


A COMPLETE LINE OF MODELS... 


Horizontal « Vertical « Basement 
Downflo « HiBoy ¢ LoBoy ¢ Suspended 


OIL FIRED 
WARM AIR 
FURNACES 
can be easily 

} converted to gas 
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SPECIAL ORDER SERVICE 
on any size unit UP TO 1,000,000 BTU 


For jobs that require units larger than 500,000 B.T.U., Besser 
offers fast, reliable Special Order Service. We have the facilities 
to build any type unit required, up to 1,000,000 B.T.U. output. 
Every “‘special order” is built to the same high standards of the 
regular Besser line. Whatever your need, we can build it! 


A NEW PROFIT-MAKER 
JOINS THE BESSER LINE 


Revolutionary 
HORIZONTAL Summer 
AIR CONDITIONERS 


for Residential or Commercial installations 


Combining space-saving “horizontal” design with an en- 
tirely new cooling principle, Besser Summer Air Conditioners 
bring central air conditioning within the reach of almost 
everyone. Designed for installation and operation in con- 
junction with central heating systems, units are fully adapt- 
able to either warm air or hot water heating. Greatly in- 
creased efficiency lowers initial and operating costs through 
use of smaller units. 


Available in 2, 3 and 5-Ton units. 


“Only the BEST goes into a BESSER!” 


BESS ER sinner aie conomioners 
The Complete Line jor Year-Round. Profits 


BESSER METAL PRODUCTS CORP., P. O. BOX 4064, CHARLOTTE, N. C. 
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‘“Lok-on” screw-on connectors consist of a Bakelite shel] 
and cone shaped metal spring insert; approved by UL 
for joining one No. 18 with one No. 16, two or three 
No. 18 and two No. 16 wires, solid, stranded or a mixture 
of both. As the connector is screwed on the wires are 
drawn through the small end of the cone into the lock 
where they are securely wedged. 

Made by: Holub Industries, Inc., Sycamore, III. 


Circle E13 on coupon. 


Aircraft Fitting Co. has flareless 
Fittings in Sizes from 14” to 2” 


FLARELESS FITTINGS, available from Aircraft Fitting Co, 
are offered in all popular shapes from 1%” to 2” in steel, 
brass, aluminum 

and stainless steel. 

Suitable for heavy 

or thin wall tub- 

ing, the fittings 

are reported to 

hold twice tube bursting pressures up to 50,000 psi, depend. 
ing on size of fitting used. 

The fitting is tightened to a positive stop action, with 
no tube cutting or gouging. To assemble, the tubing is 
inserted in fitting and tightened with a wrench. The fitting 
may be reused by replacing the sleeve. 

Made by: Aircraft Fitting Co., 1400 E. 30th St., Cleve. 
land 14, Ohio. 

Circle E14 on coupon. 


Flexible duct Connection factory- 
assembled in one Unit by Elgen 


A FLEXIBLE duct connection called “Silent Duct” has the 
metal and material factory-assembled into a single unit, It 
is delivered in 100- 
foot coil packaged in 
a carton which serves 
as a dispenser. Made 
of 24-gage galvan- | 
ized steel permanent- 
ly fastened to canvas 
that is fire, water 
and mildew resist- 
ant; it is also avail- 
able with heavy, 
non-porous asbestos. 
Made by: Elgen Manufacturing Corp., 41-34 39 St., 
Long Island City 4, N. Y. 


Circle E15 on coupon. 


Palm Beach control System 
modulates warm air Supply 


PALM BEACH COMFORT control systems automatically 
changes the blower on any forced warm air furnace from 
zero to full-belted speed to supply modulated warm # 
in exact proportion to the temperature of air in the plenum 
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For Easter to Ind 


Series “A” 
Blower 











Assembly 


The Belt Driven Blower Assembly that leads the field! Dozens 
of outstanding features for superiority of performance and 
long, trouble-free life. 


Housing Base of rigid, heavy gauge steel. 

Discharge Outlet of improved design and construction. 

Belt and Shaft, 2 stage centerless ground and burnished 
shafting, custom-built belt. 

Bearing Bracket, 3 point suspension. Rea d » 

Pulley, improved LAUsteel for strength and performance. 

Wheel, center suspension for high and low speed. for 

Bearing Assembly, LAU porous metal, self aligning. 

Motor Mounting, permits ANY motor location, strongest Takaaehitehatela 

of any blower motor mounting. 
Plastic Washer, absorbs shocks, assures quiet operation. 
Capacity Range, 350 to 22,000 c. f. m. 


Complete 


Lau engineering experience and know-how 


What’s your problem? is at your disposal. Write for catalog 707 
THE LAU BLOWER COMPANY : Dayton 7, Ohio 


LAU World’s Largest Manufacturers of Air Conditioning Blowers 


eloil 
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Convector 
Humidifier 


Look! No flat bottom to restrict warm air flow. 
Individual water troughs (only 3%” thick) spaced 
1” apart. Means 30% more evaporation area, 60% 
less plenum restriction. Perfect for small-plenum, 
short-cycle warm air furnaces . . . conventional, 
counterflow and year around air conditioning units. 
Made of copper and brass, nothing to corrode. 














{ 


Warm air flows freely be- 
tween evaporation pads, 
icks up 30% more moisture, 




















To install, just cut opening in plenum and 
make connections. 13 sizes; capacities | to 


10 gallons of water per day. 
sn't blocked. 
= 0 Of is 

air more instal- 
restric- evap- lation 

60 Ny tion in 30 0 oration 0 time 
plenum area 

See your Jobber or write 


MAID-O’-MIST, inc. Ze 


3217 NORTH PULASKI ROAD 
CHICAGO 41, ILLINOIS SPEC 


1ALTIES 
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chamber. It consists of a unit incorporating a shroud cop. 
nected to the plenum chamber, a suction fan which draws 
a warm air sample from the plenum and a 3” drive pulley, 
Its power unit of thermostatic bi-metal is affected by the 
temperature of the air sample so that it changes the posi- 
tion of the belt on the pulley and regulates fan speed, 

Model A Palm Beach units are available for installation 
on 9”, 10” and 12” blowers; model B is used with 15” and 
18” blowers. Both can be furnished for clockwise or counter. 
clockwise motor shaft rotation. 

Made by: National Modulation Co., 2720 N. Highway 
61, St. Paul 9, Minn. 

Circle El6 on coupon. 





Sunbeam designs 4 warm air Heating 
Units especially for small homes 


DESIGNED by Sunbeam for installation in small to medium 
size modern homes (with or without basements), are two 
counterflow and two utility warm air ' 
heating units, These winter aircondi- 
tioners will be known as the Winter- 
line (right) and Winterglo. The units 
are made in three sizes: 76,000, 90,000 
and 100,000 Btu per hour at bonnet. 
The Winterline models, operating on 
the counterflow principle, require a 
minimum of duct work in homes with 
perimeter heating systems. The Win- 
terglo models are utility units and use 
conventional duct systems. Both are 
listed for installation with zero clear- 
ance; the utility type is approved for 
installation on conbustible floors. The 
smallest unit requires only 2334” by 2334” of floor space. 

Made by: Sunbeam Air Conditioner Division, American 
Radiator & Standard Sanitary Corp., Pittsburgh 30, Pa. 


Circle E17 on coupon. 





Simplex, duplex oil Separators for 250 
pound pressures added to Eclipse Line 


TWO UNITS, a simplex and duplex type oil separator for 
pressures up to 250 pounds, have been added to the Eclipse 
line for use in the cir- ¢<seaam sr 
cuits of the Eclipse 
“CF” closed flame gas- 
cil burners. 

The filters can be 
used for coarse strain- 
ing of fine filtration, 
Metal strainers for 
coarse straining and 
metal or fabric cloth 
filters are interchange Samm 
able. A yoke-type holder at the top of the filter housing 
simplifies removal of the various elements. 

Both separators have special adjustable positioning ook 
lars for accurate location and seating a hand-lapped ott. 
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The Basement Air 
Conditioning Unit 
with the NEW... 
attractive ‘Add- 
On” Vestibule that 
conceals and pro- 
tects burner and 
controls, 
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: Basement A. C. Unit 
Counterflow Unit with burner exposed Utility Unit 








Line 
No. PHC-85-E No. P-71-E No. PH-85-E 
we COUNTERFLOW UNITS | WELDED STEEL HEATING ELEMENTS . . . 
with 84,000 B. T. U. at Discharge Outlet SPECIALLY DESIGNED, NON-CLOGGING 
ONLY 20 INCHES SQUARE BURNER NOZZLE 
we 4 














UTILITY UNITS 
with 84,000 B. T. U. at Bonnet 


ONLY 20 INCHES SQUARE 


* 
BASEMENT A. C. UNITS 
with 71,000 B. T. U. Register Output 


ONLY 20 INCHES WIDE, 36 INCHES DEEP 


et THE HENRY FURNACE COMPANY « Medina, Ohio 
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Give the builder what he wants 
— a trouble free unit for the small home 
which REQUIRES LESS FLOOR SPACE. See 
your Moncrief jobber today for 
complete details. 











d rotor. 








Kadeavnut 


first choice for profit ! 


Kadai OIL BURNER FOR RESIDENTIAL, 


COMMERCIAL, INDUSTRIAL USE 














A Complete Line . . . %-30 
gals. Shell Head Models 
%-10 gals. Unsurpassed 
burner performance . . . 
competitively priced . . . 
factory guarantee... easy 
installation . . . minimum 
servicing . . . low upkeep 

. nationally distributed 
. protected territories. 


Superior in design .. . 
Economical in price — in- 
stallation — operation. 
Available in four models: 
Low Boy, Suspended Unit, 
Hi Boy, Counterflow. Fac- 
tory assembled and 
shipped complete. 


Kadsant™ urury PUMP 


Discharges waste water from 
laundry tubs, washing machines 
and other fixtures or appliances 
located below sewer outlets. For 
draining water tanks and swim- 
ming pools, circulating water in 
cooling systems, agitating and 


pumping water in displays, and in photographic labora- 
tories, etc. All bronze construction, dynamically balanced 
impeller, rotary type seal. 


For aH Drainage Problems—boiler, 
elevator and grease pits, cellar and 
basement sumps, water transfer for 
irrigation. Permanent, silent, trouble 
free operation. All bronze construc- 


tion . . . dynamically balanced 
impeller . . . perfect alignment for 
minimum parts wear . . ..3200 gals. 
per hour. 


RADIANT UTILITIES CORP. 
8815 18th Avenue, Brooklyn 14, N. Y. 
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There are no springs to cause wedging of the rotor to its 
seat. Gland adjustments are made without disturbing 
rotor settings; the adjustable stuffing box is completely 
independent. 
Made by: Eclipse Fuel Engineering Co., Rockford, Il] 
Circle E18 on coupon. 








NYAVCO automatic hot water vent 
Valve for one or two pipe Systems 










THE NYAVCO No. 201 automatic hot water venting valve 
has been designed for one and two pipe hot water heating 
systems. It automatically releases air from 
hot water radiators, convectors, return 
and main lines, baseboard radiators and 
unit heaters, 

It includes a check valve in the base 
which automatically seats itself to pre- 
vent leakage. If the No. 201 requires 
cleaning, it is not necessary to drain the 
water from the system. Instead the cap 
of the valve is screwed from the base, the 
body of the valve is removed and the 
hydroscopic discs are replaced. 

Made by: New York Air Valve Corp., 1850 Atlantic 
Ave., Brooklyn 33, N. Y. 

Circle E19 on coupon. 


















































Henszey indicating flow Meter 
equipped with Mercoid Switch 


A NEW TYPE of indicating flow meter has been designed 
by Henszey to provide accurate control of free-flowing 
liquids. It incorporates a completely 
sealed-in Mercoid switch and a four- 
way alarm system. The sealed Mercoid 
switch protects against dirt, dust or 
corrosion and provides a four-way 
check by visual dial reading and alarm 
system, lights or a combination of both. 
The control, which can be set over full 
range, immediately indicates when 
high or low of predetermined flow has 
been reached, : 

The meter has only three moving parts and can be in 
stalled right in the flow line. Graduations on the visual 
dial are uniformly spaced for accurate reading from 2f0 wus 


to 100%. = 


Made by: Henszey Co., Watertown, Wis. 
Circle E20 on coupon. 





Solvay’s Nitrox combines Cleaner 
and rust-inhibitor for storage Tanks 





SOLVAY announces “Nitrox,” a combination cleaner-cort® 
sion inhibitor used for cleaning iron and steel cargo tanks 
in tankers and for other containers handling light hydro 
carbons. Nitrox is said to combine in one operation the 
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: the newest development... 





ANY POSITION YET IT DELIVERS 1150 CFM AT .30 STATIC 





*Direct Drive Units in higher and lower capacities also available . .. information upon request. 


HE WEW BRUNDAGE 9” DIRECT DRIVE BLOWER 





tlantic 





Here is one case where the biggest value comes in the nished with universal mounting legs which allow you 
smallest possible package. This new 9” Brundage Blower to place the unit in any convenient position . . . with 
combines extremely high air handling capacity with a full assurance of peak operating efficiency. 

vitch  ompactness and flexibility to make every cubic inch of Test a Brundage 9” Blower in your own engineering 
your equipment work to its fullest. department. Learn how Brundage design, construction 
signed The internally mounted motor not only insures space and performance can add a new measure of quality to 
lowing t«onomy and by eliminating all belts and pulleys, it your products. We will be happy to provide every- 
cuts the cost, ends a major maintenance problem . . . thing you need to make a careful evaluation. 
a design simplification that pays dividends in many, Ask about the Brundage production program. It is 
many years of superior service. To give you complete planned to simplify your inventory problems and free 
freedom of design the 9” Brundage Blower may be fur- capital which might be tied up in blower stocks. 















































’ be in’ EE J % 
> visual BLOWER-FILTER UNITS BELT DRIVE BLOWERS BLOWER EXHAUSTERS SPECIAL BLOWER CABINET ASSEMBLIES 
fo pad 
“a = ‘INTEGRITY IS OUR TRADITION’? 
eS 
‘We would like to have further data on: 
Direct Drive Blowers { } 
PRODUCTS OF punsbieniPpman cit Rel apne Sar 
CHARACTER aie aarti RPT he ox BRAT 
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AVOID Cat “hroat 


COMPETITION IN CONVERSIONS 
and REPLACEMENTS 







only 


SILENT KORTH 


has the EXCLUSIVE 
CAT-COMB SPIRALATOR 


MONITOR HEAD 
ASSEMBLY 












EASIER TO SELL 
BIGGER PROFITS 


SIMPLE EXTERNAL 
ADJUSTMENT 


NO SPECIAL PARTS 
























MODEL SRC 
{available in 2 sizes) 


.75 to 3.0 G.P.H. 


It's sales dynamite—more profitable, easier to sell, 
service-free! The Cat-Comb Spiralator Monitor 
Head Assembly is designed exclusively for and 
available only with Silent Korth Model SRC! This 
scientifically designed head results in air breakup 
where it counts—at the point of atomization—for 
greater combustion efficiency. Every installation 
leads to recommendation business. 


WRITE FOR FULL DETAILS 


ECKHART MEG. CO., INC. 


UNION, NEW JERSEY 
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action of sodium nitrite. 

Nitrox is produced in a flake form and is packed jp 
100, 200 and 400 lb. steel containers. 

Made by: Solvay Process Div., Allied Chemical & Dye 
Corp., 61 Broadway, New York 6, N. TY. 


Circle E21 on coupon. 


Hild heavy duty vacuum Cleaner 
handles easily, operates quietly 


MODEL 215 Hild vacuum machine is designed for heavy- 
duty dry clean-up work and is powered with a %hp 
vacuum motor with turbine 
fan design. Towards the rear \ 
of the tank are attached two j , 
10” wheels, with 134” semi- } 
pneumatic tires and at the 
front, directly under the hose 
connection, is a 3” rubber- 
tired caster with ballbearing 
swivel. Machine weighs 52 





lbs. 

Much of the usual vacuum gy 
noise is smothered by use of << 
rubber mountings and by =k 


fully enclosing the motor. Other design features quiet 
the air stream. Usual and special attachments are avail 
able for the Model 215 making it adaptable to a variety 
of cleaning jobs. Switching the 1/2” diameter hose from 
the intake connection to the air exhaust outlet converts 
the machine to a blower. The model 215 operates on 
115 volts A.C. or D.C. 

Made by: Hild Floor Machine Co., 740 W. Washington 
Bldg., Chicago 6, Ill. 

Circle E22 on coupon. 


A-P expansion Valve designed 
for summer-winter Combinations 


MODEL 205 CE thermostatic expansion valve, made in 2’ 
and 3-ton sizes for Freon 12 and Freon 22, is offered espe 
cially for combination furnace 
heating and cooling units. Its 
liquid-charged power element 
permits use over a suction 
range from minus 40° to 
usual airconditioning tem- 
peratures, 

The valve may be mounted 
in any position wherever con- 
venient, regardless of valve- 
body temperature, ambient 
temperature of bulk location. 
A leak-free method seals 
the valve-actuating pins. 

Made by: A-P Controls Corp., 2458 North 32d St, 
Milwaukee 45, Wis. 

Circle E23 on coupon. 
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NEW DODGE “JOB-RATED” TRUCKS OFFER... 
A better deal for the man 





at the wheel 








A better deal in comfort, visibility! More vision area 
than in any other leading make. New easy-chair seats 
with most hiproom. New cab sealing against dust, 
drafts. New two-tone interior styling. 





DIRT-ROAD POWER 


jl 26 


A better deal in power from famous 6’s and the most 
powerful V-8’s of all leading trucks. V-8’s with efficient 
hemispherical combustion chambers are available in 
1, 2-, 214-ton, standard on 234-, 3- 


New Dodge ‘Job-Rated’’ trucks 
are designed to save the driver 
time and effort—to give the man 
at the wheel ‘‘a better deal’? and 
make him more efficient. Dodge 
trucks offer a better deal for the 
man who pays the bills, too. They’re 
Priced with the very lowest; and 





, 3%-ton. 





STH AVENUE STYLING 





A better deal in loading height with pick-up and 
panel floors less than 2 feet from the ground . . . knee- 
high for loading ease. Lower running boards for easier 








entry. Lower hood for greater visibility. 


their low operating costs can 
save the owner hundreds of dollars 
during their long lifetime of service. 


So, for a better deal on a new 
truck, see your friendly Dodge 
dealer. He knows trucks, and he’s the 
kind of a man you can rely on com- 
pletely. See or phone him today. 





A better deal in handling ease! New steering system 
keeps Dodge ahead of the field with the sharpest 
turning of any comparable trucks. New power steer- 
ing available in 4-ton models. 








See “Break The Bank” with Bert 
Parks on TV (ABC, Sundays) « See 
“Make Room For Daddy” with Danny 
Thomas on TV (ABC, Tuesdays) « 
Hear “The Roy Rogers Show” on 
radio (NBC, Thursdays) « Enter the 
Dodge 40th Anniversary All-America 
Contest. See your dealer. 


SEE YOUR FRIENDLY DODGE DEALER 


MW DODGE wo0- 


“TRUCKS 
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SMALL..WALKER Junior Fuel Saver 
Automatic Draft Regulators 
come in four types—engi- 
neered for use with space 
heaters, circulators, water 
heaters, trailer stoves and 
all other heating equipment 
within that range 


There’s a 


WALKER 


Fuel Saver 


AUTOMATIC DRAFT REGULATOR 
for Every Heating Application 


——— 


ve LARGE... y ‘ 
=———=] TheBallBearingType ae 
———= | WALKER Industrial J 


INDUSTRIAL PLANTS Fuel Saver is avail- 
able in 16” to 48” sizes... for applications in 
schools, office buildings, apartments, stores and 


manufacturing plants. ..\ 
AND IN BETWEEN 


There are two types of WALKER Do- 
mestic Fuel Savers to meet draft con- 
trol requirements of central heating 
plants in homes, apartments, and 
multiple housing projects. 





FILLING STATION 








antl 


me 
TRAILERS 






























DRAFT REGULATORS 





nist 9 POINTS 


@ Whether for trailer 7 EASE OF ADJUSTMENT with 
stoves or for industrial exclusive patented pointer 
. . ee and calibrated dial. 
boilers serving the nation’s 
largest housing project—the BOX TYPE HINGES with 
: sealed protection against 
right Walker Fuel-Saver corrosion, dirt and dust. 
Automatic Draft Regulator BALANCE PLATE—scientif- 
can be selected from stock. x } ically designed to maintain 
Twelve Million sales...thou- proper balance. 
sands of successful applica- © SPECIFIC PIPE SIZES — in- 
tions throughout the range sure correct capacity for 
" every type of installation. 
of heating...speak for them- 
selves...give proof of Walker 5 
design, craftsmanship and 
engineering. You can be 
sure that there is a Walker 
Fuel-Saver ready for any ap- 
plication you may have. 
SEND FOR CATALOG 


‘ Twenty pages show 
all types, sizes in full 
line. Applications and 
installations de- 
scribed. A valuable 
handbook FREE, if 
you write... 


ALUMINUM FRAME—rigid, 
long lasting. 


6 EASE OF INSTALLATION— 
collar and stub for quick 
attachment. 


ARMCO ALUMINIZED 
STEEL—for heat and corro- 
sion resistance. 


FACTORY SET —for "'per- 
formance as perfect as pos- 
sible." 


FREE FLOW of air in unre- 
stricted inside area. 











Bryant develops single side panel forming 
Operation for its furnace production line 


A SINGLE side-panel forming operation originated by Bryant 
engineers for the new furnace line replaces 11 individual 
operations previously necessary to the fabrication of each 
side panel. Time and labor costs have been reduced approxi: 
mately 70% as a result of the mass-production. A special 





die was devised by Bryant for a standard Minster 290-ton 
punch press. Side cover panels for Bryant Models 314 and 


315 oil furnaces are produced in one drawing operation 
Pre-pierced holes in the flanges are not distorted by the 
operation; no trimming is required along the length of the 
panel. 

Made by: Bryant Heater Division, Affiliated Gas Equip- 
ment, Inc., Cleveland, O. 


Circle E24 on coupon. 





















NEW WALKER 
VENTURI-TOP CHIMNEY CAP 
is winning approval on more and more in- 
stallations. Proved to be ideal in design and 
construction to correct insufficient draft and 
stop down draft ...and to solve ventilating 
problems. Sizes from 3” to 8” ready for im- 
mediate delivery. 


WALKER MANUFACTURING & SALES CORP. 
1750 PENN. ST. ST. JOSEPH, MO. 
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READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
REPLY CARD FEBRUARY 


Mail Now—Card Expires April 30, 1954 





Circle numbers of new product items on which you 
want more information: 


El E2 £3 £4 E5 £6 E7 E8 E9 Elo Ell El2 E13 
El4 E15 E16 El7 E18 E19 E20 E21 E22 E23 £24 


ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 








Page ...... Advertiser 

Page ...... Advertiser .......... 

MR TRIN 5 oi5se 0 0:50 6 Ss ere o F pisivio ne, bee w ie mre ee 
eRe A bate. 3, evan o Sister esieisatn. orev a Position .....-----"" 
PRR arog too hisin crevslavelero eipiecrensieieisioreus oleie. ous ene 


Check Classification of principal dollar volume: 

[1] Fueloil Dealer [] Parts and Equipment Jobber [] Manufacturer 
(] Manufacturer Employee [] Manufacturers Rep. [(] Oilheating 
Dealer [] Other 
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HERE IS A NEW HIGH IN VALUE...A NEW LOW IN COST 


sPECIALIZED YTILITY BODIES ror any purpose 





“Bodies you can depend on”’ result from the skill, 
quality and integrity that goes into every Morys- 
ville body. Made by expert craftsmen of extra 
heavy steel with 5” channel under structure and 813 SO. READING AVE. 
floors of 12 ga. diamond plate, these all-welded BOYERTOWN, PA. 


bodies are the strongest in the industry. Volume 
production on a quality basis insures lowest 
prices. 


This new Model U body (illustrated) combines 
traditional strength with utmost convenience. 
All compartments are weather-sealed. Perfect 
fitting doors with recessed spring loaded locks. 
Heavy sound and weather-proof undercoating. 
Many other advanced features to fit your needs. 


Optional equipment includes: ladder racks, 
pipe racks, anti-rattle clamps, pipe vise, heavy 
duty rear bumpers, etc. 





DISTRIBUTORS IN 
PRINCIPAL CITIES 
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PERFECT PERFORMANCE, 
ACCURATE CAPACITY RATINGS AND SPRAY ANGLES 
ARE THE NATURAL RESULTS OF OUR 
PRECISION WORKMANSHIP 


in the nozzle field 


PRECISION MEANS Hago 4 


A, ago P roducts 1281 SPRINGFIELD AVE., IRVINGTON (1, N. J. 


In Canada—Richardson Distributors, 15 Brule Gardens, Toronto 











Sell More in 754 


(Begins on page 77) 


they've taken and who happen to be 
exercising the customer’s accepted 
right to gripe. I know you folks won't 
believe it, but it does happen. So I 
say, keep in mind the slogan, “I’m not 
‘mad’ at anybody” if you want to be 
a success in our kind of business. First, 
because anyone who makes you “mad” 
—even a customer — is outsmarting 
you. Second, because you never know 
when you'll need or want a friend 
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~ PULSATION 


to “press a button” in your favor, 

There you have it—a few of many 
possible suggestions which can make 
‘Selling More in °54” a lot easier for 
you. Use those which make the best 
“tools” for you, but above all, use 
thosz you decide upon enthusiastically. 

In conclusion, let me say that I con- 
sider all phases of the oilheating busi- 
ness important. But if you are to be 
a successful dealer, if you are to con- 
tinue to grow and become the factor 
in your community you should be, if 











You'll cut way down on pulsa- 
tion trouble by installing a new 


DELAVAN Type 
Cone) nozzle before making any 
adjustment on the burner. In 
most cases, this practice elim- 
inates pulsation, and you save 
hours of costly service. 


Write for Catalog 148A 


“o DELAVAN 


MANUFACTURING COMPANY 


es 


(For the finest 
protection against 
nozzle clogging, 
install new DELA- 
VAN nozzles with 
HALLY FILTERS 
attached) 





Y, 


"A" (Hollow 







GRAND AVENUE AND 4TH STREET * WEST DES MOINES, lOWA 





‘vey, Sid Harvey, Inc., accepts fist 








you want to make money, I know of 
no other way to attain all of this ex. 
cept by being a “live wire,” fighting, 
aggressive merchant, and: 

1. Handling a Quality Product, 

2. Pricing the product competi. 
tively with sufficient markup to make 
a profit. 

3. Advertising 
honestly. 

4, Hiring, Training, Supervising 
and helping your salespeople. 

5. Getting everyone on the “sell- 
ing Team” in your Dealership. 

7. Rendering prompt, courteous, 
thoughtful and “top-notch” service, 

8. Making more and more con 
tacts, contacts, contacts, 


consistently and 


9. Spreading your own enthusiasm 
among your people. 
10. SELLING, SELLING, 
SELLING. 


SELLING, 


Manufacturer’s Activities 


(Begins on paze 56) 


C. L. Morgan, New Jersey and C., C. 
Duff, northern Ontario. 

R. E. Loebell was named manager 
of special development and J. H. Swal- 
low, special sales representative. 


McDonnell & Miller announce 


annual sweepstake Winners 


WINNERS in the annual McDonnell 
Sweepstakes were drawn Christmas 
Eve by staff members of McDonnell & 
Miller Inc., Chicago, Il. 

The names drawn from a list of the 
company’s customers were Lawrence 
Harvey, Sid Harvey, Inc., Valley 
Stream, N. Y.; Fred Monick, Jr. 
American - Standard Corp., Rapid 


McDonnell Winner — Lawrence Har 


prize from Jim Ramsay, New Yor 
Manager of McDonnell & Miller 
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SPECIFIC SOLUTIONS 
10 3 SPECIFIC 
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DELTA DIRECT-FIRED | TTT 
OIL UNIT HEATER ~—— 

For lowest cost industrial heating. Ideal for fac- 

tories, warehouses, commercial buildings, and 

locations requiring high velocity air delivery. 


DELTA 
SUSPENDED-HORIZONTAL 
FURNACE 


Especially shallow for narrow crawl spaces and 
attics. Larger models for offices, partitioned 
spaces, stores, gas stations. 


DELTA GUN-TYPE , 
FLOOR-O-LEVEL FURNACE | 
Provides an extremely effective, 
yet extremely economical central 
heating system for small 
cellarless homes. 
FOR THE FACTS! 
YOU can beat all your competition with this profit-packed trio 
of fine heating equipment . . . made exclusively and only by DELTA! 


DELTA HEATING CORPORATION, TRENTON 8, NEW JERSEY 


In Canada — Kresno-Stamm e Montreal 24, Canada 





| 







The Outstanding Leader 


in Hundreds of Makes of Oil Burners 






in Domestic and Industrial Types 
oO 









DIELECTRIC Ignition Electrodes are 
available in standard types, and in 
special sizes and shapes — all with 
Underwriters’ Laboratories approv- 
al. Cable assemblies and bus bars 
for your most efficient hook-up 
from transformer to electrode. Con- 
sult us. DIELECTRIC is at your service. 


PRODUCTS CO.., Inc. 


125 VIRGINIA AVE., JERSEY CITY 5, N.J. 











ONE THIRD 


THE WEIGHT 


From 95 to 3114 Ibs. in the 
6 gal. size. 20% smaller in 
size. But, more important, 
the new AllCopper Aqua- 
Heater has 


LARGER HOT WATER CAPACITY 


Yes, Finned Copper Coils, operating on Aqua- 
Heater’s famed counter-flow principle, have 
stepped up hot water capacity an additional 15%. 
You get smaller more compact size, less weight 
and more capacity in the new 


AguAHEaTEeR 


The Insulated Tankless Water Heater 
GUARANTEED FOR 15 YEARS 








Manufactured by 
Joseph E. Lewis & Co., Inc., Baltimore 30, Md. 


See your Plumbing Supply House 








Leis 
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HOW LONG DO YOU 
GUARANTEE PERFORMANCE ? 


Year in, year out, Acme Electric cil burner ignition trans- 
formers prove their steady performance in actual service. They 
often represent the insurance between satisfactory operation 
and costly service to your burner. 

Add Acme Electric transformer's dependable performance to 


your oil burner. They'll help make warmly satisfied customers. 


ACME ELECTRIC CORPORATION 
Main Plant: 502 Water Street @ Cuba, N. Y. 


West Coast Enginegrine Laboratories: 
1375 W. Jefferson Bivd., Los Angeles, Cal 
In Canada: Acme Electric Corp. Ltd., 50 Northline Ra Toronto, Ont. 
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. Manufacturers Activities 


City, S. D.; C. Clyde Johnson, John- 
son, Larsen & Co., Detroit, Mich.; 
Charles A. Sadler, Central Maine 
Plumbing and Heating Co., Lewiston. 














Skuttle transfers Operations 
from Detroit to Milford, Mich. 


SKUTTLE MANUFACTURING CO., maker 
of home humidifiers, has moved from 
Detroit to Milford, Mich. The new 
factory increases the company’s pro- 
duction capacity by its greater floor 
space and improved one-level design. 





















On the outskirts of Union, N. J., this 
16,000 square foot office building has 


been opened as a headquarters for 
Do Your Bo ESEN T Minneapolis-Honeywell’s aeronautical, 
commercial, heating and _ industrial 
sales and service activities in northern 
and central New Jersey. It replaces the 
office in East Orange, N. J. 
Gi Y All th Ad t 9 U. S. Machine holds annual 
| ve ou ese van ages * Dealer Sales Conventions 


2 oe MBS 
NEW PRODUCTS of the automatic 
ee Winkler Heating Equipment line were 
presented by U. S. Machine Div. 


Lebanon, Ind., at two dealer Sales con- 


] e Low initial cost. ventions in the East. 


















The first meeting was held in Bos 


2. Low installation ton, January 11 and 12; the second in 
cost — only 5 pieces Philadelphia on January 14 and 1). 


The first day of the convention was 


to assemble. devcted to the introduction of new 


products; the following day to sales. 
3. K-factor equal to 


i ° ° Retail prices of heating 
insulating brick. ueipincine retical by COM 


4, Excellent perform- COLEMAN CO., Wichita, Kans., has re- 
duced the retail prices of all models in 


ance with either high six of its major heating product lines. 
or Ow p ressure The new price schedule became effec’ 


tive January 1. 





5 S e ° £ e cut as much as $45. All of the oil-fred 
sd cien tit ca y Blend-Air central heating units were 


pa cke a to preve nt affected by the decreases, Vented oil 
b L and gas space heaters were dropped $5 
rea age. to $15. Floor furnace prices were fe 
” , duced from $10 to $20. 
. «if the answer is NO -- contact us NOW! Advertising appropriations ate be 


ing increased and the dealer training 


REFRACTORIES Meadow & Jackson Sts.) ?™°8t#™ stepped up. Classes of ap 
COMPANY Philadelphia, Penna. proximately 65 dealers a week from all 


over the nation will come to Wichita 
for 19 separate week-long schools be- 
ginning February 8 and continuing 
through July 2.. 





KOLB 








KolbKast Insulated Chambers 








February 
1954 
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, You'll have 75% fewer 
mm adjustment calls with REXOIL!’ 


can have this extra profit — with REXOIL OIL 
BURNERS. Wire, write or phone (WA. 2420) 
Charlie Reif for full information. 


@ and 25% LESS INSTALLATION COST.* 
© and FREE ENGINEERING AND ADVERTISING ASSISTANCE! 
* Conclusions resulting from independent survey of oil burner dealers. 


JOBBERS & DEALERS: Think of how much you'll save with 75% fewer 
service-adjustment calls after installation! You 





37 CARROLL STREET 














Double Flex 
FLEXIBLE 
COUPLINGS 


There is no surer way 
to get quiet, vibration- 
less operation . . . long, 
eficient performance 
than by installing and standardizing 
on Lovejoy Double Flex Flexible 
Couplings. Quickly installed. Easily serviced. Ideal 
for close-quarter applications. 


Investigate why leading manufacturers specify Lovejoy jaws on 
fan hubs. Send today for bulletin and prices. 


LOVEJOY FLEXIBLE COUPLING CO. 


4812 W. LAKE ST. e CHICAGO 44, ILL. 









different models of oil burners. 


Write for catalo g 








New Dongan Line 
of Replacement Transformers 
and Interchangeable Bases 








REIF-REXOIL, INC. 


BUFFALO 3, N. Y. 


















Enables replacements to be made on close to 1,000 


Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 


"The Dongan Line Since 1909" 








SERVING THE ST. 


Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 











Authorized 
Fuel Unit 
Service 

Station 


ees i —— oa 


"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 

















ORDERS OR INQUIRIES 


825-831 S. Boyle Avenue 
ee 


SEND US YOUR > CRESCENT PARTS AND EQUIPMENT CO., INC. 


East St. Louis, Illinois branch: 
1140 St. Louis Avenue 


STOKER 
AND 
OILBURNER 
PARTS 










St. Louis, Missouri East St. Louis, Iilineis 





eloil 
Jule 
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Oilheating Patents 
(Begins on page 87) 


level gauge for fuel tanks, having a fill- 
cap and a float chamber suspended in 
the tank. The entire assembly can be 
inserted through the fill cap and re- 
moved through it, 

12 and 


13. The former is a rear elevation, and 


The gauge is shown in Figs. 


the latter a vertical section in a plane 
perpendicular to that shown in Fig. 12. 

The apparatus consists of a tubular 
float chamber 3 open at its bottom and 


having in its upper end a head 4 pro- 
vided with a threaded opening 5. A fill- 
cap 6 is located on the top of the float 
chamber, and on top of this is a tubular 
housing 7 with a sight opening 8 con- 
taining a graduated glass 9. A top cover 
13 closes the housing. The float cham- 
ber and the housing are fastened to the 
fill cap by a threaded nipple 14 engag- 
ing the heads 4 and 11. 

The indicating mechanism includes a 
closed float 15 with a stem 16 extend- 
ing loosely through the nipple 14 into 


the housing 7, and carrying an indi- 















| your thoney t deen | its s lifetime. ¥ 
for folder showing twenty different s : 


STEEL FABRICATORS, 


Sharpsville, Pa. 















BUILDERS OF TRUCK TANKS, STORAGE TANKS, 
PRESSURE VESSELS AND AUTOMOTIVE FIRE APPARATUS 
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cator-plate 17. An expansion oj 
spring 18 is loosely disposed on the 
stem 16, limiting the downward moye. 
ment of the indicator plate. A com- 



























































pression coil spring 19 tends to retard 
the upward travel of the float, thereby 
reducing the range of movement of the 
indicator. A vent opening 20 is pro 
vided to permit air to enter or leave 
as liquid from the tank enters or leaves 


the float chamber. 
7 
“~~ 


Iron Fireman Fieldmen meet 


in Cleveland for Sales Rally 


FIELDMEN and executives of Iron Fire 
man Manufacturing Co., Cleveland, 
O., met in Cleveland during the week 
of December 14. New equipment and 
the promotion campaigns to back it up 
were introduced and discussed. 

Keynote of the convention was, 
“Sales will soar in °54,” but executives 
of the company all emphasized that 
harder selling would be vital. 

At the meeting it was announced 
that the field sales organizations would 
be redistricted into smaller territories 
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"fill-pipe area” 


Wows wNie . 


Use High Capacity ‘“‘SAFETY-FILLS”’ 


Buckeye’s high capacity No. 890 “Safety-Fill” nozzle prevents 
property damage caused by fill-pipe overflow. It stops spilling 
by shutting off automatically at the main valve when fuel oil 
covers the end of the spout. Deliveries are quicker and safer, 
you keep customer good will. 

Use Buckeye’s No. 890 nozzle. 

Write for details. 


“SAFETY-FILL” 
Ney wan 




















®» Versatile! 
ee cceD 
® Attractively _ Priced? 


a 
a 


* Economical jo” Mando 





ye Ve 





Keco gouge « a cpanel for usérs, di 


tributorsand dealers gfike. Write Today! 


Mis Cem a Cea 144:41) (emeol ie 
Box 410 * Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 



























Only Gulf 


Solar Heat has 


SOL-X 


Amazing anti-sludging additive! 
Proved best in 3 years of service 


Assures: 


Clean Filter Cartridges 
Clean Burner Nozzles 
Clean Screens & Lines 





SOL-X assures an improved cost- 
profit ratio for Gulf Solar Heat 
dealers— minimizes service calls— 
boosts customer satisfaction. 


SOL-X is an exclusive 
ingredient of the finest fuel oil 
money can buy. 


Gulf Oil Corporation 


Gulf Refining Company 
General Offices, Pittsburgh, Pa. 








SPECIALLY PRICED! 
su wewsve COMPLETE PACKAGE 


MODEL "WA" GENERAL AUTOMATIC 


Write for 
Folder "WA" 


Representatives in 
Principal Cities 


2300 SINCLAIR LANE 





Pre-Assembled, Pre-Wired 
Boiler-Burner Unit 


Everything you need to make quick, profitable 
installations! 


New Pre-wired and Pre-assembled General Auto- 
matic Model ‘“‘WA” Boiler-Burner unit—shipped 
complete and ready to connect to the heating 
system. 


j lod 





s well-insulated boiler, oil burner, circu- 
jator and operating controls all assembled ready 
to set up. A compact unit. 


IN A COMPLETE PACKAGE 


Floorlevel HI-CAPACITY Baseboard Radiation 
with all-metal back and snap-on all metal front 
panel and trim pieces. Suspen- 
sion brackets snap into place with- 
out screws or fasteners, slip on in 
seconds. Installations are 
quick, easy and accurate! 


ENERAL 


ING 


'. GENERAL AUTOMATIC PRODUCTS CORP 





& BALTIMORE 13, MARYLAND 
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Preheat Tank 


(Begins on page 79) 


casting, which receives considerable 
heat from the flame of the gun-type 
burner—when the burner is running, 
naturally. The preheat tank becomes 
warm because water circulates through 
the circuit “C-D-E-F-G-H,” warm water 
entering the top of the tank while 
cold water leaves the bottom. From 
point ““H,” warm water is piped to the 
cold water connection of the electric 
water heater. 

Make certain that line “D-E” is close 
to the basement floor and considerably 
below the over-fire coil or casting, as 
the drawing shows it. On several jobs, 
poor circulation and reverse circula- 
tion were the results of running line 
“p-E” higher, as high as the bottom 
pipe connection of the over-fire coil 
or casting. The line had to be lowered 
to end steaming of the water in the 
over-fire device (such steaming causes 
pipes to pound and hammer) and to 
arrive at proper heating of the preheat 
tank. 

Because it is low and tends to pocket 





sediment and scale, one end of line 
“p-E” has a drain cock screwed into 
a pipe tee. The owner should be in- 
structed to use this drain cock two or 
three times a year to prevent plugging 
of the line. It’s a good idea to install 
a pipe tee and a plug at point “E” in- 
stead of an elbow, and to try to arrange 
things so that a rod or wire can be run 
through pipe “D-E” after the plug and 
drain cock have been removed from 
the ends of this pipe. 


Pipe Sizes 

The circulating line can be #4” pipe. 
Low line “D-E” can be made one or two 
pipe sizes larger, where there’s fear 
that likelihood of plugging may cause 
this line to be a troublemaker. It is 
good practice to make the circulating 
line one pipe size smaller, if you install 
copper tubing or brass pipe instead of 
steel pipe. 

Notice the tee over the tank near 
point “H.” The shoulder pipe nipple 
between this tee and the preheat tank 
should be one pipe size larger than the 
size of the circulating line so that cold 
water from the bottom of the preheat 





tank does not race through the over. 
fire coil or casting when hot water is 
drawn at a high rate from the electric 
water heater. 

Large tempering tanks work beg. 
Consider 40-gallon as the minimum 
size for a preheat tank, even for a small 
home having only two occupants, For 
usual five or six room homes having 
four to six occupants, tanks of 20 
diameter and about 70-gallon capacity 
work out well. They have much less 
tendency to overheat than smaller 
tanks when the burners run many 
hours on coldest days and relatively 
little hot water is being used. They save 
maximum electricity both in summer 
and winter. 





In the interests of safety, you must 
install on a preheat tank a safety relief 
valve that will open for either excessive 
temperature or excessive pressure, 
Make certain to use the best relief 
valve you can buy! 

Selection of a suitable over-fire cast. 
ing or coil depends absolutely on the 
judgment of the man planning the 
preheating arrangement. This coil or 
casting must be installed high over the 

4 





Stee! HEATING UNIT 


5 YEAR GUARANTEE AGAINST LEAKS 





Licensed under 
U. 6. Pat. 








A FEW DESIRABLE EXCLUSIVE FRANCHISES 
ARE STILL AVAILABLE 





Product of MARIETTA METAL PRODUCTS CORPORATION 
MARIETTA, PENNA. 





Write Today! 





COMBUSTION 


(SNS 
Tough 


... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . . that’s why they‘re “tough” 
and give years of “flawless” performance. GEM’s construc: 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 


Special designs to meet furnace and boiler manufac- 
turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 





GE 


CLAY FORMING CO. 
Sebring, Ohio ¢ Phone: 8-6141 











BACKWALLS © STOVE LINERS 


Mfg’s. of RADIANTS ¢ 
COMBUSTION CHAMBERS ¢ INSULATING BRICK ¢ ELE. 
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DIL TANKS 


for 
Basement or Underground 


Price domestic fuel oil storage tanks are man- 
ufactured to Underwriters specifications and bear 
Underwriters labels. 























Obround Basement 

(Vertical or Horizontal) Round Underground 
Cap. in Cap. in 
Gals. Gauge Size Gals. Gauge Size 
275 140f12 27x44x60 285 12 38x 60 
220 140f12 27x44x 48 550 12 46x 76 
235 140rf12 22x44x60] 1000 10 52x 110 
275 12 22 x 44 x 72 










Write Today for Catalog and Prices 
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PRICE NATIONAL CORPORATION 









152 W. Austin Street 
Buffalo, N.Y 
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THE NEW 1954 


WEBBER Catalog “17 


Everything for the Heating 
and Oil Burner Trade 





Completely Illustrated and Priced 


Write For Your Copy On Your Letterhead 


A, R, WEBBER CO., ING. New ies ties 














LINE UP FOR MORE BUSINESS 


with Gilbarco’s 


complete line of 


@ OIL BURNERS 

@ BOILER-UNITS 

@ WARM AIR CONDITIONERS 
@ SUSPENDED FURNACES 


Gilbert & Barker 
West Springfield, Mass. 
Toronto, Canada 


for every size and 


type of building. 














AH 


add a“PLUS” to your 


heating installations 
.- build good will 


}HEAT-TIMER 


‘GUARANTEED AIR VALVES 











veat-rimer THERMOVALVE 


makes it possible to dial for 
precise temperature desired in 
each room. Has built-in thermostat. 
Will work on any !-pipe steam system 
without interfering with existing con- 
trols. Noiseless operation. Angle or \ 
straight shank. List $3.95 


neat-rmer WARIVALVE 


brings the heat quickly to “‘hard- 
to-heat’’ radiators, mains and 
risers of 1-pipe steam systems. This 
quick-vent valve has venting orifice, 
variable 0” to 5/16”. Angle or 
straight shank. List $3.45 


HEAT-TIMER CORP’N 


657 Broadway, New York 12, AL 4-5380 


Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, 
Varivalves, Motorized Valves; Smoke-Eye Smoke Alarm; 
Fire-Chief Fire Alarm and other outstanding products. 





precision-made; 
long-life; brass, 
chromeplated. 














HEATING PUBLISHERS, INC. 
2 West 45 St. 
New York 36, N. Y. 


Kindly enter our subscription to 


FUELOIL & OIL HEAT. 





C) 3 yrs. $7.00 [2 yrs. $5.00 [J I yr. $3.00 


Enclosed is check for this subscription $........... 
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.... Preheat Tank 


oilburner’s firebox so that flame tips 
that contact it will not be chilled un- 
duly; that is, it must not be in the 
refractory firebox or where it will chill 
the main flame. After the preheating 
arrangement has been installed, you 
should be able to obtain CO. and 
smoke instrument readings as good as 
were obtainable before you started 
work, 

To play safe, consider your first 
installation or two as experimental, at 
least as far as your selection of the 
over-fire coil or casting is concerned. 
Be ready to shift to a different heat 
pick-up device, over the fire, if the 
first one you install tends to overheat 
the preheat tank on the coldest days 
of the heating season, or raises the tank 
temperature but slightly on such days. 
Aim for maximum temperatures of the 
preheat tank, on coldest days, between 
about 150° F. and 170° F. Higher 
maximum temperatures tend to be un- 
safe; lower maximum temperatures for 
the preheat tank mean that it is not 
lowering the electric consumption (of 
the electric water heater) as much as 
it should. 


If you want to be especially thor- ment can reduce by more than 50% 
ough, equip the preheat tank with a _ the amount of electricity used during 
thermometer of the type used on heat- the heating season by an electric water 
ing boilers of the hot water type. Make heater, and can cut the summer con, 
certain, then, to read this thermometer sumption of electricity by up to 20%, 
a few times on the coldest mornings of Besides, it increases the capacity of 
the heating season. Tell the home own- the hot water system—gives the occu. 
er to read it for you and give you notes pants much more hot water on tap, 
on his findings. especially in winter. It pays to instal] 


A thoroughly good preheat arrange- excellent preheat arrangements! 
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Old Timers—75 General Electric Home Heating & Cooling distributors, who 
have done business with G-E for more than 15 years are photographed at the 
recent sales convention in Asbury Park, N. J. Distributors toured the new plant 
in Trenton where production facilities are being increased by 300,000 square feet. 








* NO FLOAT DEMONSTRATION KITS MAKES 





| Concerning Exclusive Franchise 
Ik STALL SANDERS CHEMICAL CO. 
to 1400-10 N. FRONT ST. PHILADELPHIA 22, PA. 


The revolutionary new Auto-Flo “100” 
Humidifier requires no servicing other than 
an occasional cleaning of the pan and the 
yearly replacement of the 
plates. A large size orifice 
replaces the float valve 
and there are no parts to 
stick, wear or clog up. 
Evaporator plates are 
equipped with drain clips 
to eliminate any possi- 
bility of dripping. 


One Year Factory 
Guarantee on all parts 


Ui vom ankemeaec)-\) 


13526 Fenkell Ave. Detroit 27, Mich. 
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WATER DRIP PLUS CONTROLLED DOMESTIC HOT WATER SUPPLY 





NO-SLUDGE 


AUTOMATIC FUEL OIL ADDITIVE 
HUMIDIFIER A REAL MONEY-MAKER 


* NO DRIP 
* NO CLOG SELLING EASY 


Write For Complete Details 























THIS 1S 
hile floes 
Stainless Steel 
"DRAIN CLIP 
that Prevents a CIRCULATING WARM AIR HEAT 


=No other furnace gives you both 








Mitiopae (Msteopae DELUXE 


CHALLENGER 
for larger residences also provides 


for smaller homes circulating cool air in summer. 


For details and information about available franchises, write Dept. F-16, 


METROMATIC mre. co.. EVERETT 49, MASS 
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~ PIONEER OF Pxectecon 


STANDARD OF /4ecaracy 


PUMPS & METERS 


CUSTOM-MADE pumps and meters, that serve you best 
because they are individually machined to exacting tol- 

erances...individually inspected for workmanship and 

materials...and individually tested for faultless oper- 
ation and accuracy. Buy GRANCO-for accuracy, depend- 












INDIVIDUALLY TESTED 


EXCLUSIVE GRANCO 





ability and long life. 























INDIVIDUALLY INSPECTED 


Write for Catalog 














PRECISION 


ADJUSTMENT 
GRANBERG CORP. 
1308 SIXTY-SEVENTH STREET 
OAKLAND 8, CALIFORNIA b 
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‘“Galongage builds customer 
satisfaction and sells 
oil burners for me” 
























No wonder more and more dealers today are using Galongage. With 
Galongage you cut installation time and service calls to a minimum. You 
will find customers appreciate its greater accuracy and appearance too 
— aconstant reminder that you have given them the best in heating equip- 
ment. Remember their good will is your greatest asset. 


Do justice to a quality job by installing the best — Galongage. Write 
today for complete details. 


Also INTERNATIONAL, now Underwriters’ approved, 
for the finest in lever arm type gauges. 








APPLIED MECHANICS COMPANY 











167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 


007-60... 


STILL THE BEST tor cleaning oil and 


gas-fired heating plants. 
EFFICIENT AND ECONOMICAL TO USE 
ALSO: 


SLUDGE-GO for Cleaning Fuel Oil Tanks and Will 
Emulsify Water. 
EZE-E WELD for Sealing Leaky Boilers. No After Odor. 
No Draining. 
Write for name of nearest jobber 


KALMIDE CHEMICAL CO., INC. 
17 East 42nd S#. New York 17, N. Y. 
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OIL HEATING MEN— 
BE AN EXPERT IN YOUR FIELD! 


> The oil heating industry has great need for men 
with specialized training. 


& The Boston School of Advanced Oil Heat Train- 
ing offers a 3-day course covering: proper firing 
rates—combustion chamber design—-baffling of boil- 
ers—draft control—mating of air and oil patterns 
—nozzle application tests. 


> For men with one or more years experience in 
the installation and service field only. 


& This course is offered every other week during 
most months of the year. 


Write for complete details 


BOSTON SCHOOL of ADVANCED | 
OIL HEAT TRAINING, INC. 


Manufacturers—Central Nationa! Bank Bldg. 


Lynn, Massachusetts 














for TOP VALUE in 1954 
completely” packaged 


FUEL OIL 
TRUCKS 


Sincludes chassis, 
tank, pumping and 


metering equipment. 












HAwthorne 7-2100-01-02 Write for Catalog FO 


300 LINCOLN AVENUE, HAWTHORNE, N. J. 

























































VALVES. 


WRITE TODAY FOR LITERATURE AND PRICES 


GORTON HEATING CORPORATION - CRANFORD: NEW JERSEY 


Automatic Heat Dealers 
SWEAR BY GORTON VALVES 


Thousands of Oil Heat Dealers have found the secret of proper venting of 
steam jobs by using GORTON VALVES. 

If you have not used GORTON VALVES, why not try them on your next 
steam job? The results will amaze you and you too will then swear by GORTON 





PNR OR 
< EQUALIZING 
PEON AINE 


h / PAT.NS 2494293 






























Since 1887—Manufacturers of 
Heating Equipment 





Oilfiring a Gas Burner 
(Begins on page 78) 

head or air-handling parts in the gun 

tube are especially important, for you 

must arrive at excellent combustion 

efficiencies together with ultra-clean 

burning. 

Plan to install the best firebox you 
can build under the cast-iron gas boiler. 
Use insulating firebrick, and follow the 
pattern of the accompanying drawing. 

You determine the firing rate you 
will use, then you plan the firebox. 
Use the lowest firing rate that will heat 
the house properly on coldest morn- 
ings, On this forced hot-water job, use 
a firing rate so low that on the coldest 
day of the heating season the burner 
will run a total of about 16 hours out 
of 24 hours, Your small flame will in- 
crease efficiencies by (a) producing a 
low stack temperature, and (b) mini- 
mizing the “off” time and the loss that 
relates to on-off firing. 

Avoid “on” periods that are unnec- 
essarily short, for these increase the 
losses related to on-off firing, and do 
not produce the ultra-clean combus- 





tion of somewhat longer “‘on”’ periods. 
That is, don’t have oilburner “on” 
periods as short as three or four min- 
utes, where “on” periods of 10 to 15 
minutes, or even 20 minutes, will pro- 
vide good results. 

But aim to provide maximum com- 
fort by starting and stopping the circu- 
lator properly—use a latest-type room 
thermostat to maximum advantage to 
do this. 

Many jobs of this type work splen- 
didly with oilfiring equal to about 
75% of the rate of the gas firing. If 
the Btu input was 150,000 Btu per 
hour with gas firing, about 110,000 
Btu per hour input may be all right 
for oilfiring—a .75 or .85 gph nozzle 
may do. Remember, you want to keep 
the burner running many hours a day 
in winter to gain maximum efficiencies, 
and your oilfiring will be more effi 
cient that the gas-firing was. 

You will have to make extraordinary 
efforts to provide an excellent boiler 
setting and firebox, for you want to 
prove that oil is as clean and quiet as 
gas, and much less expensive. 









The burner in the drawing stands 
on a concrete floor 20” below the level 
of the basement floor. You pour this 
concrete floor, of course, with the 
boiler moved to one side or supported 
by beams to prevent it from falling into 
the pit. 

After the floor of the pit has hard: 
ened, build a firebox having a bottom 
and sides 414” thick. Of course, us 





}, 
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Sid Harvey Inc. opens 
new Store in Brooklyn 


THE 28TH STORE in the Sid Harvey, 
Valley Stream, N. Y., chain will bk 
opened in Brooklyn, It will be oper: 
ated as a branch of the Sid Harvey 
Brooklyn Corp. and will carry the full 
line of oilburner replacement parts. 


H. R. Nielson has been named many 
ager of the Air Conditioning Div 
sion, Servel, Inc., Evansville, Ind. Be 
fore: joining Servel in 1948 Nielsen 
was associated with the Milwaukee 


Gas and Light Co. 





| ow ud 


give you this combination 
of vital features 





@ Patented dual blade bi-metal assembly—insures 
trouble-free operation — supplies a wide margin 
of extra power. 


@ More rapid heat transmission. 

@ Snap acting Micro-switch. 

@ Heavier, more rugged construction. 

@ Less service — greater customer satisfaction. 


for Vaporizing Oil Burners 











We will gladly furnish literature and spec 
fications for your particular requirements. 
Write us today! 


p. H. PNCCORKLE CO. 


Box E, Station A Berkeley, Californie 
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SLIDE RULE 


Helps You Build 


Profits and Prestige 


Combustion-testing builds business in two 
ways. First, it boosts service profits because 
with instruments any service job can be done 
inless time and by less experienced men. 
Second, it brings in new equipment business 
by spotting fuel-wasting burners through a 
dramatic “‘fuel-saving” check-up which will 
convince even the most skeptical customer of 
the need for replacement or modernization. 

Keying your sales and service to fuel con- 


servation will work wonders for you. It will 
establish you as a ‘‘fuel-saving” expert and 
help you corner an even larger share of im- 
mediate and future sales in your community. 

The MASTER KIT shown above will appeal 
particularly to those who want professional 
implements of highest quality and reliability, 
as well as of impressive display. The cost 
of the kit is very small compared to the 
sales and service profits it will bring you. 


Ask your Jobber or Write for Bulletin 733 


BACHARACH Industrial Instrument Co. 


& 7301 PENN AVENUE 


e PITTSBURGH 8, PA. 





Tired of Trying To Make Your 
Oil Burner Look Different ? 








Hi aywarp Rotary Atom- 


izing Burners give top econ- 
omy, are simple to install and 
burn catalytic oils with ease. 
Sizes 34 to 12 gallons per 
hour. 


Write for franchise 
information: 





HAYWARD OIL BURNER CORP. 
86 Kirkland Street, 
Cambridge, Mass. 


Factories in 
Brooklyn, N. Y. and Taunton, Mass. 
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Eight Books To Solve Your Heating & Air 
Conditioning Problems 


Letters are received daily from readers asking us for various 
Heating & Air Conditioning books which they are anxious 
to buy. 


We, therefore, have compiled this list to acquaint all our 
readers with the books that are available and the price of each. 


PRICE LIST 


BEACON BOILER REFERENCE BOOK .....$4.00 
ESTIMATING MANUAL .................-$3.00 
BEACON RADIATION REFERENCE BOOK . .$4.00 
THE SELLING MAN (Special Price) .......$4.00 
HEATING & AIR CONDITIONING ........$6.25 
DUCT CONSTRUCTION .................$3.00 
FIRST STEPS IN AIR CONDITIONING .....$2.00 
WARM AIR HEATING & WINTER AIR 


CONDITIONING 


Please Mail Remittance With Order—We Pay Postage 


HEATING PUBLISHERS, INC. 


2 West 45 St., New York 36, N. Y. 


- $8.50 

















Always Dealer’s Choice 


There’s a better deal in the sales cards with Electrol in 
the picture. Because Electrol’s complete line of oil-fired 
heating equipment gives you more exclusives . . . more power- 
ful sales aids .. . greater consumer acceptance and, of course, 
bigger dividends. 

And count your service headaches over, too. Electrol’s advance 
engineering service makes all your really tough heating 
problems a snap! 


So write for the FREE Electrol Catalog today! 





Burner Mfg. Co., Inc, 
22 Union Ave., Rutherford, NJ. 


Pocahontas sells Interest DEGREE DAY TABLES 


° ONE MONTH ONLY: SEASON TO DATE 
in Burton-Furber Coal Co. December ~ Percent Sept. thru Dec. Percent 


WINSLOW B, FELTON has purchased Normal 1952 1953 Change* Normal 1952 1953 Change* 
Pocahontas Fuel Company’s interests 1197 1071 973 —18.8 Albany AP 2559 2514 2202 —140 
in the Burton-Furber Coal Co., Bos- 611 667 659 + 7.8 Atlanta CO 1127 1234 1104 —2J 
ton, Mass., according to Horace E. 812 747 686 —15.6 Baltimore CO 1541 1476 1298 —158 
Davenport, Pocahontas vice president. 998 901 761 —23.8 Boston AP 2008 1926 1596 —206 
1116 975 937 —16.1 Buffalo AP 2423 2321 2028 —164 
1147 945+ 1022 —10.9 Chicago AP 2352 20697 1904 —191 
880 793 843 — 4.3 Cincinnati CO 1717 1700 1574 — 84 
995 875 863 —13.3 Cleveland CO 2002 1944 1703¢ —150 
518 571 594 +14.6 Dallas A P 876 1062 962 +98 
958 903 1032¢ + 7.7 Denver CO 2157 2184 1979 — 83 
1203 1162+ 1103 Des Moines AP 2454 25127 2072 —156 


OIL BURNER ‘| 1101 953 964 Detroit AP 2325. «2229 «1939 —167 


| 1107. 980 978 -—11.7 Grand Rapids CO 2362 2323 1991 —158 
IGNITION ASSEMBLIES | tos: 955 sc2 —204 Harford AP 2269 2131. 1884 —1M1 


Mr. Felton is president of Burton- 
Furber Coal Co. and now is its sole 
owner. The transaction was completed 
at the end of December, 1953. 





| , ~ 1311 1305 1032 —21.; Helena AP =: 3247-3199 2479 —23.7 
dustrial ‘ane 321 596¢ 422 Houston AP 521 865 603 +157 
residential use : 986 882 936 — 5. Indianapolis CO 1933 1929 1746 —93 
Pog ‘| 970 950 890 — 83 Kansas City AP 1875 1897 1253 —3}.2 
CROWN offers a complete || 253-281-188 —25.7 Los AngelesCO 458 510 303 —i89 
ied atamieed oh tomes 871 791¢ 883 +13.0 Louisville AP 1733 1716+ 1636 — 56 
electrode assemblies, cable H 1184 1061 1086 — 8.3 MilwaukeeCO 2488 2509 2077 —166 
assemblies, hardware, ter- i 1414 12844 1329 -— 6.1 Minneapolis AP 2991 29034 2509 —162 
minals and UL approved Be 283 209 358 +265 NewOrleansCO 437 729 500 +144 
poenctenendionytionne 908 821 746 —17.9 New York CO 1771 1680 1411 —204 
tors are UL approved. Ime | 1166 1180 1013 —13.2 Omaha AP = 2368 :«-2462:—«1882 —20.6 
Prompt, efficient, reliable 856 785 716 —16.4 Philadelphia CO 1624 1577 1341 —175 
service on all orders—large 924 853 827 —10.5 Pittsburgh CO 1890 1833 1642 —132 
or small. 1237 1073 982 —20.7 Portland, Me. AP 2776 2635 2377 —l44 
Complete Service 701 654 610 —13.0 Portland, Ore. CO 1600 1482 1326 —172 
CROWN engineering service 1035 8877 817 —21.1 Providence AP 2195 18917 1845 —16.0 
is complete. Call or write 806 785+ 796 — 1.3 Roanoke, Va, AP 1633 1672+ 1503 — 80 
today for complete infor- 893 832 798 —10.7 St.LouisCO 1710 1686 1424 —168 
mation on stonderd of 995 952 1024 + 2.9 Salt Lake CityCO 2100 1972 1832 —I28 
ere ener 406 408 301 —25.9 San FranciscoCO 882 1007 754 —I46 
Literature on request. ‘ vslindninmereniael 
yx : 1398 1157 1253 —10.4 Sault Ste. Marie AP 3340 3064 2864 —I4 
Ka) 679 609 617 —92 — SeattlkCO = 1682 1509 1444 —l4 


—— » ° 1119 987 983 —12.2 Toledo AP 2364 2277 2022 —l4) 
Crown Engineering 837 783+ 739 —11.1 Washington AP 1630 1570¢ 1410 —l85 


een S cel 2 Benen, | 
REPT ORT NEW SERS EY 





*Compared with normal. {City office. Airport. 
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